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People accustomed to large cars 
of tine quality, have long wanted 
similar quality, style, comfort and 
performance in a smaller edition, 
for the second, third and fourth 
cars in the family garage. 


Now they have found it—in the 
Little Custom Jordan—plus an 
ease of handling and an economy 
of operation almost unbelievable. 


- And Jordan dealers have found a 
new and most prolitable market. 





JORDAN MOTOR CAR COMPANY, Inc., CLEVELAND, OHIO 
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“I Can Sell Hupmobiles 
and Keep My Friends” 


—A. ¥. LUCAL, Lucal-Kelly Co., Oak Park, II. 


“One reason I gave up the franchise for 
another car and took on Hupmobile, 
was that I wanted an automobile I could 
conscientiously recommend to my 


friends,” writes A. Y. Lucal, head of Lucal- 
Kelly Company, Oak Park, IIL. 


“My first impressions of the quality of 
Hupmobile manufacture were obtained 
from old garage men,”’ continues Mr. 
Lucal. “Later these were confirmed by 
my own experience. The cars were 
shipped to us in fine condition, ready 
to give perfect satisfaction.” 





Lucal-Kelly Company have doubled 
their sales of Hupmobiles in the 
past two years, having sold approxi- 
mately one Hupmobile Eight to every 
Hupmobile Six in their prosperous 
territory. 


Investigate the money-making possibili- 
ties of the Hupmobile franchise in your 
own neighborhood. We will cheerfully 
send details of the Hupmobile contract 
— pronounced the most liberal in the 
industry — upon request. 


HUPP MOTOR CAR CORPORATION 
DETROIT, MICH. 


HUPMOBILE 


EIGHTS @ SIXES 


Dealers or other business men 
interested in reports from Hup- 
mobile dealers in their own 
vicinity may secure this in- 
formation by writing the factory 
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The 1928 





Moon 6'+ + Diana 8 


Custom-Style Bodies Can Now Be Had For The 
First Time at These Low Prices 


In the Moon 6-60...... 
In the Moon “A” (Six) - 
In the Diana Straight “8” 


And that’s only half the 
story. [he ten units that tell 
the story of any car’s quali- 
ty, in the Moon and Diana 
are each and every one, 
the product of the world’s 
most famous specialists 
with $75,000,000 in assets 
and parts and service de- 
pots all over the world. 


Continental Motor 
Delco-Remy Starting & 

Lighting & Ignition 
Lockheed Hydraulic 4- 
wheel brakes 


wie ei from $ 995—$1295 
ees from $1195—$1545 
palace from $1595—$1995 


Borg & Beck Clutch 

Ross “‘finger-tip” steering 
Fedders Airplane Radiator 
Warner Transmission 
Columbia Noiseless Axles 
Timken Roller Bearings 
Spicer Universal Joints 


Compare these 1928 Moon 
and Diana models—style for 
style,unit for unit, with any- 
thing in a similar price field. 
Compare the Moon fran- 
chise for profit making pos- 
sibilities and complete con- 
trol of your own business. 


. JO 
MOON MOTOR CAR COMPANY ; SAINT LOUIS ; U.S. A. 
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HOLMES WRECKER No. 485 —, 


is built for the critical garage or repair man. It 
is a rugged, efficient and most impressive wrecker. 
Its very appearance compels attention and in- 
spires confidence in the owner and his ability to 
serve. 








Every hour motor mishaps are occurring within 
easy working range of your shop, and every 
wreck presents exceptional opportunities for 
profit. No single investment will so increase 
your revenue as this wrecker. It completely pays 
for itself in towing fees alone during the first 
few weeks of operation; it keeps your shop filled 
at all times with profitable, open-price repair 
jobs. 


Holmes Wrecker No. 485 will handle 99 out of 
every 100 wrecks with only one man; handle 
them speedily and efficiently, therefore it is the 
most economical to own and operate. Write for 
special literature or ask your jobber for full in- 











formation. 
ERNEST HOLMES COMPANY 
CHATTANOOGA, ‘TENNESSEE 
Standardize with HOLMES Equibment— 
HOLMES TOWING HOLMES “‘V’ TOWING BARS HOLMES STEERING | 
POLE GEAR CLAMP | 


Effectively prevent the 
towed car from swinging 















This is a from side to side or from 
trouble crashing into the service car. Per- 
proof towing mits speedy starts and stops and 
pole. There are forces the wrecked car to track per- 
no bolts to tighten fectly with the service car over all kinds of : 
no universal or ball roads, and in every emergency, gives the Saves one'man when 
jOints to wear and driver absolute control. towing car in back- 
rattle, no cotter pins to Each arm may be lengthened or shortened independently. wards. Holds parallel rod 
waste your time. No Simple and trouble proof. No tools required to connect. tigidly to front axle. No 
tools whatever are required to connect Standard equipment on Holmes Wreckers No. 485 and tools required and can be attached Z 
it up. Especially adapted for cars with No. 250, and recommended for all. service cars and with ene hand. Is uaiversel sad 3 
bumpers and splash pans. Length 7 ft. cars equipped with rear end cranes. Two lengths 36 to fits all makes of cars and medium 
6 in. 48 inches and 48 to 60 inches. ine cums 
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Wherever the Mercury 
drops much below 60° 


There’s a growing, getting-wiser market for auto- 
mobile shutters (which means Vernays) all through 
the cool and cold sections. The need is there and all 
it requires is stirring into action. 


We are doing the stirring 


We have a powerful merchandising campaign, 
with display easels, counter easels, window streamers, 
novelty folders in full, eye-catching colors to be used 
at the point of sale. Our advertising will appear at 


the proper time to make car owners think about 
shutters. 


What you need 


The early stock catches the extra profits. Order 
now—at least a percentage of your requirements. 
Put it up to your jobber now to see that you get all 
the Vernay Shutters you can sell this Fall. 


LAMINATED SHIM CO., Inc. 
216 Fourteenth St., Long Island City, N. Y. 


Novelty Illusion 
Card 


Here is a clever little 
advertising folder which 
will interest all car-owning 
children from 16 to 60 
: years of age. A pull on 
ee the tab closes the shutter. 
e 2. £42: This is arranged so that 
WERNAY? °SHUTTER the vanes actually seem to 
icmmanigetnanth... tacit nnn move. Write for details of 


this and other selling helps. 
oo 
~ 
WERNAY®, *SHUTTER 
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THE BEST LINE | 
of its kind we have | 
ever taken on 


S. Van Alstine of Columbus, Ohio—395 E. Capital St.—is 
a strong booster for Lincoln Shock Absorbers for two 
reasons important to every dealer: 

















]—Car owners buy Lincoln Shock Absorbers. “In the past . 
four years,’ Mr. Van Alstine writes, “I have installed 
several hundred sets.” 


2—Customers get more satisfaction, comfort and service. | 
from Lincoln Shock Absorbers. Some of his customers 
have bought three and four sets, whenever they bought ; 
a new car, and tell him that they would not dream of 
driving a car without Lincolns. 








If you are a live aggressive dealer 

. we have a proposition that will 
bring you alot of business that 
you would not get otherwise. FOR ALL 






Profits, too! For details, write CARS 
E. C. Guthard, President, Lincoln _~ on (tn 
Products Co., 2649-59 N. Kildare of four ga 


Ave., Chicago, IIl. 


LINCOLN. 
Balloon Shock Absorbers | 
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The Russell Motor Company’s business home has grown 
with their Studebaker business in White Plains, N. Y. 


“_.. with no exceptions, the 


most profitable franchise” 
—H. A. RUSSELL 


HITE PLAINS is a suburban 

community only 21 miles from 
New York City. Here, six years ago, 
the Russell Motor Company began 
selling Studebakers in the small room 
above at the right. Within two years 
their business had grown so that new 
quarters were necessary. Now their 
business home is one of the finest 
in town. 


“We want to say ‘thanks’ for the 
fine cooperation and assistance we have 
received from you all, especially your 
branch manager,’ writes Mr. H. A. 





was outgrown in two years 


Russell. “It has been our experience 
that the Studebaker-Erskine franchise 
has been, and will be, the most profit- 
able franchise—with no exceptions.”’ 


This valuable Studebaker-Erskine 
franchise may be available in your ter- 
ritory. Write or wire today for com- 
plete and confidential information to 
Department 51, The Studebaker 
Corporation of America, South 


Bend, Indiana. 


STUDEBAKER 
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“Maintenance Bill’ 
(Contributed by a U.S. enthusiast) 


Bill McCann is our maintenance man, 
And he wields a wicked tool; 

He fixes a motor or a cooking pan, 
He works by the Golden Rule. 


He used to prate at a fearful rate 
About carrying his work so far. 

He said the way to make it pay 
Was to take the tool to the job. 


So to make it right and stop the fight, 
We got him a U.S. Drill. 
Now his troubles are past, he works so 
fast. 
The U. S. Drill suits Bill. 





The only rotating carbon cleaning 
brush that works under any amount of 
pressure to increase cutting effect, isin 
The Pilley-U. S. Carbon 
Cleaning Set. Get all par- $10 
ticulars. Retails at only... 
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HOPS working against time—or where schedules have 
to be kept—have just got to have tools that are al- 
ways ready to shoot. Tools that always go “‘full speed 
ahead,’’ too. No lagging even under continued, heavy 
load. And accuracy is no less important. For these very 
reasons, U.S. Portable Electric Drills are the choice of 
these shops. Have been ever since the first electric drill— 
a U. S.—came into use. 


U.S. Drills purposely have features to make them as 
easy and convenient as possible to use—and features that 
stand the gaff in spite of toughest grilling. Powerful, fan- 
cooled universal motor. Silk-wound armature wire. 
Quick-make,quick-break two-pole trigger switch. Heavy 
duty SKF Ball Bearings. Chrome nickel steel gears, hard- 
ened, running in grease, etc., etc. 


Aren’t these the same features that help you to turn 
out jobs faster—and more jobs, too? There’s a drill, 
grinder, polisher, etc., just your size and at a price to 


please. Simply— 
Ask Your Jobber 


THE UNITED STATES ELECTRICAL TOOL COMPANY 


Oldest Builders of Electric Drills and Grinders in the World 
2497 WEST SIXTH STREET, CINCINNATI, OHIO, U.S.A. 


Portable Electric Drills 


Grinders-—Polishers 





Export Sales Representatives—WESTINGHOUSE ELECTRIC INTERNATIONAL CO.—150 Broadway, New York, N.Y. 
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Timken -Equipped Beardmore Taxicab before 
the Artillery Memorial, Hyde Park, London 


At one time Europe alone produced anti-friction bearings. 
Now, for utility far beyond that provided by merely anti-fric- 
tion bearings, the whole world uses Timkens. They are made 
at Canton, O.;Columbus, O.; Walkerville, Ontario; Birming- 
ham, England; and Paris, France. They always prevail where 
service is the supreme consideration—as in those indomitable 
taxicabs of the European capitals—and the European 
makes which rank as the costliest automobiles in the world! 


The Timken Roller Bearing Co., Canton, Ohio 
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Keep your WEED Chains on display 
throughout the summer. If you 
haven’t a full set of WEED Dealer 
helps, ask your jobber—they 

are free. 
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It’s time to sell Weed Chains 
for summer tourin 


Don’t let one of your customers start out 
on asummer tour (for a week end or longer) 
without reminding him to take a set of 
WEED Chains. Tell them that many a 
wonderful vacation trip is ruined by rain 
and no chains. 


Display WEEDS, too. Some dealer should 
have sold WEED Chains to the poor fellow 
in the picture above. 


July 7, 1927 





A PRODUCT OF THE 
AMERICAN 


CHAIN COMPANY. Inc. 
in business 
. fr your safety 





WEED CHAINS 


“The most profitable of all accessories” 











at 











be EE TT ws 


3 ga 


> ee 


Sigiacc Sees 
RO ae 


= oer ear' " 
se oC Pho Be RRS AST ay ae 
oa Tk REY ee Bal eG POS eae Bet, 








- 
—s 
— 
— 
— 
— 
ae 
— 
— 
— 
—_— 
— 
— 
— 
— 
— 
— 
—— 
— 
a 
— 
— 
— 
—- 
—— 
— 























VOLUME LII 


Philadelphia, Pa., July 7, 1927 





NUMBER 1 








Predict Gain for 
Final 6 Months 


Indications Point to Sales In- 
crease for Last Half | 
of Year 


USED CAR STOCKS LOW 


NEW YORK, July 6—The effects of 
the floods in some sections retarded 
crops in others and scattered irregular- 
ity in industrial activity have held back 
automotive sales in recent weeks, and 
the situation has been aggravated by 
the imminence of new models and espe- 
cially of the new Ford. But the ob- 
servers of the industry regard condi- 
tions surrounding the sales of cars as 
fundamentally sound, for the nation as 
a whole, and they are facing the final 
six months of the year with more than 
usual optimism. 

Several large factories were almost 
out of production last month and these 
are generally speeding up on new model 
output; others, however, have gone into 
the annual period of changeover and 
no great advance over the June rate is 
anticipated. 

On the retail end the status of bus- 
iness is spotty. Used cars are appar- 
ently better in many sections but others 
report heavy accumumlations for the 
season. Evidence that in some lines 
dealers did not succeed in cleaning up 
new car stocks before new models were 
introduced is seen in some of the forced 
sales being held at big temporary re- 
ductions in prices. 

Although in recent years the first six 
months has regularly run ahead of 
the final half in production and sales 
there is felt to be a possibility that 
1927 will make a more favorable show- 
ing in this respect. Leaders of the in- 
dustry believe that the prevailing un- 
certainty should soon be cleared up and 
reports from various key cities, which 
follow, indicate that a more optimistic 
outlook prevails throughout the coun- 
try. 





(Turn to page 16, please) 





Grand Trunk to Improve 


Rail Yards at Pontiac 


DETROIT, July 6—As a means of 
providing transportation facilities for 
the new Yellow Truck and Coach Co.’s 
plant which will be built at Pontiac, 
the Grand Trunk Railroad plans to 
spend $350,000 developing additional 
railroad yards at Pontiac. 








Flat Tires 


There are, as you know, 
“Flat Tires” and flat tires. 
The latter are of the common 
roadside variety. The former, 
those referred to with quota- 
tion marks, are no less com- 
mon but are of the genus 
homo sapiens, with the accent 
on the “sap.” In the July 14 
issue of Motor Age the “Flat 
Tires” who make miserable 
the lives of service men are 
subjected to microscopic scru- 
tiny. The result is a story that 
will elicit your applause amid 
chortles of glee. You lose if 
you miss it! 




















Graham Heads 
A.E.A. Division 


PORTLAND, ORE., July 5—M. 
D. “Doc” Graham has been appointed 
manager of the Service Parts Division 
of the A. E. A. Greater Development, 
by Harry G. Moock, managing director, 
and will assume his new duties im- 
mediately. The appointment is in the 
nature of a promotion and is in recog- 
nition of the excellent work done by 
Doc Graham as zone manager, as well 
as of his experience, which so well fits 
him for the position. 

Doce Graham is well and favorably 
known to the automotive trade, having 
served as service man with a car man- 
ufacturer, in the sales organization of 
a parts manufacturer, supplying both 
car manufacturers and jobbers, as sales 
manager for a jobber, handling service 
parts and as sales manager of a parts 
manufacturer. 








Boost Your Man 


Do you believe that merit 
should be recognized and ap- 
plauded? Of course you do! 
So does Motor World Whole- 


sale. 


Are you using the contest 
coupons to help elect the most 
popular jobber salesman in 
your zone? In another part of 
this issue is a voting coupon. 
Fill it out and mail it promptly 
to the contest editor of Motor 
World Wholesale, Chestnut 
and 56th Streets, Philadelphia, 
Pa. 




















Mystery Line Is 
G. M.C.’s Latest 


New Car Secretly Developed 
Will Be Low Priced 
is Belief 


ALLOT TERRITORIES 


DETROIT, MICH., July 6—A new 
passenger car member of the General 
Motors family will shortly be announc- 
ed. Speculation is rife here and 
throughout the country as to the de- 
tails of the car and the identity of 
the General Motors division which will 
manufacture it. Beyond issuing an 
invitation to prospective dealers to 
write for information, the corporation 
has so far maintained a strict reticence 
regarding the new car. 

“Who? What? When?” is the heading 
of the first published announcement, 
appearing in this week’s issue of 
MoTor AGE. 

That the new product will be in the 
moderate-priced class may be assumed 
from the references to price in the 
announcement, which states that “this 
new car embodies elements of mechani- 
cal quality, beauty and style never be- 
fore presented in a car of its price.” 

The announcement adds that “this 
new General Motors car is so priced 
that dealers who handle it will operate 
in the largest and most. profitable 
bracket of the entire automotive trade.” 

It is stated that the new car has 
been thoroughly tested on the General 
Motors Proving Ground, and that its 
bodies were created and built by Fisher. 

The first advertisement is semi-blind 
in character. Instead of carrying the 
regular General Motors signature, or 
that of any of the divisions, it is 
signed, “Manufacturer, North End 
Station, Box 126, Detroit, Michigan.” 
Dealers who would like to know more 
about the car and its sales franchise 
are asked to write to that address. 








Butler is Sales Manager 
of Toledo Steel Products 


TOLEDO, June 22—Ed. J. Butler is 
the new sales manager of the Toledo 
Steel Products Co., manufacturer of 
all-steel and cast head Toledo valves. 
Mr. Butler has been one of the com- 
pany’s most successful salesmen, hav- 
ing sold Toledo valves in the middle 
western market for the last several 
years. He will make his home in this 
city. 
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Reo to Invade 
New Bus Field 


Parker Intimates New Models 
Soon to Be Announced By 
Lansing Company 


LANSING, MICH., July 7—Carl 
Parker, manager of the Speed Wagon 
and Bus Division of the Reo Motor Car 
Co., denied in a statement made this 
morning reports that Reo is about to 
abandon bus manufacture, and indi- 
cated that important developments will 
soon be made public. 

“Reo must always be reckoned with 
in the bus field, and Reo is going right 
ahead,” said Mr. Parker. “Rumors, 
prevalent in some quarters, that Reo 
has abandoned the bus field are denied 
emphatically. Reo’s large deliveries of 
bus chassis in the last four months 
have more than kept pace with com- 
petitors. 

“An announcement, a few weeks 
hence, will be of tremendous interest 
to all concerned. Greater values and 
more advanced designs are in the offing, 
and a new field, until now neglected by 
bus manufacturers, will be developed, 
while Reo’s present well-known and 
highly regarded field will be even more 
vigorously exploited.” 





L. C. Smith Promotes Crego 


R. F. Crego has been appointed sales 
manager of the L. C. Smith Bearings 
Co., Chicago, succeeding N. C. Gove, 
who has resigned. 





Julius Schuengel 


MILWAUKEE, July 2—Julius Schu- 
engel, general superintendent of the 
Geuder, Paeschke & Frey Co., manu- 
facturer of automotive stampings and 
other sheet metal goods and specialties, 
died June 22 after a long illness. He 
was born in Milwaukee 46 years ago 
and entered the Geuder service when 
16, being steadily promoted until he 
became general superintendent 10 years 
ago. 





Heads Oil Belt Dealers 


BRECKENRIDGE, TEX., July 6— 
G. P. Daniels has been elected president 
of the Oil Belt Automobile Dealers As- 
sociation. Ten towns and cities of Mid- 
dle West Texas are represented in the 
organization. Promotion of common 
business interests, protection and stimu- 
lation of motor sales are the objects 
of the new association, which for the 
present will maintain headquarters in 
this city. 











| Salesology 














Salesman Dare one morning 
fair, 
| Went out some golf to play, 
“Must know your greens, 
To sell machines,” 
His fellows heard him say. | 














Franklin Honors 


Veteran Dealers 


SYRACUSE, N. Y., July 7—Com- 
memorating the first sale of a Franklin 
car made twenty-five years ago this 
month, the retail sales organization of 
the Franklin Automobile Co. is honor- 
ing Otto A. Lawton, president of the 
Franklin Motor Car Co., Boston Mass., 
who is believed to be the only person 
connected with the sales organization 
today at the time the Franklin com- 
pany made its first sale. 

The distinction of having held the 
Franklin dealer franchise the longest 
belongs to Wallace L. Wilcox, Prov- 
idence, R. I., whose contract dates back 
to May 1, 1904. Cowles Tolman of 
New Haven, Conn., is placed as the 
second man in length of contact with 
the sales organization today although 
neither Mr. Lawton or Mr. Tolman rep- 
resent dealers who have held their 
franchise the longest. 





Partridge, Goodyear 
Western Manager 


AKRON, July 6—A. G. Partridge, 
formerly vice-president in charge of 
sales of Fitestone Tire & Rubber Co., 
has been appointed manager of the 
western division of Goodyear Tire & 
Rubber Co., succeeding R. S. Wilson, 
who has been appointed advertising 
manager. Mr. Wilson succeeds L. L. 
King, who resigned May 15 to go into 
the outdoor advertising field. 

Mr. Partridge has been in the rub- 
ber industry since 1899 when he be- 
came affiliated with the old Diamond 
Rubber Co. 


Motor Age 


Chapin to Head 
Transport Body 


International Committee to 
Develop World-Wide Use 
of Bus and Truck 


NEW YORK, July 5—Roy OD. 
Chapin, president of the National 
Automobile Chamber of Commerce, was 
chosen to head a new committee to de- 
velop a worldwide campaign for ex- 
tending the use of highway transport 
in all countries, at the meeting in Paris, 
June 18, of the Bureau Permanent In- 
ternational des Constructeurs d’Auto- 
mobiles. 

A complete survey of world highway 
conditions will be made and efforts 
directed toward furthering motor car 
bus and truck use to the added effi- 
ciency of the countries of the world. 
Associated with Mr. Chapin in this 
work will be Baron Petiet, president of 
the Chambre Syndicale des Construc- 
teurs d’Automobiles of France; Dr. 
Georges Hamel, secretary of the Aus- 
trian Automobile Manufacturers Asso- 
ciation and Alfred Hacking, secretary 
of the Society of Motor Manufacturers 
and Traders of Great Britain. 

Other N. A. C. C. officials represent- 
ing the American automobile industry 
at the Paris meeting included John N. 
Willys, chairman of the Foreign Trade 
Committee; Windsor T. White, vice- 
president in charge of Bus and Truck 
Division, and Alfred Reeves, general 
manager. 

The American representatives also 
attended a meeting of the American 
Automotive Club of Paris. Before 
their return they will visit Denmark, 
Norway, Sweden, Germany and Eng- 
land. 





Leland M. Turner 


PORT WASHINGTON, WIS., July 5 
—Leland M. Turner, former president 
of the Turner Mfg. Co. and well known 
inventor in the gas engine field, died at 
Waterloo, Ia., following an operation. 
He was 54 years of age and a native of 
Milwaukee, where interment was made. 
For the past 20 years Mr. Turner was 
general manager of the Western Malle- 
able & Grey Iron Co., Waterloo. 





Pontius with Gardner 
ST. LOUIS, July 6—George W. Pon- 
tius, Jr., has been made parts and ser- 
vice manager of Gardner Motor Co. 
Mr. Pontius has had long experience in 
the service field, having previously 
served with the Studebaker Corp. and 

with Rickenbacker Motor Co. 








J. 
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We'll admit the pun in the heading is horrible but don’t let that prevent you from reading 
the welding story in MOTOR AGE next week. It’s good if the pun isn’t. 
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Willys N.Y. Branch 
to Handle Stearns 


——— 


President Leonard of Stearns 
Co. Turns Over Sales to 
Overland Company 





NEW YORK, July 5—Stearns-Knight 
automobiles formerly handled by the 
Stearns Automobile Co. of New York, 
are now being sold at the new 57th 
Street branch of Willys-Overland, Inc. 
in a special show room. H. J. Leonard, 
president of F. B. Stearns Co., was in 
town this week, making final arrange- 
ments. 

The Stearns-Knight models in their 
new location will be shown in conjunc- 
tion with a complete range of Willys- 
Knight cars. The branch, however, will 
operate as a unit entirely independent 
of the main Willys-Overland salesroom 
at 50th Street and Broadway but will 
be under the supervision of W. H. Mas- 
ton, who is in charge of the New York 
branch of Willys-Overland, Inc. 

A. N. Eddins has been appointed re- 
tail sales manager of the new branch 
by Mr. Maston who, in the past, has 
been with both the Chevrolet and 
Willys-Overland organizations. 

Commenting on the representation of 
Stearns-Knight cars here by Willys- 
Overland, Inc., Mr. Leonard, president 
of the Stearns company, states: “With 
the handling of our cars by a company 
having a wide reputation and an effi- 
cient sales and service organization as 
Willys-Overland, Inc., we are looking 
forward to a marked increase in the 
number of Knight engined cars in the 
‘luxury’ class in New York. The com- 
bination of the Stearns-Knight cars 
with the Willys-Knight line of fine 
motor cars in a single and separate 
salesroom here offers tangible proof of 
the growing popularity of sleeve-valve 
engined automobiles.” 





Marmon Co. Appoints 


Twenty-['wo Dealers 
INDIANAPOLIS, July 5—One new 
distributor and 22 new dealers are in- 
cluded in the latest announcement of 
new Marmon sales connections by H. 
H. Brooks, general sales director of 
the Marmon Motor Car Co. 

The Marmon Salt Lake Company, 
headed by Russell Richards, widely 
known in western automotive circles, 
has been appointed distributor in Salt 
Lake City. The company will handle 
the distribution of Marmon cares in the 
entire state of Utah and_ several 
counties in Nevada and Wyoming. . 

New dealers appointed are as follows: 
Thompkins Motor Co., Augusta, Ga.; John 
D. Mickle, Chatham, N. Y.; O. T. Hughes, 
Fond du Lac, Wis.; Barnhart Sales & Serv- 
ice, Newburgh, N. Y.; Auto Sales & Serv- 
ice Co., Owensboro, Ky.; Chicago Heights 
Garage, Chicago, Ill.; Jamestown Marmon 
Co., Jamestown, N. D.; Nelson-Eubank 
Motor Co., Colorado Springs, Colo.; Mar- 
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A Pontiac engine drives this motor-boat through the waters surrounding 


Helsingfors, Finland, at a speed of 20 miles per hour. 


The Gray Marine Motor 


Co. reports an increasing sale of these motors throughout the world 





mon Long Beach Co., Long Beach Cal.; 
Ventura Marmon Co., Ventura, Cal.; Harry 
H. Rosenfeld & Co., San Pedro, Cal.; John 
W. Zeiser, Nescopeck, Pa.; Fred C. Schrei- 
ber & Co., Youngstown, Ohio; Reginald H. 
Turner, Peterboro, Ont., Can.; Garden City 
Motors, Ltd., St. Catharines, Ont., Can.; 
Leggat Motor Sales, Hamilton, Ont., Can.; 
H. N. Pendleton, LaPorte, Ind.; Kinder 
Motor Sales, LaSalle, Ill.; George H. Snyder, 
Troy, N. Y.; Churchill Brothers, Chester, 
Vt.; Point Auto Co., Stevens.Point,. Wis.; 
The Auto Inn, Lexington, N. C. 





Hey! Hey! Tommy Aitken 
is Back on Broadway 

NEW YORK, July 6—Second only 
to the reception accorded Lucky Lind- 
bergh in New York was the welcome 
home to Broadway of George F. (Tom- 
my) Aitken, after several years of sail- 
fishing in the Gulf Stream, punctuated 
by the closing of big deals as one of the 
prominent realtors of Miami, Florida. 

Tommy has rejoined the sales organ- 
ization of the Uppercu Cadillac Corp- 
oration, Cadillac distributor in the met- 
ropolitan territory, where he had pre- 
viously scintillated for seventeen years, 
selling cars to Friars and Lambs and 
divers and sundry celebrities in Gotham 
smart life. 

Broadway’s welcome was additionally 
vociferous because of the simultaneous 
return of Mrs. Tommy, who was Miss 
Betty Hale, of “Follies” fame. 








$2,075.00 in Cash 


You can help him win a sub- 
stantial cash prize and na- 
tional recognition. Fill in the 
voting coupon which appears 
in another part of this issue 
and mail it to the contest editor 
of Motor World Wholesale 
today. Prizes of $2,075.00 in 
cash will be awarded to 
twenty-seven of the country’s 
most popular and efficient job- 
ber salesmen. 




















Pontiac Invades 


Marine “Field” 


Many Specially Converted 
“Sixes” Sold by Gray Co. 
to Boat Owners 


PONTIAC, MICH., July 4—Though 
the Pontiac Six engine was converted 
to marine use by the Gray Marine 
Motor Co., only a few months ago, an 
increasing number of sales of this power 
plant are being made, many of them 
in foreign countries. 

In Helsingfors, Finland, where motor 
boating, both for a living and for pleas- 
ure is on such a large scale that marine 
engines are purchased as discriminat- 
ingly as automobiles are in Detroit, the 
“Gray Six Forty,” the trade name of 
the Pontiac Six marine power plant, has 
found an enthusiastic market. A fleet 
of eight of these Gray-Pontiac engines 
was recently installed in boats that are 
giving a speed of approximately 20 
miles an hour. 


Moon Motor Car Co. 


Appoints Woodruff 
ST. LOUIS, July 7—The Moon Motor 
Car Company announces the appoint- 
ment of A. W. Woodruff, Inc., 1027 
Commonwealth, Boston, Mass., as New 
England distributor for Moon and Diana 
cars. The firm is one of the oldest 
and most prominent automobile mer- 
chandisers in New England and for 
the past several years sold and average 
of 1000 cars yearly. 








Paul Joins Oklahoma 


Commerce Chamber 
OKLAHOMA CITY, July 7—O. J. 
Paul, district manager of Dodge Broth- 
ers Motor Co., was one of the new mem- 
bers added to the Oklahoma City Cham- 
ber of Commerce at its recent installa- 
tion of new members. 
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Answer ’Em All and Go 
to the Head of the Class 


T was John Wolcott, in “Apple Dumpling,’ who wrote: “The greatest 

men may ask a foolish question, now and then.” We have no intention 
of trying to elbow our way into the company of the great, and, in case you 
find any deviations from the truth in our answers, please remember that 
“None but a fool is always right,” as J. C. Hare boldly expressed it in his 
“Guesses at Truth.’ To make this weekly quiz more interesting, why don’t 
you send in some questions AND answers? (Questions are not welcome 
without the answers. On the other hand, questions WITH answers will 
gladden your editor’s heart and maybe give him a chance to find out 
whether there is a bass in that stream he came across last week-end. In 
the meantime, try your hand at these ten questions. Count ten for each 
perfect answer. Look for the answers next week. 


1. “Your next car” is the slogan of what automobile? 

2. (a) What do the initials “M.A.M.A.” stand for? Who 

is its president? (c) Who is its general manager? 

3. How many six-cylinder cars are manufactured today in the 

United States? 
4. Name the six-cylinder cars manufactured today in the 
United States. 

5. Why do exhaust valves cause more troubles than intake 

valves? 

6. (a) How does the closing voltage compare with the opening 
voltage on an automobile generator cut-out? (b) If there 
is a difference, why is it? 

. Approximately how many persons are employed, directly 
and indirectly, in the automotive industry? 

8. (a) Which state has the largest number of motor vehicle 
registrations? (b) Which state has the smallest number 
of motor vehicle registrations? | 

9. (a) Which state has the largest number of motor cars in 
proportion to population? (b) Which state has the small- 
est number of motor cars in proportion to population? 

10 What was the total registration of motor vehicles in the 

United States during 1926? 


ANSWERS TO JUNE 30 QUESTIONS * 


1. ‘*‘When better automobiles are built, Buick will build them’’—slogan 
of the Buick Motor Company. 

2. (a) The initials “N.A.D.A.”’ stand for National Automobile Dealers 
Association. (b) The president is W. L. Hughson, San Francisco, 
Cal. (c) The secretary and general manager is C. A. Vane, 61 East 
35th Street, Chicago, Ill. 

3. There are 6 four-cylinder cars manufactured today in the United 
States. 

4. The four-cylinder cars manufactured today in the United States are: 
Chevrolet, Chrysler, Dodge Brothers, Ford, Overland Whippet and 
Star. 

5. The increase in pressure in the cylinder of an automobile engine at 
time of explosion is approximately 400 per cent. That is, if the com- 
pression is 60 pounds per square inch, the pressure will rise to about 
300 pounds, an increase of 240 pounds, or 400 per cent. 

6 The spark should jump at least 3/16 inch in the open air in order to 
be able to jump .025 inch when under compression. 

7. There are approximately 85,000 establishments in the United States 
where mechanical service is performed on cars and trucks in oper- 
ation. . 

8. Approximately 46 per cent of the foregoing are independent repair 
shops and garages rendering service. 

9. 3,936,933 passenger cars were produced in the United States and 
Canada during 1926. 

10. The wholesale value of the passenger cars produced in the United 
States and Canada during 1926 was $2,730,385,507. 


«~] 





*sThese answers are not guaranteed but have been secured from sources 
thought to be reliabie. 

















G. M. Truck Caravan on Tour 


SPOKANE, WASH., July 6—A “car- 
avan” of three G. M. C. Truck chassis 
left June 27 on a tour of towns in the 
Palouse, Lewiston, Camas Prairie, Big 
Bend and Wenatchee districts, accord- 
ing to P. L. Emerson, vice-president 
and director of sales of General Motors 


Truck Co. At the conclusion of this 
tour another trip will be made by the 
group of trucks through the Idaho pan- 
handle, Montana and Wyoming. 


Mr. Emerson was in Spokane re- 
cently attending a dealers’ meeting, 
which was arranged by F. F. Barnes, 
manager of the Spokane branch. 


Motor Age 


Tire Output and. 
Sales Show Gain 


High Mark Hit By Several 
Akron Factories—General 
Adopts Credit Plan 


AKRON, OHIO, July 7—Stimulated 
by warmer weather and a consequent 
increase in motoring, retail tire sales 
have gained considerably in the past 
few weeks, according to advices re- 
ceived by Akron manufacturers from 
dealers all over the country. The cool 
weather and backward spring had re- 
tarded consumer business in many 
Northern states. 


Tire production is inclined to be some- 
what “spotty,” although the _ total 
volume output is now from 15 to 20 
per cent above that at this time last 
year. Indications are that operations 
will be slightly curtailed in the Akron 
district during July, until consumption 
and production are closer together. 

The Goodyear Tire & Rubber Co. has 
been forging ahead with new high pro- 
duction records. Current output of fac- 
tories at Akron, and in California and 
Canada, is between 60,000 and 65,000 
tires a day. Preliminary estimates are 
that the company will earn about $6 a 
share on the common stock during the 
first six months of the year. 

Approximately 45,000 tires a day, 
the largest number in its history, are 
being manufactured in the local plant 
of the Firestone Tire & Rubber Co. 
Equipment is being installed in the 
new wing to Firestone Plant 2, which 
has just been completed. Steady prog- 
ress is being made in developing the 
Firestone crude rubber growing pro- 
ject in Liberia, officials report. 

Sales of the B. F. Goodrich Co. dur- 
ing the first half of this year have ex- 
ceeded the same period last year by 
nearly 50 per cent. An aggresive sales 
and advertising policy has kept the com- 
pany’s products in the front rank of 
the industry. 








9 Truck Models in Reo Line 


DETROIT, July 2—More than 90 per 
cent of today’s trucking requirements 
will be covered by Reo’s new commer- 
cial line of nine models, soon to be an- 
nounced, according to executives of the 
Reo Motor Car Co. The new models 
will range in capacity from one ton 
upwards. 





Canadian Production Gains 


WASHINGTON, July 7—May pro- 
duction of automobiles in Canada, as 
reported by telegraph to the U. S. De- 
partment of Commerce by the Domin- 
ion Bureau of Statistics, was 25,708 
passenger cars and trucks; compared 
with 24,611 in April and 24,934 in May 
of last year. Of the total in May, this 
year, 21,991 were passenger cars and 
3717 were trucks. 
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“Slip-on” Bodies 
Pontiac’s Latest 


Open and Panel Express Types 
May Be Quickly Mounted 
on Roadster and Coupe 


PONTIAC, MICH., July 2—For the 
benefit of merchants and _ businesses 
that do not have a sufficiently large 
volume to warrant purchasing a com- 
mercial vehicle, and traveling salesmen 
who must carry a large stock of sam- 
ples, the Oakland Motor Car Co. now 
introduces two cars especially adapted 
to fit such needs—the Pontiac Six coupe 
and roadster suitable for mounting two 
types of “slip-on” commercial bodies. 
The cars are ideal for combination bus- 
iness and personal use. 

The open express body or the closed 
panel body may be slipped on either 
the roadster or coupe in a very short 
time; in the case of the roadster by 
simply removing the rumble seat rear 
deck cover, and in case of the coupe 
by removing the rear deck cover. Both 
these cars in the Pontiac Six line are 
adapted to this purpose because the 
rear decks extend to the floor. Each 
type can be used interchangeably with 
or without the “slip on” bodies. 

The inside dimensions of the open 
express body on the Pontiac Six road- 
ster are: width, 37 in.; length, 58 in.; 
height of panel, 10 in. The roadster 
is finished in durable Duco and has a 
folding top which is completely re- 
movable. 

Small lots of goods and packages, 
requiring protection from dust and rain 
are conveniently carried in the closed 
panel body on the Pontiac Coupe—al- 
though this body may also be used on 
the roadster. 

By removing the rear deck cover, the 
“slip-on” body is easily mounted. This 
type of body is particularly useful for 
salesmen who carry an especially large 
line of samples; for specialty sales- 
men; small deliveries, for tools and 
other types of business. 





Greene Resigns from 


Indian Motocycle Co. 


SPRINGFIELD, MASS., July 7—The 
third important resignation in the old 
executive force of the Indian Motocycle 
Co. and the second within a week be- 
came known yesterday when Edward 
J. Greene comptroller, withdrew from 
the corporation, handed in his resigna- 
tion to Louis E. Bauer, the new general 
manager. He had been with the com- 
pany more than 15 years. His resigna- 
tion came rather unexpectedly on the 
heels of that of Parmley Hanford, sec- 
retary and treasurer, who gave up his 
place Monday. 

Mr. Greene has joined Frank J. 
Weschler, former president of the In- 
dian Motocycle Co., who resigned a 
month ago and is now head of the Bald- 
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“Slip-On” bodies have been added to the Pontiac line for use with the coupe 


or roadster. 


They are furnished in the closed and open express type and 


may be attached in a few moments without the use of special tools 





win Chain and Manufacturing Co. It 
is understood he will take a position 
similar to that he held with the Indian 
Co. Before coming here Mr. Greene was 
with the Toronto, Canada, plant of the 
Indian Co. No information is available 
regarding successors for Mr. Greene 
and Mr. Hanford. 





Absher Wins Trophy © 


in Trade Golf Tourney 


WASHINGTON, July 5—The 300 
members of the Washington Automo- 
tive Trade Association held its an- 
nual outing this week at the Manor 
Country Club. S. F. Absher, won his 
third “leg” on the silver trophy cup 
donated by Rudolph Jose, thus becom- 
ing the permanent owner of the trophy. 

The day was devoted to field day 
stunts, winners of various trophies be- 
ing H. Herman, J. H. Jones, B. F. Mer- 
chant, B. Bradbury, F. Jones, A. H. 
Charles, H. Herriman and Chet War- 
rington. Stanley Horner, president of 
the W. A. T.A., presided over the din- 
ner as toastmaster. 





Harry E. Dey 


PHILADELPHIA, July 7—In the 
passing of Harry E. Dey the indus- 
try loses another of its real pioneers. 
As early as 1895, Mr. Dey designed 
and built electric vehicles, the pat- 
ents on which were taken over by 
the United States Automobile Com- 
pany of Attleboro, Mass. In sub- 
Sequent years he worked with both 
the gasoline engine and the electric 
motor. A few years ago he was as- 
sociated with Steinmetz of General 
Electric fame in the development 
of the Steinmetz electric delivery 
wagons which incorporated refine- 
ments of features which character- 
ized Mr. Dey’s earlier efforts, not- 
ably the electric motor with revolving 
field and armature. 


Hertz Adds Trucks 


Chevrolet and Buick Engined 
GMC Offered for Hire 


CHICAGO, July 5—The local sta- 
tions of the Hertz Drivurself System 
are now renting Buick engined GMC 
trucks and Chevrolet trucks. The mile- 
age charge ranges from 22 to 25 cents 
and the rate by the day is $7.50 to $8.50, 
these charges being subject to special 
discounts for weekly or monthly rentals. 


Haddox Vice-President 
of Gilbert Chevrolet 


CINCINNATI, July 5—In the reor- 
ganization of the Gilbert Chevrolet 
Sales Co., Stewart Haddox, for three 
years sales manager, has been made 
vice-president and general manager. 
Haddox is a popular member of the 
Chevrolet family and is a vice-president 
of the Cincinnati Chevrolet Dealers’ 
Association. 

Fred Hafer, well-known in the local 
Chevrolet organization, has been made 
service manager. 


Cole Visits Howard Co. 


KANSAS CITY, July 6—R. S. Cole, 
Detroit general sales manager of the 
Hupp Motor Car Co., recently visited in 
Kansas city with the W. C. Howard 
Motor Co., Hupmobile distributor. A 
luncheon, attended by men of the How- 
ard organization, was given in honor 
of Mr. Cole’s visit. 











Association Aids Dealers 


CHARLOTTE, N. C., July 7—Varied 
efforts to strengthen the Charlotte 
Automotive Trade Association have 
been inaugurated by the officials since 
the recent election of J. R. Craven, 
former automobile salesman, as secre- 
tary of the organization. Perhaps the 
most important of these efforts is that 
directed at increasing the membership, 
which, in its early stages, is proving 
successful. 
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Believe A.E.A. Will | 


Accept Moock Plan 


Market Development Program 
Enthusiastically Received 
at Summer Meeting 


PORTLAND, ORE., July 2—Presen- 
tation of the market development plan 
by Harry G. Moock was the high spot 
of interest for the 250 delegates in 
session here at the summer convention 
of the Automotive Equipment Associa- 
tion. Enthusiastic reception of the 
plan, and the widespread appreciation 
of its broad scope were believed to fore- 
shadow the unanimous pledge of sup- 
port for it when the plan comes before 
the gathering for detailed discussion 
at the last session. 


High Lights of Plan 


The plan provides for active and 
aggressive work by a corps of market- 
ing experts headed by Moock in the 
advancement of the following objec- 
tives: 

1. Constantly keeping before the 
trade and the public a realization of 
the magnitude, scope and importance 
of the after-market. 

2. The establishment of all automo- 
tive retailers on a basis of permanent 
profit, through the sale of accessories, 
parts and service. 

8. The necessity of maintaining the 
position of the automotive industry, in 
competition with all other industries, 
in the race for the “consumer dollar.” 

4. Distribution of accessories, serv- 
ice parts and shop equipment through 
jobbers who should be adequately or- 
ganized to justify this method of dis- 
tribution as best serving all concerned 
—manufacturer, retailer and consumer. 


Semi-Annual Car Inspection 


5. A semi-annual inspection of the 
safety factors of all automobiles by 
authorized service stations, thereby re- 
ducing accidents and the loss of lives. 

6. The establishment of fundamental 
service methods and practices, through 
an automotive service council, composed 
of delegates from interested national 
trade associations. 

7. Organized campaigns to develop 
and secure competitive seasonal busi- 
ness, such as summer touring, Christ- 
mas, etc. 

8. Certified retailers, properly se- 
lected and designated as having proved 
worthy to enjoy the full confidence and 
patronage of the public. 

9. Information for the use of sales- 
men—both jobber and retailer—which 
will enable them to develop better sell- 
ing methods. 

10. Close contact and cooperation 
with all allied trade groups, in- 
cluding manufacturers of cars, trucks 


and buses, and with the national asso- 


ciations representing such groups. 


Motor Age 








Jest—A Bit Cynical 











By S. G. SWIFT 


AM saddened by the not unexpected news that my old friend Bill 
Smith, who started in business with a two-trouser suit and an over- 
stuffed chair, has gone into bankruptcy. 
* * * 


I SUPPOSE it is just as well to fight shy of anything that may cause one 
to be looked upon as fatuous, but regardless of that, I must confess that I 
am somewhat thrilled by the announcement that the patent office has issued a 
patent for an automobile tire casing to be made entirely of rubber. I recall 
that I was thrilled in the same way when the Massachusetts man invented the 
substitute for gasoline, which if memory isn’t playing tricks on me, was made 
for the most part of oak leaves. 
* * * * 
DISPATCH from the Black Hills has me all agog. It states that “the 
President’s carriage is better than it was when he first arrived.” One 
would think that a man who owed as much to the automotive industry as he 
does would find it politic to conceal his fondness for the horse-drawn vehicle. 
ok * * * 
Ww the ink hardly dry on the paragraph I wrote last week about the 
car dealer who added a hotte dogge department to his business, I re- 
ceived a letter from Ridgeway’s “Restaurant and Auto Repair Shop” of Grays- 
ville, Ind. I imagine that here is a place that can truthfully claim to have 
everything “from soup to nuts.” 
* * * * 
HE cobbler, doing jobs that average 85 cents each, finds that the 
only way in which he can make money is to use equipment worth 
$2,500, whereas the repair shop operator, working on a $2,000 auto- 
mobile with $25 worth of tools, can’t make a decent living. There 
must be some connection between these two facts. 
* * * * 
A®’ I sit idly threading bromides on a shop-worn string (I assembled that. 
phrase myself) the thought comes to me that there’s at least one cheer- 
ing thing about the business of selling airplanes. The market may be limited, 
but the way they’re “cracking them up” these days effectually disposes of the 
used plane problem. 
* * * kK 
O NCE, in the red haze of an autumn evening, I overtook a long-legged agra- 
rian person busily munching a cold stogie as he strode along the Kings’ 
(county) highway. I asked him to ride with me and finally, thinking to do 
a bit for the industry that has fed me for the past eight years, inquired as to. 
why he walked instead of riding in his own car. He told me that the reason 
he hadn’t bought one long years back was because every salesman who drove 
out to the farm spent his time in warning against the inferior automobiles the 
other fellows sold. “So I made up my mind that as long as all cars was bad 
I’'d get along without one,” explained the hind, as he parted his whiskers and’ 
drowned a passing grasshopper in a stream of varnish. 
* * * * 
O K. L. B. Thanks for the stinging comment on the Lindbergh slogan. 
Certainly I shall be glad to supply an original slogan for your sales force. 
Knowing them as well as you do, how would, “Eventually—but not now,” 
serve? (See any prospect card.) 
* * * *k 


ONDER what ever became of the term “Flivverboob” upon 


' which so much time was spent a few short years ago? That 
might be a good one for Motor Age’s Weekly Quiz. 





The organization built by Moock to automobiles in July in New York by 
do the job is composed of the following, proclamation of Governor Al Smith 
several of whom are well known for which will send more than a million. 


past activities in automotive market- 
ing: Arthur R. Mogge, merchandising 
division; James H. Collins, commercial 
information; Henry Kirkland, accessory 
division; Martin Goldman, shop equip- 
ment division, and M. D. “Doc” Gra- 
ham, service parts division. 
Considerable progress and some 
striking accomplishments already re- 
ported, most spectacular of which prob- 
ably is the state-wide inspection of 


automobiles into the garages and serv- 
ice stations of the Empire state for 
a thorough checking. 

The convention at the Coliseum in 
Chicago will be held in October in 1928, 
instead of November, which is the usual 
month. The change was made at the. 
suggestion of Commissioner Wm. M.. 
Webster, who pointed out that the nor- 
mal fall show dates would fall in elec-- 
tion week. 
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Willys-Overland 
in Leading Group 


First Cases of 1927 Finds 


Toledo Manufacturer in 
Fourth Position 


TOLEDO, July 6—Production figures 
now available for the first quarter of 
1927 place Willys-Overland in fourth 
position in the automobile industry in 
production of gear-shift cars for that 
period. Registration figures for the 
same period also disclose that the com- 
pany is well in advance of the same 
period of 1926 and leads the industry 
from the standpoint of gain in sales as 
a whole, by 20.5 per cent. In that 
period Willys-Overland gained 17.6 per 
cent compared to the industry’s loss of 
2.9 per cent. 

The record May production figure of 
27,569 cars at the Willys-Overland 
plant indicate that the company will 
maintain the outstanding position ac- 
quired during the first quarter of this 
year. Officials pointed out that the 
May production shows a gain of 64.8 
per cent over the same month of last 
year when 16,725 cars were produced. 
Compared with the April production of 
25,671 cars, May shows an increase of 
9 per cent. 

Up to May 31 Willys-Overland pro- 
duction since the first of the year totals 
108,788 cars compared to 84,760 cars 
produced in the same period of last 
year, a gain of 28 per cent for 1927. 
Incidentally it is said that this repre- 
sents a record year to date in the his- 
tory of the Toledo organization. 

In the first quarter of this year in 
California, Willys-Overland gained 91 
per cent in sales over last year; in Ore- 
gon and Washington the gain was 116 
per cent whereas in each case, accord- 
ing to computations, the industry as a 
whole lost ground. 

Automobile tire production at the 
Goodrich plant is between 38,000 and 
40,000, compared with a maximum of 
about 25,000 last year. 

The Miller Rubber Co. plant has 
slowed down to some extent, after 
reaching new high production records 
earlier in the year. Sales in the first 
quarter were reported 100 per cent 
above those of last year. 

Production at the Seiberling Rubber 
Co. plant continues at capacity. Oper- 
ations are to be started soon in a new 
factory addition, just completed. 

The General Tire & Rubber Co. has 
announced a new plan for selling tires 
on credit. The company finances the 
deferred payments through its dealers, 
who do the collecting. It is known as 
the General Tire Acceptance Plan. 





Gates Buys Coburn Co. 
WESTFIELD, MASS, July 2—How- 
ard P. Gates has bought from the Co- 
burn Auto Sales Co. the Court St. 
Garage, holding the Reo franchise. Mr. 








Bill to Becky to Bill 


DETROIT, July 5—William 
J. Mattimore has been ap- 
pointed director of advertising 
of the Chrysler Corp., succeed- 
ing C. E. T. (Becky) Scharps, 
resigned. 

In this move Bill Mattimore 
succeeds his own successor. 

Six years ago Bill left Mac- 
Manus, Inc., to take charge of 
Chrysler advertising. He did a 
characteristically efficient Mat- 
timore job for four years and 
then hearkened to the call of 
land, becoming a realtor, like 
many of his fellows in the auto- 
mobile business. He did not go 
to Florida but satisfied himself 
with the acres of diamonds in 
his own Detroit backyard. 

He was succeeded at Chrys- 
ler by the scholarly Becky 
Scharps, one of the best-known 
advertising men in the indus- 
try. How well Becky has done 
his chores during the last two 
years is a matter of automo- 
bile advertising history. 

And now Bill, having un- 
covered all the diamonds in De- 
troit’s suburban territory and 
yearning for the enthralling 
circulation tales of the space 
hounds and itching for the feel 
of an agate-line rule, returns 
to guide the destinies of Chrys- 
ler advertising. 

While Becky, hankering for 
the luxurious life of an adver- 
tising agency representative, 
has joined the organization of 
MacManus, Incorporated, which 
handles the Chrysler account. 

Anyone not knowing Bill and 
Becky might—if inclined to 
waggishness—say that these 
two boys are going around in 
circles. 




















Gates has been engaged in selling and 
servicing Reo cars for 14 years. He 
was a partner with H. H. Bierman, for- 
mer Reo dealer in Springfield, and had 
charge of the service department. For 
the last two years he has been with 
Russell P. Taber, Inc., the successor 
of Bierman. 


Lower Tax on Horns 


WASHINGTON, July 6—A conten- 
tion that automobile horns, imported 
into this country should be assessed at 
25 per cent instead of 40 per cent has 
been sustained by the United States 
Customs Court. The complaint was 
filed by the Robert Bosch Magneto 
Company, Inc., and the court found that 
such automobile signal horns should be 
entered classified as parts of automo- 
biles, with the duty at 25 per cent, 
instead of 40 per cent ad valorem. 






Four-Car Family 
is Future Market 


2 ee 


Increased Sales Outlet is In- 
evitable — Says Rice in 


Talk to Ad Men 


DETROIT, July 6—The two, three 
and four car family is the keynote of 
future sales increases, H. H. Rice, of 
General Motors Corp. and chairman of 
the taxation committee of the National 
Automobile Chamber of Commerce, de- 
clared at the annual meeting of the 
N. A. C. C. advertising managers, when 
he predicted a new era of prosperity 
for the motor car industry. 

“An improved product and a wider 
range of service gives you men more to 
sell today than at any time in the in- 
dustry. The life of the American 
family is predicated on the use of the 
automobile, with the result that the 
two, three and four car family will be 
the case of tomorrow, a market never 
dreamed of 10 years ago.” 

Frederick Dickinson, advertising 
manager of the Hupp Motor Car 
Corporation, presided at the sessions in 
the absence of Edward F. Jordan, presi- 
dent of the Jordan Motor Car Co., who 
was called East by the illness of his 
daughter. 


“Engineering Best Aid — 
for Traffic’—Macauley 


NEW YORK, July 7—Motor fatali- 
ties in cities of more than 100,000 pop- 
ulation totaled 475 in May against 468 
in April and 461 in May, 1926, accord- 
ing to the National Automobile Cham- 
ber of Commerce. For the first five | 
months of 1927, the total was 2,136 
against 1,181 in the corresponding 
period last year, a gain of 13 per cent. 

Citing the record of the Bronx River 
Parkway in Westchester County, New 
York, as evidence of safe traffic cre- 
ated by modern highway construction, 
Alvan Macauley, chairman of the 
street cleaning committee of the Cham- 
ber, points to engineering as the next 
forward step in congestion relief. 








Opens New Salesrooms 


OKLAHOMA CITY, July 2—The 
Martin Carriker Motor Co., local Hud- 
son and Essex dealer and distributor, 
has opened its new home at 917 North 
Broadway. 

With the moving into the new head- 
quarters the company has taken on the 
complete line of Jordan and Falcon- 
Knight cars, these two to replace the 
Hudson and Essex within a few days, 
C. H. Stoddard, sales manager said 
today. 





Brownson Co. Moves 


SPOKANE, WASH., July 5—The 
Brownson Motor Company at Dishman, 
a few miles from Spokane’s business 
district, is moving into larger quarters. 
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Predict Gain for Final 6 Months 





NEW YORK 
MODERATE seasonal recession in new 
A car sales in the metropolitan area dur- 
ing June, as compared with May, is indi- 
cated by the preliminary figures. For the 
first two weeks in June, actual car sales 
were 6329 new cars in Greater New York 
and adjacent counties, against 14,189 for 
the entire month of April, according to 
Sherlock & Arnold. The total for the two 
early weeks in June compares with 7585 
in the corresponding two weeks of June, 
1926, a drop of 16.5 per cent. This is about 
the ratio of loss that has been maintained 
throughout the year in the New York ter- 
ritory. It cannot be ascribed entirely to 
the falling off in Ford business, as Ford 
sales were never as big a factor in the 
metroplitan area as in the country as a 
whole. 
Used cars have been selling well and 
stocks are fairly low. 





DALLAS 
ENERAL rains over Texas and parts 
of adjoining states broke a long 
drouth and general optimistic feeling per- 
vades business and financial circles Au- 
tomotive dealers expect the trade for the 
last six months of the year to exceed the 
first half. 
June new car sales are somewhat better 
than last month. Ford sales still slow. 
Used car sales showed some improve- 
ment over last month. Retailers have 
pretty heavy stocks. New car stocks about 
normal. 





CLEVELAND 

UTOMOBILE business in Cleveland 
A takes turn for worse this June, falling 
off 25 per cent over the corresponding 
period last year Contrary to reports of 
previous decline this year present condi- 
tion cannot be attributed to sales of any 
one or two manufacturers. Prospects for 
the next three months not bright. Fore- 
most effort of moment is reducing dealers’ 
stocks to be supplanted by the new models. 





BOSTON 

OTOR car sales during June, though 

somewhat better than for May, did 
not as a total approximate enough sales to 
make up in totals the figures for corre- 
sponding months during 1926. Some deal- 
ers are off anywhere from 10 to 20 per cent, 
others more. There are a few that are 
ahead. There would have been more new 
cars sold if dealers agreed to make big 
allowances for used cars. Looking ahead 
about all the dealers agree that 1927 as 
compared to 1926 will be off in car sales. 





NEW ORLEANS 

HE used car market, which was prob- 

ably in the worst condition in the his- 
tory of this city last month, is looking con- 
siderably better now. A few dealers were 
forced to move their stock of used equip- 
ment at a large sacrifice in order to meet 
their overhead expenses. 

The outstanding feature of the market 
here is the fact that there is a compara- 
tively small volume of sales of cars in the 
Ford, Chevrolet, Essex and Pontiac class, 
due to the desire of prospects to see what 
the Ford Motor Company will have to 
offer. 


(Continued from page 9) 


MINNEAPOLIS 

UTOMOBILE dealers are looking for- 

ward to better business the remainder 
of the year. The expectation is that the 
sales peak for 1927 has been postponed 
from May-June to August-September. The 
first dry weather of the season is expected 
to be prolonged. until all highways are in 
condition again. Notwithstanding condi- 
tions Minnesota bought 11,293 cars in May 
and in the first 22 days of June, Minne- 
apolis bought 833 new cars and in the first 
18 days St. Paul bought 314 cars at retail. 





ATLANTA 

HOUGH the tire, accessory and general 
equipment business in the automotive 
field in the southeast has been unusually 
active the past month, showing a steady 
gain over last year, the demand in the 
motor car field has only been about normal 
and somewhat less than last year. Used car 
stocks are exceptionally large right now, 
and there is still a large percentage of re- 
possessions reported by the dealer trades. 
Cars of the lower and medium priced 
class have been moving well the past 
month, especially the Chevrolet, which re- 
ports a much better business than last 
year, while better sales are also reported 
by Buick and Studebaker. Truck sales in 

June somewhat better than notmal. 





MILWAUKEE 

UNE sales, with a few exceptions, fell 
J somewhat below the aggregate of the 
same month in 1927. Official figures for 
May show a total sale of passenger cars 
in Wisconsin of 13,387, compared with 
21,093 a year ago. Of the decrease of 
7706, Ford was responsible for a loss of 
4892, so that all other makes lost only 
2814. Chevrolet gained 455 for the month, 
other makes gaining being Chrysler, 464; 
Essex, 214; Hudson, 51; Overland, 20, and 
Pontiac, 181. Losses by makes were: 
Buick, 549; Dodge, 204; Nash, 123; Oakland, 
164; Olds, 383; Star, 172; Studebaker, 173; 
Willys-Knight, 89. 








British Buying 
U.S. Auto Tools 


WASHINGTON, June 28— 
The U. S. Department of Com- 
merce states that Great Brit- 
ain is importing increasing 
quantities of high production 
machine tools for the automo- 
tive industry, from the United 
States. 

British automobile manufac- 
turers have been modernizing 
their works and _ equipping 
them for production on a basis 
which should enable them not 
only to hold their home mar- 
kets but to compete with 
American manufacturers’ in 
the colonial markets, the de- 
partment announced. 




















CALIFORNIA 

EALERS are optimistic on outlook for 

remainder of year in central and 
northern California due to general pickup 
in new car sales during June, despite open- 
ing of vacation period. Good weather and 
large crops with high prices have helped 
new car sales. New car stocks about 10 
per cent greater than same time last year, 
but used car stocks at least 25 per cent 
greater, and used cars are moving slowly. 
Banks generally are demanding at least 
one-third down payment on new cars with 
maximum of twelve deferred payments. 





DETROIT 

OTOR car sales in Michigan will reg- 

ister sharp decrease in June com- 
pared with May. The condition applies to 
passenger cars, commercial and used auto- 
mobiles. The fact that thousands of men 
are laid off in motor car plants, especially 
the Ford organization, awaiting plant 
changes which are preparatory to the in- 
troduction of new models, has had a far- 
reaching effect on car sales and business 
in general in the Wolverine State. 





SEATTLE 
ALES of new cars in the Seattle dis- 
trict for the first six months of 1927 
will be from 20 to 25 per cent less than a 
year ago. The peak of this year was in 
March and recessions have been recorded 
each month. Although conditions are gen- 
erally good in the Pacific Northwest, new 

car sales have not held up. 





KANSAS CITY 
AR sales in the Kansas City territory 
are normal, the only element of un- 
certainty being the Kansas, Oklahoma and 
Nebraska wheat crop. Weather conditions 
have delayed the harvest until the last few 
days. 

June sales, with probably the exception 
of the lower priced models, show a gain 
over May. The Ford announcement nat- 
urally cut down Ford sales to a very low 
point and made inroads in other low priced 
cars. Most of the dealers in the medium 
price class are reporting gains for the 
month. 





COLORADO 

EALERS’ reports indicate an improve- 

ment over last June, and over May, 
1927. Fords have been weak all year, and 
since the announcement of the new models 
dealers have been working frantically and 
without much success to get rid of pres- 
ent cars in stock. Parts business has been 
as usual, and country dealers report a 
good demand for Ford trucks and tractors, 
but the car business is at a standstill. 





LOS ANGELES 

UNE Southern California sales apprecia- 

bly ahead June last year, but under last 
month by narrow margin. Used car stocks 
unusually low with excellent demand. Ford 
sales one-half June total last year, which 
slump is reflected in sharp increases for 
other small cars, notably Chevrolet. Los 
Angeles distributors conservatively opti- 
mistic over outlook for last six months, al- 
though not believed sales in this territory 
will reach proportions same period last 
year. 
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By SAM U. L. SPARKS 


T this time each week, through the courtesy of your favorite trade paper, 
yours truly will broadcast a few hints, sometimes on how you ought to do 
things, and sometimes on how you hadn’t ought to do them. 
A word in your mouth is worth two in the bushes, and even and although 
it is maybe more blessed to give than receive, you most usually can learn more 
by listening than by talking. 


Words which are on the tip of your tongue sometimes has a way of falling 
off when you don’t want them to. 


Take, for instance, when Zeke Alderman went to the city to buy him a car— 


one of them used cars, which, being as I am writing this piece to be printed 
in black and white, I could be sued for libel if I told you what make it was. 
Not a second-hand car, you understand, but one of them repossessed cars. 


Certified. 


T REPOSSESSED CART , 
SERVICE. DEPT a 
34 FLOOR hy 


Zeke had a lesson learned him, and no doubt when he wants a good car 
AND good service, he will buy one of my Halfpast Sixes. 
* * * * 

















Because why? Listen! 


* * * * 

He buys this car, not from a dealer but from one of them places which they 
have got a salesroom where they sell the cars and a coupla blocks away a 
service station. 

Here’s the joker. When you buy a repossessed car—certified—you get 30 
days’ service on it, like it was a new car—if you can. This service, if any, 
you have got to get in a special shop on the third floor over the salesroom. 

* * * * 

This is the way Zeke tells it: 

“T took my bus back for some service Thursday. 


“IT went to the salesman which sold it to me, and he said he would 
see the service manager. I heard the service manager tell him, ‘You 
know Tuesdays and Wednesdays are customers’ days, and if we break 
the rule for one we might as well not have the rule.’ 


“The salesman comes back to me and says, ‘I’m sorry, Mr. Alderman, but 
we won’t be able to do that work today. Come back about next Tuesday 
or Wednesday.’ 

“Yes,” says I, “you look sorry. All you need is some glycerine to make 
tears, like them movie actresses. But about the sorriest sight around this 
joint seems to be the customer, and I don’t mind telling you next time I buy 
a car it will be where they ain’t got no rules against customers. I seen in 
your advertisements where you say, ‘Prices marked in plain figures.’ Why 
don’t you make the rest of it plain and put up a sign reading, ‘Customers are 
welcome on Tuesdays and Wednesdays only; this means you.’ ” 











* * * * 
“What did you want them to do?” I ast Zeke. 
“Adjust them danged four-wheel brakes,” says he. 
“Friday,” says I to my trouble-shooter, “do your stuff.” 
“Hold on, Sam,” says Zeke. “What you going to charge me?” 
“With being a nincompoop for going to the city when I could of done you 
much better right here in Sparks Corner,” says I. 
* * * * 


I may be old-fashioned, but the way I built up the business of Sparks’ Enterprise 
Garage was to give service all the time—not two days outa seven. 


DETROIT PUBLIC LIBRARY 
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Wholesale Sales 
Slightly Lower 





Decrease in Dollar Volume 
is Shown By Reports 
of Distributors 





PHILADELPHIA, July 7—A busi- 
ness survey just completed by MoTorR 
WORLD WHOLESALE shows that out of 
170 typical car distributors reporting, 
44 per cent did a greater dollar volume 
of business the first six months of 
1927 than during the same period last 
year. Fifty-one per cent reported a 
decrease, the remainder being ac- 
counted for by those whose operation 
were about the same as last year. 
Service department sales of approx- 
imately 60 per cent of these same dis- 
tributors were greater, while 28 per 
cent stated volume was less, the bal- 
ance reporting business about equal. 

Forty-three per cent of the distrib- 
utors declared the value of used car 
stocks on hand to be less than this time 
last year; 40 per cent stated they were 
greater, and 17 per cent said inven- 
tories were the same. 

Of the 200 automotive wholesalers 
handling accessories, equipment, parts 
and supplies who reported whether their 
dollar volume of business for the first 
six months of 1927 was more or less 
than for the same period in 1926, 47 
per cent reported that business was 
better than in 1926, seven per cent said 
that it was about the same and 45 
per cent of the returns stated that the 
dollar volume was less than last year. 





John F. McEwen With 


Chidester-Seward, Inc. 
MILWAUKEE, July 6—John F. Mc- 
Ewen, formerly wholesale manager of 
Willys-Overland in the Wisconsin terri- 
tory, and more recently in charge of 
wholesale sales of Nash Sales, Inc., Mil- 
waukee, distributor of the Nash in Wis- 
consin and Upper Michigan, has ac- 
cepted appointment as sales manager 
of the wholesale department of Chides- 
ter-Seward, Inc., Milwaukee, state dis- 
tributor of the Hupmobile. 





Phone Co. Names Fisher 

DETROIT, July 2—Fred J. Fisher, 
vice-president and director of the Gen- 
eral Motors Corp., has been named a 
director of the Michigan Bell Telephone 


Co., succeeding Harry B. Thayer, of 
New York. 





Rudisell Joins Steinkoenig 

CINCINNATI, July 5—Steinkoenig 
Motors Co., builder of Steinkoenig 
trucks, announces the appointment of 
D. W. Rudisell, to its sales force. Rudi- 
sell formerly was in the United States 
government service. He will be a free 
lance salesman with no restrictions as 
to his territory. 
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Automatic Parking 
is Latest Wrinkle 


New Method of Garage Stor- 
age Conserves Floor Space 
and Saves Time 


MILWAUKEE, July 6—Development 
of public garages, 10, 20 and even 25 
stories high, with the resultant saving 
in ground area is the project of three 
engineers, A. N. Becker, John F. 
Pringle and Joseph D. McCord, who 
have secured basic patents on me- 
chanical features which are said to 
make the skyscraper type garage 
feasible and are preparing to have an 
experimental garage of the new type 
in operation shortly. 

By the newly developed method of 
handing cars, owners drive into the 
garage and on one of several large 
automatic elevators operating at 500 
feet per minute. Four saddles, one for 
each wheel, rise from the floor of the 
elevator and lift the car three inches 
from the floor. At the garage floor, 
designated by push button control at 
the ground level, a large truck oper- 
ating in the aisle meets the elevator. 
A small carriage carried on the truck 
slides from it on to the elevator and 
four other saddles catch the wheels of 
the car as the saddles on the elevators 
sink. The carriage then rolls back on 
the truck, carrying the automobile, and 
the truck is rolled to a point opposite 
the owners’ stall, the stop being fixed 
by automatic control. At the stall the 
truck carriage rolls in with the car. 
Four saddles on which the automobile 
rests: during the storage rise from the 
floor of the stall. The carriage sad- 
dles sink and it rolls back to the truck. 
In‘ getting cars out, the process is re- 
versed. 

It is said that in a 12-story building, 
the entire placing of an automobile may 
be accomplished in a moment. The new 
mechanism make possible the storage 
of 40 to 50 per cent more cars than on 
the ordinary floor because of the pre- 
cise parking and the elimination of 
ramps. One man is required on the 
ground floor and one on each floor. 





Oakland Pontiac Inland 


Empire Dealers Convene 
SPOKANE, WASH., July 7—Up- 
ward of 70 Oakland and Pontiac deal- 
ers of the Inland Empire assembled 
to hear W. M. Warren, district mana- 
ger for Washington and Oregon, out- 
line sales and merchandising plans for 
the remainder of the year, and tell of 
the production at the factories under 
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This action photograph shows the Standard La Salle roadster speeding at 98.8 
m.p.h., the fastest lap of -the many fast ones turned during its recent 951 mile 
durability test at the General Motors Proving Grounds in Detroit 





the recent $15,000,000 expansion pro- 
gram. 

The session opened with a dealer 
luncheon at the Davenport Hotel. This 
was the first of a series of three two- 
day conventions scheduled, the other two 
being at Seattle and Portland, Ore. 
The speakers assigned to the northwest 
are Mr. Warren and W. M. Buck, spe- 
cial representative of the factory sales 
development department. 

Addresses were also made by E. J. 
Beguhn, district manager with head- 
quarters at Butte, Mont. and E.  T. 
Whittall, special representative of the 
factory. 


New Ford Plane 


DETROIT, June 28—Ford Motor Co. 
will build a smaller type of all-metal 
plane at its Dearborn aviation division 
intended for use on small passenger 
lines. The new plane will be powered 
with a Wright Whirlwind 200 hp. en- 
gine. 


Roberts-Nash Adopts 


Group Insurance Plan 


PHILADELPHIA, July 6—Roberts- 
Nash Motor Co. has adopted a compre- 
hensive group insurance plan for the 
protection of its employees. Life in- 
surance alone exceeds $125,000 while 
additional contracts. provide liberal 
weekly sick and non-occupational acci- 
dent benefits. 

Besides the actual protection pro- 
vided, the insurance company offers sev- 
eral service advantages to the employer 
and employee. These include a visiting 
nurse service for sick or injured work- 
ers, periodical distribution of health 
periodicals and the services of experts 
on sales promotion and business bud- 
getting to assist the employer. 








Packard’s 9 Month 


Net is 9 Million 


DETROIT, July 7—Packard Motor 
Car Co. reports net profit for the nine 
months ended May 31, 1927, as $9,028,- 
325, comparing with $13,529,640 in the 
corresponding period last year. Net 
profit for the quarter ended May 31 was 
3,114,287, comparing with $2,073,563 
in the preceding quarter and with 5,527,- 
282 in the corresponding quarter last 
year. 

The consolidated balance sheet as of 
May 31, 1927, shows cash or market- 
able securities of $16,747,809, current 
assets of $28,091,674, and current lia- 
bilities of $5,839,745, comparing with 
$18,363,493; $32,873,273 and $6,878,- 
615 respectively on May 31, 1926. 





Cooper Offers Improved 


Auto Heating Systems 


MARSHALLTOWN, IA., July 7— 
At a recent sales conference held at the 
Cooper factory, a new line of car heat- 
ing systems was shown for the first 
time to members of the Fulton organi- 
zation, sales representatives of the local 
company. These heating systems are 


said to offer many improvements over 
former lines. 





Chevrolet Dealers Meet 


SPOKANE, WASH., July 6—Dealers 
of Chevrolet automobiles in the Spokane 
territory held their annual contraction 
convention June 23 at the Davenport 
Hotel Spokane. Plans for the coming 
year were discussed by the dealers, 
starting from Aug. 1, 1927 to Aug. 1, 
1928, and a 25 per cent increase in car 
orders was voted on. 

During the last year 2300 Chevrolet 
cars have been sold in this territory. 











Fundamentalism means fight in some sections but if the reference to it in next week's 
MOTOR AGE causes you to roll up your sleeves it will be in the interest of more business. 
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July 7, 1927 


Cleveland Men 
to Hold Outing 


CLEVELAND, July 5—The yearly 
outing of the Cleveland Automotive In- 
dustry will be held Tuesday July 19, at 
Geauga Lake Park, under the auspices 
of the Cleveland Automobile Manufac- 
turers’ and Dealers’ Association. Presi- 
dent G. G. Peckham has appointed the 
following as a committee to plan the 
affair; I. J. Messenger, R. J. Schmunk 
Co.; Carl Snell, Jordan Ohio; J. A. 
Ferguson, Paige-Ohio Co.; Nelson 
Zeigler, Ohio Buick Co.; G. A. Wagner, 
North Ohio Motor Co.; E. D. Latimer, 
Latimer Morrison Co.; E. W. Timper, 
Cleveland Chevrolet Dealers Associ- 
ation; Roy Osborne, Reeke Nash; 
James Smith, Walter F. Wright, and 
Charles W. Mills, M. C. Anderson Co. 

A baseball tournament will be con- 
ducted with the following teams com- 
peting: Towell Cadillac vs. Peerless; 
Reeke Nash vs. Chandler; Willys- 
Knight vs. Bashaw-Oakland; Williams 
Fords vs. Hupmoblie; Hudson Essex vs. 
Buick; Jordan Ohio vs. Studebaker. 


Ballantyne Awarded Half 
Million as Service Fee 


DETROIT, July 5—John Ballantyne, 
chairman of the board of the Mer- 
chants’ National Bank, who acted as 
testamentary trustee under the will of 
the late Horace E. Dodge, has been 
awarded fees totaling $579,969.30 by 
the probate court for “extraordinary 
services” in connection with the sale 
of the Dodge interests to Dillon, Read 
& Co. More than a year ago Mr. Bal- 
lantyne was awarded $545,030.11 as 











Made Hole in One 


More Than Once 


HARTFORD, CONN., July 
5—A miscreant with a warped 
sense of humor has _ been 
spreading tacks and _ nails 
around the Chippanee Golf 
Club and during the past few 
days golfers have sometimes 
had as many as four tires 
punctured at once. 

Par for tire changing in one 
afternoon is put down as 40 
tires. : 




















statutory commissions on the income 
of the estate. He petitioned the court 
for fees for his “extraordinary serv- 
ices” and the award was made after 
a hearing this week. Mr. Ballantyne 
now plans to resign as trustee so that 
he may take a trip to Europe. 





Enter Farm Insurance Field 


WASHINGTON, July 2—The au- 
tomobile insurance business has en- 
tered the cooperative farm insurance 
field on an extensive scale, it is re- 
vealed in a report by the U. S. Depart- 
ment of Agriculture, covering the ac- 
tivities of mutual insurance compa- 
nies in the field of agricultural coopera- 
tion. Four such organizations are now 
operating, one of them in eight states. 





Gets Paige Franchise 


FLINT, July 7—The Farwell Motors 
Co. has been organized here and will 
hold the Paige franchise. 
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Essex Dealers Take 
Entire July Output 


DETROIT, July 7—Demand for the 
new line of Essex cars is so great that 
distributors and dealers have alreay 
ordered out the entire July schedule of 
more than 32,000 Essex cars, according 
to the Hudson Motor Car Co. 

A rather even distribution of pros- 
perity over the country is indicated in 
the orders placed by various distrib- 
utors. Of the larger cities, New York 
ordered 2000 Essex for July or twice 
as many for July last year; Boston, 
1600 or twice last yean’s total for the 
month; Chicago, Detroit and Phila- 


- delphia, each 1500, or twice the total 


for a corresponding period of last year, 
and Minneapolis, 1000 or two and a 
half times the number ordered for July 
last year. 

Important centers asking for less 
than 1000 cars are, Cleveland which 
ordered two and a half times last 
year’s July total; Des Moines, three and 
a half times; Seattle, four times; Den- 
ver and San Francisco, three times; 
Kansas City, Salt Lake City and At- 
lanta, two and a half times; St. Louis 
and Wichita ordered twice the number 
ordered during last July. 





N. C. Registrations Lower 


CHARLOTTE, N. C., July 6—Motor 
car registrations in May in North Car- 
olina totaled 3761, as compared with 
5680 in the corresponding period of last 
year, according to figures made public 
here at offices of the Carolina Motor 
Club. Sales of motor trucks numbered 
200, as compared with: 491 in May, 1926. 








office. 








John Cleary Says— 


q There is no substitute for work. 


The salesman who calls on the largest number of prospects 


each day, day after day, and week after week, will corral the 
largest number of orders. 


q A mediocre salesman who works will sell more goods than — 
a brilliant salesman who spends his time at the movies or’ 
polishing the seat of his pants on his favorite chair at the 


q There is no substitute for work. 
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Hub Dealers Like 
Car Junking Plan 


Believe Boston Association 


Could Successfully Put 
it Into Practice 


BOSTON, July 7—Boston automo- 
bile dealers are now evincing interest in 
the junking of automobiles as planned 
by dealers in Milwaukee, Kansas City, 
Jacksonville and other places reported 
in Motor AGE within the past few 
weeks. The Boston Globe recently re- 
printed a story from the magazine, 
commenting upon the possibilities of 
such a plan for this city. 

Fred Rees, of the Boston Overland 
Company, said: “The idea seems a 
sensible one, and the Boston dealers, 
having a strong association, could form 
a corporation to do this 100 per cent. 
By 100 per cent I mean not alone tak- 
ing a lot of cars and selecting various 
parts leaving the rest to take up space, 
but to melt down the metal and then 
sell it back to the automotive manufac- 
turers. 

“It certainly does seem a terrible 
economic waste to think that we take 
ore from the earth fashion it into bolts, 
nuts, ete., then toss these aside on 
vacant lots, junk heaps, and let them 
rust themselves out instead of being 
remelted. We should take a leaf out of 
the lesson learned in the rubber and 
tire fields where we cooperated with 
Secretary Hoover and brought down 
the prices. If junkmen can make a 
profit from us why cannot we?” Other 
dealers also agreed the plan might be 
worth trying. 

Secretary Chester I. Campbell, of the 
Boston Automobile Dealers Association, 
says that when he goes to Chicago in 
July to attend the annual conference 
of automobile show managers, he in- 
tends to go to Milwaukee, and possibly 
Kansas City to get first-hand infor- 
mation from the dealers on how the 
plan is working out. He has written 
to the members of the show managers 
organization asking them to gather 
whatever details they can for him be- 
tween now and the time of meeting. 

Because of the large number of 
dealers in and around Boston the Wind- 
sor plan does not appeal to them. They 
had a used-car association here which 
functioned for more than a year until 
the Federal Government stepped in an 
began to ask questions about violations 
of the Sherman Act so the organi- 
zation was dissolved voluntarily, rather 
than have its activities questioned. 


Distributors Sell Tires 
and Accessories on Time 
SEATTLE, July 5—The Eldridge 
Buick Co. is now selling tires and acces- 
sories on the instalment plan. A chat- 
tel lien is made out covering the sale. 
It has added much volume that would 








Here’s the latest addition to the Little Custom Jordan Line. 
Blue Boy and an idea of its excellent lines and appointments may be had from 
a careful scrutiny of the photograph. The new car lists at $1,745 


Motor Age 





It’s known as the 





otherwise have gone elsewhere. These 
sales are not made to new buyers. One 
per cent per month is charged on de- 
ferred payments, a set of tires usually 
being paid for in from four to six 
months. 

The Howard Buick Co. of Los An- 
geles had doubled accessory sales per 
car by using a “club plan.” This is 
very similar to the plan used by the 
John K. Leander Co., Studebaker dis- 
tributor of Portland, Ore., and a num- 
ber of other Northwest dealers. The 
Howard plan presents 12 different com- 
binations and has increased the average 
per car sales accessories from $30 to 
over $80.00. 


39 More Take on Willys 


TOLEDO, OHIO, July 7—New deal- 
ers added to the Willys-Overland sales 
organization from June 4th to June 
11th were announced today as follows: 


Main Street Motor Co., Inc., Chattanooga, 
Tenn.; Williford-Thompson Co., Cuthbert, 
Ga.; Hallman-Johnson Motor Co., Aiken, 
S. C.; David N. Sawyer, West Jonesport, 
Me.; Edward C. Newton, Winchendon, 
Mass.; Daniel Webster Garage, Plymouth, 
N. H.; Lexington Auto Co., Lexington, 
Mass.; Wilmington Garage, Wilmington, 
Vt.; S. A. Jones, Washburn, Ill.; Duffield 
Motor Co., Des Moines, Ia.; L. R. Green, 
Coldwater, Mich.; Klemenz Motor Sales, 
Louisville, Ky.; R. L. Hagan, Bardstown, 
Ky.; L. W. Totten Motor Co., Concordia, 
Kan.; Hi-Way Garage, El Dorado Springs, 
Mo.; Spraker Whippet Co., Ada, Okla.; 
Heimlich Motor Car Co., Milwaukee, Wis.; 
Capener Auto Co., Baraboo, Wis.; Dorsma 
Garage Corp., Millerton, N. Y.; Dorsma 
Garage Corp., Pawling, N. Y. 

Timmerman Overland Knight Co., Inc., 
New York, N. Y.; C. F. Gasser, Hudson, 
N. Y.; H. Mayer Motor Sales, Summit, 
N. J.; George Behrens, O’Fallon, Ill.; Star 
Garage, Jonesburg, Mo.; Walker Whippet, 
Inc., Sikeston, Mo.; Hovis Whippet Co., 
Fredericktown, Mo.; Steve McKinney, New- 
ton, Ill.; Nichols Motor Co., Caruthersville, 
Mo.; McHan Motor Co., Fairfield, Idaho; 
K. L. Crew, West, Branch, Ia.; Taylor Motor 
Co., Sunnyside, Wash.; A. N. Johnson, 
Carthage, S. D. 

Earl Ladd, Rock Rapids, Ia.; C. C. Car- 
roll, Crocker, S. D.; Gorseth & Liabo, Irene, 
S. D.; Frank J. Hettes, Hamlin, Pa.; Leroy 
Pollock & Co., Plymouth, Pa.; Doud Over- 
land Co., Vienna, Ohio; H. J. Workley, 
Wurtemburg, Pa.; and M. C. Miller, Aus- 
tinburg, Ohio. 


Moon Shipment 


for Melbourne 


ST. LOUIS, July 2—The Moon Mo- 
tor Car Co. reports the receipt of a 
recent order for 1000 unassembled 
chassis from their dealer in Melbourne, 
Australia. According to a factory offi- 
cial, this order has necessitated an in- 
crease in the factory personnel, and 
work has already begun on its produc- 
tion. This order was the direct result 
of a previous trial order for 25 unas- 
sembled chassis. 

* The automobile body building in- 
dustry has shown rapid growth in Aus- 
tralia during the past few years, be- 
cause of the fact that many Austra- 
lians prefer special automobile bodies 
built in that country. However, their 
preference for American made chassis 


is strongly indicated by the foregoing 
order. 


Sign Will Remain 


BOSTON, July 5—The Chevrolet 
Motor Car Co. will not have to take 
down its big electric sign on Beacon 
Hill after all. Last week the announce- 
ment was made by Commissioner Wil- 
liam_F. Williams, of the department of 
public works, that the permit was not 
going to be renewed. This was believed 
to be the final action following protests 
because the sign had seemed to over- 
shadow the State House. However, 
there was another vote to be recorded, 
and this was in favor of the permit, so 
that Chevrolet’s qualities will still be 
blazoned to the public. 





Napier Holds Essay Contest 

SPRINGFIELD, MASS., July 5— 
Charles Napier, president of Franklin- 
Napier Motors, Inc., Franklin distribu- 
tor and dealer in Springfield, Mass., has 
offered prizes amounting to $125 to 
winners in an essay contest on “The 
Superiority of Air-Cooled Engines as 
Used in Airplanes and Automobiles,” 
open to boys and girls under 19. In ad- 
dition to $50 the winner of the first 
prize will have free use of a Franklin 
car of the latest model two hours every 
day for one week. 
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Peed Honored at 
Chicago Outing 


Lake Trip Marks Ending of 
Successful Month’s 
Sales Contest 


TOLEDO, July 2—L. G. Peed, gen- 
eral sales manager of Willys-Overland, 
Inc., was the guest of honor here today 
on a lake trip aboard the Steamship 
Columbia which was attended by 350 
dealers and their salesmen from Illinois, 
Indiana, Iowa and Wisconsin, compris- 
ing the territory served by the Over- 
land Motor Company of this city. 

The party left the municipal pier at 
nine-thirty this morning returning at 
two o’clock. Upon the return a drive- 
away took place in which 276 Whippet 
and Willys-Knight cars were taken by 
the dealers attending the outing. 

The outing was to mark the success- 
ful close of a sales contest held during 
the month of May for the dealers and 
their salesmen in the territory served 
by the Overland Motor Co., resulting 
in the largest single month’s business 
ever done by the company and its re- 
tail representatives. Wholesale de- 
liveries totaled 1482 cars while retail 
deliveries for the same period almost 
reached the 1800 mark. A check taken 
the first week of this month also 
showed that used car stocks were con- 
siderably reduced over the figure for 
the month of April. 

Wholesale deliveries showed an in- 
crease of 51 per cent while retail de- 
liveries showed an increase of 68 per 
cent over the month of May last year. 
According to G. V. Orr, manager of 
the Overland Motor Company, who 
made a brief address following the 
luncheon which was served aboard the 
Columbia, the sales during the past 
month helped to boost those for the 
first five months of this year to a 
mark fourteen and a half per cent 
better than those for the same five 
months of 1926. 

The three sweepstake prizes hung 
un in the contest were presented to the 
winners by Mr. Peed. P. E. Kreigh- 
baum, Long Motor Company, South 
Bend, Ind., was the winner in the sales- 
men class. The Overland Ward Com- 
pany, Kewanee, IIl., of which Frank 
Ward is head, won the award in the 
dealers class, while Clyde Williamson, 
one of the 12 district representatives of 
the Overland Motor Co. topped this 
class to win the prize. In addition 48 
other prizes were awarded to runner- 
ups in each of the three classes. 





Lincoln Electric Makes 


Changes in Personnel 


CLEVELAND, July 6—The Lincoln 
Electric Company announce the follow- 
ing changes and additions to its sales 
and service department: L. P. Hender- 
son, formerly connected with the De- 
troit office, has zen transferred to Chi- 
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Merchant Mayor Makes Many 
Motor Merchants Miserable 








YORKVILLE, OHIO, June 29—A 
determined effort waged since Ben- 
jamin Oliver became mayor here 18 
months ago to prevent outside firms 
from selling articles within the town is 
responsible for William McConnaughy, 
Studebaker agent at Bridgeport, ob- 
taining a temporary injunction in 
Jefferson county court in Steubenville 
restraining the mayor from interfering 
with the sale of used cars on Yorkville 
streets, 

Oliver who is a merchant inaugurated 
the opposition to outside dealers soon 
after becoming mayor when he refused 


to permit a Wheeling agency to show 
its cars in a tent erected on a private 
lot. In order to support his position he 
had the council pass an ordinance 
which requires a dealer in used cars to 
pay a license of $350 a day, from one 
to six days, or $750 from 15 to 30 days 
and $50 each additional day. 

McConnaughy’s petition alleges that 
the village officials threatened to 
seize his cars if he did not pay the 
license fee. He contends the ordinance 
is illegal under an Ohio statute which 
does not grant to municipalities the 
right to tax a business. 





cago in charge of welder service. J. E. 
Durstine has been transferred from the 
experimental engineering department 
to the welder service department in this 
city. J. W. Shugars, of the time study 
department at the local plant, and R. D. 
Layman, also of this city, have been 
moved to Detroit. D. H. Carver has 
been transferred from the machine 
shop division at Cleveland to the Ohio 
service division with headquarters at 
Cincinnati, and R. F. Terrill has been 
transferred from the general engineer- 
ing department at Cleveland to the 
eastern service division with headquar- 
ters at New York. 


C. C. Janes to Head 
Ohio Safety Council 


COLUMBUS, July 5—Charles C. 
Janes, secretary of the A.A.A. and also 
secretary of the Ohio Automobile Asso- 
ciation, which is composed of 90 auto- 
mobile clubs in Ohio, was elected pres- 
ident of the Ohio Safety Council at 
the annual meeting of the council held 
in Columbus June 27. Mr. Janes was 
advanced from senior vice president, 
succeeding Col. Joseph T. Alexander 
of Cleveland. L. B. Palmer was elected 
senior vice-president; D. A. Dyer, Cleve- 
land, secretary and Carl L. Smith, 
Cleveland, treasurer. 

The Ohio Safety Council is composed 
of 20 organizations which are work- 
ing toward greater safety in business, 
industrial and social life. The Ohio 
Automobile Association is the largest 
organization affiliated with the council. 








Heads Los Angeles Dealers 


LOS ANGELES, July 5—Robert E. 
Rohne, general sales manager of the 
Reo Motor Car Co. of California, was 
recently elected president of the Auto- 
mobile Sales Managers’ Association of 
Los Angeles. F. E. Guinney, sales 
manager of Don Lee, Inc., Cadillac and 
La Salle distributor, was chosen vice- 
president; and Joe Brigance, vice-pres- 
ident and sales manager of J. Benj. 
Fahy, Ford dealer, was elected secre- 
tary. 


N.S. P.A. Adds 


Eleven Members 


DETROIT, July 7—The National 
Standard Parts Association announces 
the addition of 11 new members. New 
manufacturer members are: Irving 
Engineering Co., Inc., of Buffalo; Ross 
Gear & Tool Co., Lafayette, Ind.; 
Richmond Piston Ring Co., Richmond, 
Ind. and the C. Spiro Manufacturing 
Co., of New York. New jobber members 
are: Bronx Gear & Bearings Co., Inc., 
New York City; National Auto Supply 
Co., Independence, Ia.; Sanders & 
Ruskin, Ine., New York; Globe Motor- 
ists Supply Co., Mt. Vernon, N. Y.; 
Rogers Auto Supply Corp., Harrisburg, 
Ill., and the F. W. Stauder, Inc., Staple- 
ton, N. Y. The Pethard Motors, of 
Bendigo, Victoria, Australia, has been 
made an associate jobber member. 





New Cincinnati Trade 


Group Adopts By-Laws 
CINCINNATI, July 2—Constitution 
and by-laws drawn up for the newly or- 
ganized Associated Garages and Auto 
Repair Shops were presented for adop- 
tion at a meeting at the Cincinnati 
Automobile Club last Monday night. 
Efforts to enlist the better class of gar- 
ages and repair shops throughout 
Hamilton county is meeting with gener- 
ous response. 





Automobiles on Luxury List 

WASHINGTON, July 2— Automo- 
biles and accessories have been placed 
on the luxury taxation list, by the 
Czechoslovakian government, according 
to cable just received by the U. S. De- 
partment of Commerce. The original 
list contained 209 items and this has 
been reduced to 70 items, all of which 
are subject to a 12 per cent luxury tax, 
which includes a turn-over tax. 





Hoxsey Joins Doran Co. 
SPOKANE, WASH., July 6—Thomas 
Hoxsey, formerly in the sporting goods 
business in Spokane, has joined the 
sales force of John Doran company. 
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What’s Coming in Motordom 





OO LDL Nov. 7-12 
Exposition, Coliseum, Automotive 
Equipment Association. 

CED. cccoceecesoseseoonsé Jan. 28-Feb. 4 
National, Coliseum, National Au- 
~~ Chamber of Commerce. 

DE .. <nccce cemmienemdieaiel Jan. 28-Feb. 4 
pe ES Salon, Hotel Drake. 

OS rea are Nov. 14-19 
Convention Hall, National Standard 
Parts Association. 


OO Cr Feb. 20-25 
Coliseum. 

Green Bay, Wis. .......... Aug. 29-Sept. 2 
Auto Building. 

SS eee Feb. 11-18 
ins Salon, Hotel Biltmore. 
ORR Nov. 27-Dec. 3 
: arareaaae Salon, Hotel Commo- 

ore. 


ke Jan. 7-14 
National, Grand Central Palace, 
National Automobile Chamber of 
Commerce. 

 . ec cnnenccceut Feb. 25-March 3 
Automobile Salon, Hotel St. Francis. 


*Will have special shop equipment exhibit. 


CONVENTIONS 


Automotive erent Association, 
Coliseum, Se sccceseses Nov. 7-12 


National Association of Automobile 
Show and Association Managers, 
Drake Hotel, Chicago ...... July 28-29 

National Standard Parts Association, 
Hotel Hollenden, Cleveland, Nov. 14-19 


North Carolina Automotive Trade 
Association, Morehead Villa, More- 
ee - Gees le Ge cocenedas August 15-16 


Ohio Council, National Automobile Deal- 
ers Association, Cleveland..Sept. 14-15 
Pennsylvania Automotive Association, 
JORMatOWR, FO. ccccececeers Sept. 19-20 


S. A. E. 
Chicago, November—National Transporta- 
tion and Service Meeting. 
New York, Jan. 12—Annual Dinner. 
Detroit, Jan. 24-27—Annual Meeting. 


RACES 
Altoona, PO. ..ccccccccccccccccccces Sept. 5 
BEE, GD ng cvcocccenesceeessoest Sept. 24 
Charlotte, N. Cy. .cccccccccccccccccccccs Oct. 
OE QO eee Sept. 10 
Los AngeleB ....cccccccccccccccccces Nov. 37 
Salem, N. H. ...cccccccccccccccccces Oct. 12 
Syracuse, N. Y. ...csccccccccccccecs Sept. 3 





NACC to be Represented 


at Railroad Conference 


DETROIT, July 7—The National Au- 
tomobile Chamber of Commerce will be 
represented before the Official Classi- 
fication Committee of the railroads at 
its meeting this month when that com- 
mittee will determine the freight classi- 
fication to apply on a number of auto- 
mobile parts, it was decided at the 
meeting of the N. A. C. C. traffic man- 
ager members at their meeting here 
this week. 

Reports on general freight rate in- 
vestigation and the final hearings in 
the iron and steel division were sub- 
mitted by K. A. Moore, assistant traffic 
manager, who has been attending the 
hearings before the Interstate Com- 
merce Commission. 

Factories represented at the meeting 
were: Auburn, Buick, Cadillac, Chevro- 
let, Chrysler, Dodge Brothers, Durant, 
General Motors Corporation, General 
Motors Traffic Association, Hudson, 
Lincoln, Paige, Pierce-Arrow, Reo, 
Studebaker, and J. S. Marvin, of the 
National Automobile Chamber of Com- 
merce, chairman of the conference. 


British Would Dominate 


Australian Car Market 


WASHINGTON, July 7—British 
manufacturers are making a strong 
bid for the Australia automotive mar- 
ket, according to indications just shown 
as a result of the International Motor 
Show held at Melbourne, the U. S. De- 
partment of Commerce is informed. 

The report says that the noticeable 
feature of the exhibition was the in- 
creased number of British makes “which 
revealed the strong efforts. British 
manufacturers are making to establish 
themselves in this market.’ 








Scioto Buys Block 


PORTSMOUTH, 0O., July 5—The 
Scioto County Motor Co., which has 
been distributing the Studebaker line 
in Scioto and adjoining counties in 
southern Ohio for a number of years, 
has purchased the business block at 
1622 Gallia St., where it has been lo- 
cated for several years. 








This Dodge Has 
Body of Copper 
DETROIT, June 25—News /| 
of an all-copper body built on 
a Dodge Brothers chassis by 
a New Zealand coppersmith 
reached Dodge Brothers, Inc. 
last week frém its representa- 
tive in Auckland, New Zealand. 
The entire body is of ham- 
mered, unpainted copper, in- 
cluding fenders, radiator, dash 
board, bumpers, head lamps, 
tool box, disc wheels and rear 
compartment. 




















German Exports Off 


WASHINGTON, July 6—The German 
automotive manufacturing industry is 
steadily improving, both financially and 
from an efficiency standpoint, Ameri- 
can Consul Conger Reynolds, reports 
to the U. S. Department of Commerce. 
Several companies, heretofore, in finan- 
cial difficulties have pulled through and 
a good volume of business is reported 
by most of the companies. 

Exports of German automotive prod- 
ucts to the United States, however, 
show a considerable decline, amounting 
to $33,026 the first quarter of 1927 com- 
pared with $50,419 in the same quarter 
last year. Magnetos and sparkplugs 
totaling $130,000 were shipped in 1926, 
compared with $176,031 shipped in 1925. 





Jones With Seymour & Michaels 

HARTFORD, CONN., July 5— 
Thomas W. Jones, formerly vice- 
president of the L. & H. Motor Co., 
state Hupmobile distributor has joined 
Seymour & Michaels, Inc. .. distributor 


- of Gardner and Jordan. 





Bus Line Obtains Franchise 


GREENSBORO, N. C., July 2—The 
Carolina Transit Company has obtained 
a franchise from the State Corporation 
Commission to operate a freight-express 
bus line between this city and Raleigh. 


M. E. Hart is president of the company. 


Record Mileage for 
N. C. School Buses 
RALEIGH, N. C., July 6—North Car- 


colina leads all states of the union in 
the mileage of its lines operated by 


school buses, these routes covering 51,- 


‘869 miles, according to an announce- 


ment made here by the North Carolina 
department of public instruction. The 


mileage of New York state, second in 


this respect, is 20,000 miles. 

Eighty thousand school children were 
transported daily between school and 
home in the school buses of North 
Carolina, the announcement said, at a 


total cost for the school year of $1,302,- 
720. The respective totals for each 


of the states of Indiana and Ohio were 
larger than those of this state, which 


stood third among the states of the 


union in this respect. 
The school system of the nation spent 


$23,000,000 during the recently closed 


school year in the transportation of 
872,745 school children in 32,595 motor 
buses over 327,243 routes, said the 
statement by the North Carolina de- 
partment of public instruction. 





S. C. Johnson Banquets 
Junior Traffic Officers 


RACINE, WIS., July 4—S. C. John- 
son & Son, manufacturers of automo- 
bile waxes, finishes, etc., gave a compli- 
mentary dinner to 97 Racine youths in 
public and parochial schools who served 
during the past school year as junior 
traffic officers under a plan inaugurated 
Jan. 18, 1926 in cooperation with the 
Racine Police Department. 

Not a single accident has been re- 
ported in the territory patrolled by the 
junior officers, who are on duty during 
recess periods and at the opening and 
closing of school each day at the inter- 
sections nearest the schools. Each boy 
carries a badge of authority which is 
turned in at the close of the school year. 





Rowley Gets Hupp Franchise 


LANSING, July 7—George H. Row- 
ley, Inc., has again been appointed 
distributor for Hupmobile for this ter- 
ritory. The company formerly held 
the franchise. 
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‘ MOTOR AGE—Page of Pictures 











Left: Father Riboud, French Catholic mission- 
ary, has mounted a little chapel on his Chevrolet 
and is spreading the Gospel of Christ by motor 





















‘ truck. The half-naked children are Malasians 
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Biscayne Boulevard, 220 ft. wide, has 
. greatly relieved traffic comgestion in 
e Miami, Fla. It has 10 lanes for traffic 
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Right: Meet Lung On, 


In a non-stop economy run from 


i Is ei i 


Elkhart to Akron this Elcar who is Oldsmobile 
covered the 295 miles in 5 hours dealer at John Day, 
and 3/7 minutes Ore. He is 62 





Cut yourself a garage! A mountaineer in 
the Sequoia country of California uses this 
fallen monarch regularly as shelter for his 
car. (Sh-h-h! Anybody know if the gals 


are “mountainines” ?) 
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PERFECT 


~ 66 Qualifications— 












/ he n has certain quali- 


qor Parte Manat there can be no 


fications. 
doubt. men will probably 
in order to furn 














So (rit pathetically), i ing them- 
tunity 0 improv! h 


selves, +¥) Oo 
qualifications of a 8 


lated. he : ) 
derta : is  j0 ’ 

nobody's meg oe But here's 

woul nt 


running errands for everybody a 
his story 4” . 


from the boss to the car-washer; 
three hours figuring how to stock 
fifty-five thousand items in twenty 
thousand capacity bins; two hours 
explaining to the shop foreman why 
the factory back-ordered the parts 
for that 1911 car ‘whose owner is 
in such a hurry; five hours enter- 
taining jobbers’ salesmen without 
buying anything from them that 
the factory man can condemn and 
yet buying so much from them 
that they will feel that they must 
buy their cars from his company; 
two hours answering letters from 
various figure-heads at the factory 
about immaterial matters; two 
hours fixing up papers so the fac- 
tory will replace without expense 
to the owner that motor they tried 
to run without oil; two hours sym- 
pathizing with customers who don’t 
get the gas mileage the salesman 
said they would. 

A good parts man can handle 
parts all day in a hot parts room in | 
mid-summer and still be neat | 
ste enough to sell accessories to lady 

he customers. 

ie oe A good parts man enjoys having 
Sed = salesmen bring in people they sold 
—s Wo cars to and try to prove to them 
that he, the parts man, has over- 

charged them on items. 
GOOD parts man is hard to find. A good parts man likes to have employees of the com- 
Ask any employee of any automobile company pany slip things out of his stock to put on their cars. 
about it and he will tell you that his company is A good parts man understands why the factories take 
almost perfect . . . if it could only get a good large numbers of salesmen or mechanics to schools of 
parts man it would have an unbeatable organization. instruction at high expense, but never spend a single 

A good parts man can supply instantly any part for 
a 1910 model car. 

A good parts man never has a dissatisfied customer. 

A good parts man never overbuys. 

A good parts man, never underbuys. 

A good parts man is never out of any item. 

A good parts man is never overstocked on any item. 

A good parts man can show on each monthly balance 
sheet; increased sales and profits, and decreased pur- 
chases and inventory. 

A good parts man never loses his temper with a cus- 
tomer. 


A good parts man never loses his temper with a 
salesman. 


A good parts man never loses his temper with a 
mechanic. 

A good parts man divides his day as follows: Four 
hours explaining to owners why flat tires do not wear 
as long as those with enough air in them; three hours 








He should always have a presentable side for the ladies 





Parts Man! 


Including 


Shop Etiquette 

What He Must K now 

What He Rust Do 

What He Must N ot Do 

And a Whale of a Lot 
of Et Cetera 





solitary, red cent on educating the parts men. 

A good parts man understands why, on the rare oc- 
casions when the factory offers parts men instruction 
if they will pay their way to the factory, his company 
will not even inform him of the offer. 

A good parts man never fails to know what accessor- 
ies the public will want six months before they want 
them. 

A good parts man can make an adjustment on a tire, 
that has been run under-inflated, that will satisfy both 
the customer and the tire company. 

A good parts man can obtain instantly and fit to Mr. 
f Jones’ Ford any accessory that Mr. Jones has seen on 
any Packard ‘or Cadillac. 

. A good parts man is familiar with all other branches 
of the business but believes that workers in all other 
departments should be better paid than parts room 
workers. 

A good parts man can pass through a wonderful show- 
room and the model shop to his small, dark, hot parts 
room and sing at his work. 

A good parts man never wants or expects a vacation. 

A good parts man never fails to know by intuition 
when a hidden change in a car is made so never objects 
to the factory not telling 
him of changes. 

A A good parts man al- 

F ways has parts for new 

" models by the time the 

cars reach the dealer, al- 

| though he is never given 








a complete parts book on 
2 a new model until eight 
s months after the model 
: comes out. 

A good parts man not 
fF only knows his company 
is always right but can 
ke make the customer see it 
: as clearly as he does. 

A good parts man 
knows without hesita- 
4 tion exact measurements 
and present price of 
every part for every 
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D aii The Perfect Parts 

ane Man at the end of 

a strenuous day's 
work 


automobile ever made. 

A good parts man can buy from a factory across the 
United States, stock a forty-five day maximum and a 
twenty-five day minimum of parts, taken an average 
back-order from the factory of 20 per cent and never be 
out of any item. 

A good parts man is never too busy to listen to an 
hour’s “belly-aching” by a customer who has had to buy 
a new spark plug and only has thirty-thousand miles 
on the speedometer. 

A good parts man can always supply a part instantly 
from a name coined for it by some shade-tree mechanic. 

A good parts man can take a 30 per cent gross profit; 
sell all accessories for new cars, all parts for second 
hand cars, all employees 
of the company and 
their friends and lodge 
brothers, at cost; and 
still show a 20 per cent 
net profit. 

A good parts man will 
buy anything a friend of 
an employee of the com- 
pany sells. 

A good parts man can 
estimate accurately in 
advance sales of new 
cars and stock accessor- 
ies exactly to meet the 
demand. 

A good parts man can 
reconcile the prices for 
parts the salesman gives 
in selling the car with 


F He really is too good to live (Turn to page 38, please) 
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Making the 





Service Men Are the Medical 
Profession of the Automotive 
Industry and to Maintain 
Similarly High Stand- 
ards in Their Work 


They Must Have 
L'raining 


Pu Ps 


Clinics seldom fail to interest the men whose earning 
capacity depends upon their skill 


By John Younger 


Professor of Industrial Engineering, Ohio State University 


IRST of all let me state that I am not one of 

those who deplores the absence of skill on the 

the part of our garage mechanics. I am no 

pessimist on this, but believe, on the contrary, 
that a great tribute should be paid to the mechanics 
by and large for the great part they have played in 
building up this industry. Don’t think for one min- 
ute that there would be 22,000,000 gasoline vehicles 
on the road today if the mechanics had not done their 
part and done it nobly. True, there have been the alley 
mechanics and others of similar type, but their poor 
work has but served to emphasize the good work of 
the balance. Without the instinctive mechanics of 
yesterday, the public would have learned to distrust 
their machines, for remember that the engineer of 
yesterday did not build into his machine the factors 
of reliability as we know them today. Yesterday’s 
car paid visits to the maintenance station, and the 
work turned out was such as to encourage further 
and greater use of the automobile until we see its 
present greatly extended use. I repeat, the mechanics 
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Mechanic « 













Poe are 


up till today have played their part splendidly in 
this work. But the car of today brings new respon- 
sibilities. Engineers are building greater life into 
their cars, and it is up to the service man to do his 
share in maintaining that life. The service mechan- 
ics form the medical profession of the automotive in- 
dustry and must maintain similarly high standards 
in their work. They must in brief have a training 
for their work. 

Another thing is that production engineers and 
sales managers are producing and selling some 4,- 
000,000 vehicles per year. More and more mechanics 
must be available to meet this great number. Again 
they must be trained for this responsibility. 

Further, with the high standards of the automobile 
engineers have come similarly high standards on the 
part of the public in their demands for better and 
better maintenance work. The repair of yesterday 
accomplished by hammer, chisel, monkey wrench and 
file is no longer satisfactory. The public demands 
its repaired car to be brought up to the original stand- 
ards of the factory. Tools of the most modern kinds, 
jigs and fixtures, are all brought to his assistance 
and he must learn to use them to best advantage. He 
must be trained. 
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|Money Maker 





Instruction periods in charge of competent men are 
certain to prove beneficial 


There is still another factor that emphasizes this 
one of training. A tremendous revolution has been 
wrought in the maintenance end of the industry by 
the introduction of the flat rate service system. No 
longer: can the mechanic of Tulsa, Okla., pursue his 
own methods, good or bad as they must be. He must 
conform to the methods of Detroit, Michigan, or Cleve- 
land, Ohio, and to do this he must make constant ref- 
erence to established standards. He must be trained 
in the understanding of these standards. He must 
be taught the one best way or the whole structure of 
the flat rate system will fall to the ground. 

Let me digress a moment from the mechanic of 
maintenance to the mechanic of production. Henry 
Ford in his book “Today and Tomorrow” says he can 
train a man for his productive life job in some six 
hours. The job in this case is purely one of repeti- 
tion and simple at that. Ford, as you know, splits his 
Operations into the most elemental parts. The man 
who introduces the nut to the bolt and screws it down 
rapidly by hand is not necessarily the same man who 
performs the operation of tightening it by special 
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These views of 
Professor Younger 
were originally 
presented 
in the form of 
a paper 
before the Factory 
Service Managers’ 
Forum 
of the 
National Automobile 
Chamber of Commerce 
at Cleveland. 
They are 
of such interest 
to 
Motor AGE readers 
that they are here 
given in detail. 
Professor Younger 
pays a tribute 
to 
shop mechanics 
and discusses 
the 
form of training 
that makes for 
the 
highest type 
of 
maintenance work. 
oC —_9 


wrench. The man who taps the cylinder hole does 
not put in the stud. The Ford style of production 
mechanic is vastly different from the repair type. 

Turning to another vast production industry whose 
production methods in the way of splitting up opera- 
tions is similar to that of Ford, we find at the Good- 
year plant of the rubber industry an intensive sys- 
tem of training men. It takes some 26 days to train 
a man for this industry and approximately one per 
cent of the total working force is engaged in the 
task. Here again a man is taught to do one thing and 
one thing only. He may be compounding rubber, or 
applying cord fabric to a tire or the rubber tread, or 
merely painting the trade mark of the company, and 
yet the man takes some 26 days on the average to 
learn the task. 

Consider now the maintenance mechanic. He must 
know something of drilling, of tapping, of turning, 
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of chipping, of filing. He must be skilled in the art 
of disassembling and scrutinizing and inspection and 
reassembling. At times he comes into contact with 
the customer and must learn to be courteous and 
tactful. 

Are you going to let him pick up this knowledge 
all by himself with the strong chances that he will 
pick up wrong methods more readily than he will 
pick up right ones? You cannot afford to do it. 

If it takes 26 days to teach a man one repetitive 
process, how much longer is it going to take to teach 
him many processes? The answer is of course many 
times 26 days. 

Does it pay? I think the answer is obvious but let 
us analyze it a little. 

Your unskilled mechanic creates an unsatisfactory 
repair job and the customer is dissatisfied and leaves 
you. Lost a customer with a potential part of your 
income and profit. 


The Effect of an Unskilled Workman 


Just as a drop of aniline dye will color a pitcher 
of water, so will the effect of your unskilled workman 
be felt throughout your whole force. If his work is 
good enough for you, the other mechanics will con- 
sciously and unconsciously feel that their efforts may 
slacken off a little and thereby arises a reduction of 
morale of your whole force. You will thereby gain 
a reputation for poor work and your standard in the 
community will depreciate with reduction by the loss 
of customers who will go elsewhere and consequent- 
ly lose for you a necessary volume of trade. Do not 
imagine for one moment that you can fool the custom- 
er. What if he doesn’t know the difference between 
a clutch and a differential? What if he thinks that the 
carburetor is a part of the ignition system? That ab- 
sence of knowledge does not detract from his satis- 
faction in the use of the car. He can always tell 
whether the engine is as silent as before after a re- 
pair operation. He can always tell whether his brakes 
work as well as before and he certainly knows whether 
or not a certain irritating squeak has been removed. 
If you do not perform your work satisfactorily for 
him he is no longer an asset on your books but a lia- 
bility, and sooner or later you will have to pay this 
debt. The best recommendation your shop can have 
is a group of satisfied customers. 

Therefore you must have skilled workmen trained 
to follow their skill intelligently. I think we can 
definitely say at this point that they pay. 

What constitutes the trained workman? I do not 
necessarily believe that he must be a high school 
graduate, but if you can get some in your force you 
are just that amount better off. Such a one will pick 
up the knowledge of the fundamentals of the car 
much faster than will the grade school graduate. At 
any rate he must have a knowledge of simple arith- 
metic if only for the purpose of calculating his wage 
and understanding that part of the business. He 
certainly must know enough to be able to fill in a time 
card properly. And he must have a knowledge of 
English, because his instruction sheets and parts 
books which are all written in that language must be 
understood. He does not need to know literary or 
so-called high-brow English, but must understand 
the technical language of the shop. Fancy educa- 
tion in biology, botany, Latin, or Greek is not worth 
a red cent to the shopman. 

He should preferably know a little about technical 
sketching, for he will often be called on to make a 
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rough sketch of a bolt or a pin or a bushing and the 
sketch must be intelligible. 

One of the things beginning to be understood about 
our mass production industry is that it provides a 
use for the man who has a “weak mind but a strong 
back.” Men with limited intelligence have yet enough 
to act as feeders for automatic machines. Last year 
I saw a woman operate a Blanchard face grinding 
machine. This machine takes roller bearing races 
and grinds them on the width to an accuracy of one- 
half thousandth of an inch. The woman tending the 
machine simply lifted races out of a tote-box and 
placed them one at a time on a small revolving table. 
As it revolved a scoop gathered the races and secured 
them to the rotary work table by a magnetic chuck. 
The races then passed under the grinding wheel and 
were automatically delivered to a demagnetizing de- 
vice and thence through a washing machine where they 
emerged beautifully clear and accurate. The wo- 
man’s answer to my question was “No speek.” She 
had a low level of intelligence but was qualified to 
act as chambermaid to this machine. The point is 
that the skill was all in the machine and required lit- 
tle for the operator. 

Now there is no room for operators like this in the 
maintenance division of the industry. Maintenance 
demands skill and intelligence and means should be 
taken to see that it gets it. Our first requirement 
therefore is an intelligent boy, preferably of high 
school standing but at least of full grade school 
standing. One who is quick to learn things, and who 
has an aptitude for mechanic’s work. 

He should then serve a sort of apprenticeship in 
a garage of good standing. Now don’t let that term 
apprenticeship scare you. Apprenticeship is often 
thought to mean a period when the apprentice is a 
liability to the company rather than an asset. There 
is no reason why after the first week or two weeks he 
should not be capable of earning for the company as 
well as himself. By apprenticeship is simply meant 
that he should be given the opportunity of learning 
from a skilled man the best ways of doing a job. He 
can do this by helping him and working with him. 


Instruction Should be Comprehensive 


He should learn that there are right and wrong 
ways of holding a hammer or a monkey wrench. He 
should learn, if necessary, how to grind a chisel—how 
to start up bolts and nuts. He should gradually learn 
the ways of disassembling a unit in an orderly fash- 
ion so that he will know where the parts go when 
it comes time to reassemble. He should be instructed 
in the principles of lubrication and the reasons for 
lubrication. Your greaseball should be instructed 
to use his arts intelligently. 

During this period and, indeed, for some time af- 
ter he should continue his schooling along specialized 
lines. He should go to such schools as Mr. Buckman 
of the Automobile Manufacturers’ and Dealers’ Asso- 
ciation has established in Cleveland, or to the splendid 
Y. M. C. A. schools operating throughout the coun- 
try. 

At these schools he will learn to know the parts 
of a chassis and their functions. He will learn, for 
example, the part that carburetor setting plays in 
gasoline economy, or the part that ignition plays in 
hill climbing. All of these studies will make him a 
better man for your maintenance shop. Incidentally, 
he will be a more contented man and stay with you 

(Turn to page 34, please) 
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New Nash Series Show 


New Nash Ambassador 
sedan, $1,990 list 


nn 


Twenty-one Models Now Available on 
Four Different Chassis Lengths. 
Standard Has Larger Engine. 


HREE new series of Nash 
cars, designated the Stand- 
ard Six, Special Six and 
Advanced Six, have been an- 
nounced by the Nash Motors Co. 
Despite many improvements and 
refinements in these cars price 
reductions ranging as high as 
$195 are now in effect. 

While the mechanical changes 
are noteworthy, attention giv- 
en to body details is interest- 
ing. The radiators of all models 
have been redesigned and are 
now considerably higher than 
previous ones. The body lines 
blend well with the radiator con- 
tour, resulting in a very pleasing 
streamline effect. 

To enhance this streamline 
effect, without reducing the 
amount of head room in the cars, 
new and smaller wheels of 20 in. 
diameter are now used. Full 
balloon tires are standard, and 


in connection with newly designed springs of a secret 
alloy, and shock absorbers on the front of all models a 
new comfort in riding quality has been obtained. 
With all of this, these new cars are offered in an 
array of colors and with upholstering that was barely 


thought of a few years back. 


Among the most marked improvements of a mechani- 
cal nature are the changes in the engine of the Stand- trol. 


Improvements 





By C. Edward Packer 
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Model 


5-Pass. 
7-Pass. 
5-Pass. 
4-Pass. 
5-Pass. 
5-Pass. 
5-Pass. 
4-Pass. 
5-Pass. 
7-Pass. 


5-Pass. 
2-Pass. 
5-Pass. 
4-Pass. 
4-Pass. 
5-Pass. 


5-Pass. 
2-Pass. 
5-Pass. 
5-Pass. 
5-Pass. 
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Nash Price Range 


ADVANCED SIX SERIES 


Old 

Price 
. sccases $1,340 
EE. cxecenen ,490 
Sedan (2-door).. 1,425 
Roadster ....... 1,475 
Sport Touring... 1,540 
Sedan (4-door).. 1,695 
WeeeePeR cccccce 1,790 
Pn ¢ctnsenees 1,775 
Ambassador .... 2,090 
DE -sveesenece 2,090 

SPECIAL SIX 
We co ccwece 1,135 
a 1,165 
Sedan (2-door). 1,215 
Roadster ...... ,225 
Cabriolet ...... 1,290 
Sedan (4-door). 1,485 
STANDARD SIX 

=e 865 
: scseseees 925 
Sedan (2-door).. 925 
Sedan (4-door). 995 
Landau Sedan.. 1,085 
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New 
Price 
$1,340 
1,425 
1,475 


four piston rings. 
piston pin. 
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Nash Standard Six Lan- 
dau, listing at $1,085 





Nash Special Six four- 
door sedan, $1,335 


ard Six. 
been increased in size and the 
crankshaft has been enlarged 
in proportion. 

This engine now has a bore of 
314 in. and a stroke of 4 in. The 


This powerplant has 


crankshaft, which is of the 
seven-bearing type, the same as 
are all Nash crankshafts, has 
been enlarged from 1% in. to 2 
in. at the main bearings. In 
connection with this change 
comes another move to increase 
the life of the engine, in the 
form of extending the force feed 
lubrication to the wrist pins by 
drilling the connecting rods. The 
oil now drains from the pins and 
flows down the inside of the pis- 
tons and onto the cylinder walls, 
thus prolonging the service per- 
iod of these parts. 

While smoother operation is 
assured by the use of the large 
seven-bearing crankshaft, the 


engine has been protected from road vibration and 
the car from engine vibration by the use of rubber 
engine mounts. 

The newly designed pistons are of cast iron and carry 
All of these are located above the 


The upper three rings are of the compres- 


sion variety with the bottom ring designed for oil con- 
The bottom ring groove is drilled for the return 
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Seven-passenger touring car on the Advanced Six series, 


listing at $1,440 


of surplus oil from the cylinder wall to the crankcase. 

The intake and exhaust valves are of special alloy 
steel. The water-jacketing of the engine is so arranged 
that all valve seats are uniformly cooled. Lubrication 
of the valve stems is provided by oil mist thrown from 
the revolving crankshaft. 

The cooling system includes a positive circulation 
pump that operates inside of the cylinder casting. The 
radiator is of the fin and tube type. Engine tempera- 
ture is maintained at the most efficient point by means 
of a thermostat. 

A two-unit, 6-volt starting and lighting system with 
battery ignition is used. The spark advance is fully 
automatic. Also new headlights with double-beam lens 
and nickel-plated doors and reflectors are provided on 
the Standard Six series. 

The brakes of these cars are of the four-wheel me- 
chanical type. The front drums are 12 in. in diameter 
and 134 in. wide. The front linings are of hard molded 
material. The rear drums are 12 9/32 in. in diameter, 
1°4 in. wide and use woven lining on external contract- 
ing bands. Front wheel brakes are of the internal ex- 
panding type. The emergency or parking brake acts on 
the rear wheels. 

Easy steering is assured by the use of a cam and 
lever type of gear in connection with a front axle that is 
of the reversed Elliott type. This front axle is of I- 
beam cross section and is drop-forged steel. 

Hotchkiss drive is employed, the rear springs being 
especially designed for this service. The rear axle hous- 
ing is of typical pressed steel construction with a re- 
movable malleable pinion and ring carrier. 

The use of five cross members on a frame that has 
sides made of 5/32 in. stock, 4 9/16 in. high, assures 
ample rigidity for this car. The tires are 30 x 5.00 in. 
full balloon. The tread is 56 in. - 

Greater engine efficiency is obtained by means of a 
carburetor heat valve with control located on the instru- 
ment board. Other refinements in this series include 
a new four-blade fan, redesigned stop light switch, 
heavier oil pump, cover plate, new parking lights, re- 
mote control door locks, light control on the steering 
wheel, newly designed instrument panel with indirectly 
illuminated instruments, and hardware of special Nash 
design. 

In order to obtain vibrationless operation even at 
maximum speeds the crankshafts, flywheels and clutches 
of both the Advanced Six and the Special Six series are 
balanced as a unit on a highly sensitive balancing ma- 
cnine. 

Both of these models have bodies redesigned for max- 
imum lowness combined with liberal interior room. 
While the Nash cars of the past have been noted for 
artistic and pleasing streamlining, the three new series 
of cars have gone still farther. 

Like the Standard Six these cars are equipped with 
20-in. diameter wheels which aid in the appearance 
of lowness and appreciably improve roadability. All 
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models are equipped with 
full balloon tires with all 
weather treads. 

Fender welting, consisting 
of a piece of felt covered 
with heavy fabric, is used 
between the fenders and 
body to maintain quietness 
in operation. In the Ad- 
vanced Six models improve- 
ments in the battery box and 
tool box will be noted, as 
these are now made to be 
absolutely water and dust- 
tight. This model also has an improved water tempera- 
ture thermostat and a dash type of heat indicator. The 
latter item, however, is not used on Models 364 and 367. 
Another feature of the Advaneed Six is the long nickel- 
plated emergency brake or parking lever. Due to its 
length and location it is unnecessary for the driver to 
bend over when grasping the lever. A large and com- 
fortable hinge type foot throttle is regularly supplied 
on both models. 

The frames of both of these cars have been consid- 
erably strengthened by the addition of reinforcing 
pieces in the frame side members opposite the engine 
arms. 

The engine that is used in the Special Six is of the 
overhead valve type with six cylinders cast en bloc. 
The bore is 3% in. and the stroke 41% in., giving a total 





New Rubber Insulated Motor 
Support at Rear. 






Improvements on 















New Radiator Drain 
Fancet Type. 


Improved Heat Con- 
trol Valve Spring. 








New Friction Pads on 
Front Brake Support 
Plates. 


Se 


y 5 New Frame _ Re-in- 
forcement. 
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New Parking Brake Lever 
and Nickel-plated Steer- 


ing Column. 


New Heat Indicator 
on asii. 


Latest changes on Nash Advanced Six 
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piston displacement of 
224 cu. in. 

The_ seven - bearing 
crankshaft is carried on 
bearings as follows: No. 
1—2%, x 2% in. No. 2— 
2%, x 1% in. No. 3— 
24%,x1%in. No. 4—2%4 
x 1 15/16 in. No. 5— 
2144x1%in. No. 6—24%4 
x 14% in. No. 7—2\% x 
Zi 2% in. 

i As a result of the 
Standard Six large size of the crank- 
shaft and main bearings, it is claimed that there is 
no shaft distortion at any speed. 

The connecting rods are of drop-forged steel with 
bearings 21% in. in diameter, 1% in. long. Chrome 
nickel steel bolts are used to hold the bearing caps in 
place. The camshaft is carried on six bearings, is 
1 3/16 in. in diameter and is driven by means of heli- 
cal gears. Tappets are of the mushroom type. 

The lubrication is furnished by an oil pump driven by 
spiral gears from the camshaft. The oil is supplied 
under pressure to the main bearings, camshaft bear- 
ings, and through drilled passages in the crankshaft to 
the connecting rods. There is also a positive flow of oil 
to the overhead valve mechanism. An oil filter is used. 

The carburetor is equipped with an air cleaner and is 
jacketed to receive heat from the exhaust manifold. 





New Rubber Insulated 
Motor Support at 
ront. 

















provides performance new 


to this field. 


New 7-Bearing Crankshaft with 
Increased Main Bearing Diam- 


New Lar ger 
Bearing Caps. 


New Connecting Rod 
Bored for Foree-Feed 
Oil to Piston Pins. 





‘ New Larger Pis- 
ton with 3 Com- 
pression Rings 

|| and One On 

|| Regulator Ring 

and Larger Pis- 
ton Pin. 


Diagram of Force-Feed 
Oiling to Piston Pins. 


Some of the Standard Six refinements 
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Four-passenger roadster, which comes on the Special Six 
chassis and lists at $1,225 


The amount of heat can be regulated by means of a 
control on the instrument board. 

Mechanical service brakes are fitted to all four wheels. 
The rear wheel brakes are of the external contracting 
type, while the front wheel brakes are internal expand- 
ing. The drums, both front and rear, are 13 in. in 
diameter with a braking surface of 2 in. width. This 
braking system is standard equipment on all Special 
Six models. The parking brake is mounted on an ex- 
tension of the transmission shaft. The 6% by 2% in. 
drum is acted upon by contracting shoes. 

The final drive is of the Hotchkiss type. Two uni- 
versal joints splined to a light tubular driveshaft trans- 
mit the power to the rear axle. The front springs are 
38 in. long by 2 in. wide. The rear springs are 54 in. 
by 2 in. and are underslung on the rear axle. All 
springs are of secret alloy steel and are of the semic-el- 
liptic variety. | 

The pressed steel frame has five cross members, two 
to, provide great strength and rigidity with lightness. 
forcement at the engine side arms previously referred 
to, provide great strength and ridgidity with lightness. 

Six models are offered on this chassis, which has a 
wheelbase of 11234 in. 

The Advanced Six—the largest and most powerful 
car in the Nash line—is powered with an overhead 
valve engine with six cylinders of 3 7/16 in. bore by 5 
in. stroke. 

Like other Nash cars this engine also features an ex- 
ceptionally heavy seven main bearing crankshaft. The 
main bearings in this car are as follows: 

No. 1—2%g x 2 11/16 in. No. 2—2% x 1 3/16 in. 
No. 3—2% x 3/16 in. No. 4—234 x 2in. No. 5—2% 
x 1 3/16 in. No. 6—2% x 1 3/16 in. No. 7—2% x 2 
11/16 in. 

The crankshaft is drilled to supply oil under pressure 
to all connecting rods. These rods are drop-forged and 
double-heat treated. 

The camshaft is a one-piece drop forging 1% in. in 
diameter. It is lubricated by oil brought under pres- 
sure to its six bearings. Drive is by means of helical 
gears. The tappets are of of the mushroom type. The 
oil pump is driven by spiral gears from the camshaft 
while an oil filter is provided. 

The cooling system is of liberal capacity with a newly 
designed thermostat for maintaining the most efficient 
operating temperature. <A large four-blade aluminum 
fan in connection with the newly designed tubular radi- 
ator supplies ample cooling surface. 

The brakes of the Advanced Six are of the mechani- 
cal four-wheel type like the other models except for size. 
The front brakes are of 16-in. diameter by 2 in. width, 
and the rear are of the same diameter, but 244 in. wide. 

Hotchkiss final drive is employed. The springs of the 
Advanced Six, also are of the newly developed secret 
steel alloy and are of semi-elliptic design. The rear 
springs are 56% in. long by 244 in. wide. These are 
underslung at the rear axle. The front are 39% by 
2 in. 
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Oncg Wp “na Tne 


There Was an Old Woman Who Had a Pig 


and (ouldn’t Get 


It Over a Stile. 


You Remember That Fable, Sure- 
ly. Well, It Has Its -Auto- 
motive Application in 
Sales “Promotion 


G ==? 


By John Cleary 


eC 





— 


HE text of 
this morning’s 
discourse, my 
dear brethren, 
is taken from 
the third para- 
graph of a let- 

ter written by Jack Dimond, 

Sales Development Manager of 
the Cadillac Motor Car Com- 

pany, Chicago Branch, com- 

menting on the Dealers’ Sales 

Promotion series of articles 

which concluded in last week’s G 

issue of MOTOR AGE. 

“Your series on sales promotion harks back to 
the ideas you were hammering away at years ago, 
when few in the automobile business paid: much 
attention to them. Your voice was of one crying in 
the wilderness, but theré was none to listen to it. 
Now, I think, dealers are in a more receptive mood. 
I am glad to see you go back to fundamentals. So 
many writers fail to restrain their imaginations 
and attempt to devise too many trick methods. I 
have always maintained that there is nothing mys- 
terious about sales promotion and merchandising. 
The only mysterious thing about them is that so few 
people realize how simple they are. I have a card 
hanging on the wall of my office which says: “Two- 
thirds of Promotion is Motion.’ That, of course, 




















is where most dealers fail in their promotion pro- 
grams. There is no follow-up. They start a plan 
going, then walk away, and leave it to maintain its 
own momentum.” 
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would not go over the stile 


Dodging the bouquet mod- 
estly and gracefully, we step 
forward to remark that Jack 
Dimond has put his finger on 
the feature that is most vital 
to the success of any sales pro- 
motion program. 

That feature consists in pa- 
tiently and conscientiously fol- 
lowing up every detail of the 
plan. 


As the old woman was coming It is important that you 
home she came to a stile. Piggy | 


should plan your work. It is 
vastly more important that you 
should work your plan. 
Remember the Old Woman of the fable who had 
trouble getting home because her Pig balked at 
jumping over the Stile? 
While sweeping her house, she found a crooked 
sixpence. 
“What,” said she, “‘shall I do with this little six- 
pence? I shall go to market and buy a little pig.” 
As she was coming home, she came to a stile. 
Piggy would not go over the stile. She went a little 
farther and she met a dog. So she said to the dog: 
“Dog, dog, bite pig; 
Piggy won’t get over the stile, 
And I shan’t get home tonight.” 
But the dog would not. 
She went a little farther and she met a stick. So 
she said :— 
“Stick, stick, beat dog; 
Dog won’t bite pig, 
Piggy won’t, etc., etc.” 
But the stick would not. 
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She went a little 
farther and she met a 
fire. So she said:— 
“Fire, fire, burn stick; 
Stick won’t beat dog, 

etc., etc.” 

But the fire would 
not. 

She went a little 
farther and she met 
some water. So she 
said :— 

“Water, water, quench 
fire; 

Fire won’t burn stick, 
etc, etc.” 

But the water 
would not. 

She went a little 
farther and she met 
an ox. So she said :-— 
“Ox, ox, drink water; 
Water won’t quench 

fire, etc., etc.” 

But the ox would 
not. 

She went a little 
farther and she met a 
butcher. So she said:— 


The rope began to 


“Butcher, butcher, kill ox; 
Ox won’t drink water, etc., etc.” 
But the butcher would not. 


She went a little farther and she met a rope. 


she said :— 


So 


“Rope, rope, hang butcher; 
Butcher won’t kill ox, etc., ete.” 
But the rope would not. 
She went a little farther and she met a rat. So 


she said: 





“Cow, cow, give me a 
saucer of milk” 


Said :— 


“Rat, rat, gnaw rope; 
Rope won’t hang butch- 
er, etc., etc.” 

But the rat would not. 

She went a little far- 
ther and she met a cat. 
So she said :— 

“Cat, cat, kill rat; 
Rat won’t gnaw rope, 
etc., etc.” 

But the cat said to 
her, “If you will go to 
yonder cow and fetch 
me a saucer of milk, I 
will kill the rat.” So 
away went the old wo- 
man to the cow, and 


“Cow, cow, give me a saucer of milk; 
Cat won’t kill rat, etc., etc.” 
But the cow said to her, “If you will go to yonder 
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hang the butcher 
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haymaker and fetch 
me a wisp of hay, I'll 
give you the milk.” 
So away the old wo- 
man went to the hay- 
maker, and said: 


*““Haymaker, give mea 
wisp of hay; 

Cow won’t give milk, 
etc., etc.” 


But the haymaker 
said to her, “If you 
will go to yonder 
stream and fetch me 
a bucket of water, I’ll 
give you the hay.” So 
away the old woman 
went, but when she 
got to the stream she 
found the bucket was 
full of holes. So she 
covered the bottom 
with pebbles, and then 
filled the bucket with 
water, and away she 
went back with it to 
the haymaker; and he 


gave her a wisp of hay. She took the hay to the 


COW. 


As soon as the cow had eaten the hay she 


gave the old woman the milk; and away she went 
with it in a saucer to the cat. As soon as the cat 


had lapped up the milk— 


The cat began to kill the rat; 

The rat began to gnaw the rope; 
The rope began to hang the butcher; 
The butcher began to kill the ox; 
The ox began to drink the water; 
The water began to-quench the fire; 


The fire began to burn 
the stick; 

The stick began to beat 
the dog; 

The dog began to bite the 
pig; 

The little pig in fright 
jumped over the stile; 

And so the old woman 
got home that night. 
The Old Woman, you’ll 

observe, first decided 

upon a definite plan of 

action. She built up 

each move step by step. 

And when she got the 

campaign started, she 





“Fire, fire, burn stick” 


carried it through to completion and accomplished 


her purpose. 


(Turn to page 38, please) 





longer, thus lessening your loss due to labor turnover. 

Later on teach him assembling and the meaning of 
the term “fits.”” Teach him what running clearances 
mean and where they are required. The schools men- 
tioned above will teach him this information too, but 
don’t be afraid of teaching him too much. And don’t 
spoon-feed him too much. Encourage him to seek 
out information for himself, let him ask questions, 
and see that somebody can answer them. All this 
work need not interfere with the work of the shop. 
Hold shop clinics in the evenings, the way Mr. Mac- 
Donald of the Cleveland Buick Motor Co. does, and 
add to the more general work your man gets in the 
school by giving him the specialized work on your 
own chassis. 

Teach him the use of tools under skilled supervi- 
sors. In short, train him to be the all-round mechan- 
ic you need for your best jobs. Properly trained 
he will yield you a steady profit and an assured list 
of repeat customers. 

Now let us turn to the training of the maintenance 
executive. The man who has to handle mechanics, 
interview customers, scrutinize the accounts and pass 
on them, know a good job when he sees it, and above 
all, have a good sales personality. 

First of all, let me say that it is far better to have 
one of your own men trained for the job and then 
promote him, rather than get in an outsider fresh 
and green to your organization. Your own man pro- 
moted will add considerably to the morale of your 
shop and encourage the other men. 

I sincerely believe that for this work when you are 
setting out to train men of the caliber of executive 
you should start out with at least a high school grad- 
uate and preferably a college graduate. But don’t, 
please don’t, if you do pick a college graduate pick one 


Making the Mechanic a Money Maker 


(Continued from page 28) 
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that feels he knows it all. Pick one that is willing to 
go through the same course of training that your me- 
chanic goes through and give him concentrated work 
on your own chassis. 

If he is properly trained at the university, he will 
have a knowledge of cost accounting—of engineering 
principles—of the uses of tools and the reasons for 
their processes. He will start with you partially 
trained. It is up to you to finish the training. 

Don’t just merely take an engineer because he is 
such from college. See if he has had a business train- 
ing in the new industrial engineering courses that 
are being offered and pick your man carefully. Don’t 
pick the man simply because he has a good scholastic 
record and stands high in his grades. Examine the 
man who has done other things besides academic 
work. Get the man who has been interested in stu- 
dent activities and has taken a prominent part in 
them. Such a student usually has that very elusive 
factor of personality, and will make a better man for 
you as service manager. 

The good student does not feel he knows it all, 
but he does feel that he can pick up knowledge faster 
than you can find out he knows nothing about it. So 
give him the chance to get this knowledge. Train 
him in the policies and practices of your business. 
Train him in the flat-rate system and its effects on 
customers and workmen. Train him to meet custom- 
ers and so please them that further trade will result. 

If you have the ability and inclination to do this, 
there is no question but that your shop will be suc- 
cessful and profitable. 

To repeat finally, training mechanics and service 
managers is a profitable part of the business, yield- 
ing returns not only in money but in satisfaction and 
prestige. , . baat 


i , 





Some Reasons Why Cars Are Better 
Each Season 


E are so likely to take things for granted that 

few of us consider how much research and 
effort is put into some of the apparently small mat- 
ters in connection with automobile engineering. 

One of the interesting pieces of research and test 
work that is done on brake service equipment is car- 
ried on at the Paige-Detroit Motor Car Co. factory. 
Here the flexible hose connections for hydraulic brakes 
are tested under conditions much more severe than 
would be encountered in regular road service. 

The brake hose testing device shown in the picture, 
whips a sample of hose 400 times a minute, 24 hours 
a day. While in ordinary use the hose would only 
be slightly shaken, the Paige tester whips them 
violently while under 200 lb. pressure. Some hose 
has been found to last only a few hours under this 
service. On the other hand, the hose that is now in 
use on Paige cars has withstood a test of 1209 hours, 
or a total of nearly 30,000,000 oscillations. After 
this run the hose was placed on a test car and has 
shown no weakness. 

This is typical of the precautions taken by manu- 
facturers to turn out a product that is safe to use 
and economical to maintain. 

Door locks are tested by a device which opens the 





door, by moving the closed car door latch, swinging 
the door open and slamming it shut, repeating the 
operation until something gives way. 

The third device, an automatic horn sounder, sounds 
alternately first one pair, then another of a battery 
of four electric horns. This last test, while highly 
unpopular with all those within hearing distance, pro- 
vides a definite method of selecting the most reliable 
horn. 





Hose tester ready for action 


The apparatus in action 
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Part of the crowd on the morning of the 99-cents-and-up sale. Three hundred had assembled at the doors by 8 a.m. 


Call Out The ‘Lro O p S 


C-> 


Philadelphia Agency Plays Used-Car Sale to Packed House; 99-cent- 
And-Up Tune Captivates Mob of. Prospects 


By K. H. Lansing 


Philadelphia, introduced to the Quaker City 
for the first time the “99-Cent-and-Up Sale.” 
.And, although the actual profits were not 
much above nominal from a direct-result 
viewpoint, the stunt was successful from all 
expected angles and more, because: 

1. It was notable publicity for the house, 
as evidenced by the crowds. 

2. Orders were taken for 21 used cars 
which had been occupying as much space as 












good-running condition with prices start- 
ing at 99 cents each for a sedan and a 
touring eight and gradually ascending for 
other models and makes through $9.99, $19.99, 
$199 and so on up to $1,999! Then picture 
an eager, jostling crowd of 300 ready to rush 
in as customers by 8 o'clock on the morning 
of this one-day sale, while husky patrolmen, 
streaming with perspiration, try to keep them 
in line. But, oddest of all, try to better models, but which were 
visualize prospects so eager as “ moved off the floor in jig-time by 
literally to camp for three days and d 7 ee = » the sale. 
nights at the threshold of the deal- ? A ‘ull - 3. It proved conclusively what the 
er’s used car department so that general sales manager and his staff 
they might be the first to fling had not believed possible, namely, 
themselves indoors! that a used-car sale could, under 
The foregoing is a faithful re- any circumstances, draw a throng 


‘sr K of selling used cars in guaranteed 


port, in brief, of what happened A.C — of 300 to the department by 8 in 
recently when A. C. Maucher, gen- Cina ovr einen tee the morning, or that eight used cars 
eral sales manager for Harper & Herper & Harper, iS ladel: could be sold off the same floor in 


Harper, Hupmobile _ distributor, phia, who organized the sale 15 minutes. 
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4. It tended to have a salu- 
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tary effect, through the pub- 
licity, on the psychology of the 
trade-in deal in general, show- 
ing in what estimation the 
house holds the average ex- 
change car. 


Details of the sale arrange- 
ments were as follows: The 
date selected was Saturday, 
June 11, the sale to be operative 
all day and evening, at the Used 
Car Department, 256 N. Broad 
St., starting at 8 a.m. A group 
of exchange cars was selected 
and each unit given mechanical 
inspection, adjustment and re- 
pair sufficient to enable the 
house to guarantee good serv- 
ice in every instance. It was 
decided to offer to take back 
from a dissatisfied purchaser 
within three days of purchase, 
his car at the price he paid, this 
amount to be applied either on 
the purchase of a new ear, or 
another used car, at his option; 
and to include on the purchase 
of every used car for $299 or 
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Rittenhouse 5158 


SATURDAY, JUNE 11, at 8a. m. 


We Will Deliver Your Choice of a Star Sedan or a Standard 
8 Touring Complete to First Two Customers at 
Our Doors 


To Third Customer, an 


Essex Coach °9-%9 


These Are Bonafide Complete Prices—Not Down 
Payments—No Other Purchase Required 


99¢, $9.99, $19.99 and up 


To a Beautiful Hupmobile 6 Sedan for $999 


Employees of this company not eligible for the 
purchase of any of these cars 


BE HERE EARLY 


All Cars on Display in our Showrooms, Thursday and 
Friday. No Sales made until Saturday. 


re |Aacpec & Aacper;... 


Hupmobile Used Car Dept. 


at $59; a Durant touring at 
$69; a Hupmobile touring at 
$79; a Hupmobile roadster at 
$99; a Studebaker touring at 
$99; a Dodge touring at $149; a 
Hupmobile touring at $149; an 


Oldsmobile coupe at $199; an 


Oldsmobile touring at $199 and 





six other desirable cars priced 
up to $1,999. In making this 
grouping, the prices were 
equalized. The used car depart- 
ment sales force of four was 
augmented by as many more 
salesmen from the retail new 
car department. Employees 
were ineligible for the pur- 
chasing. 


On June 8 and 9 there ap- 
peared in certain daily news- 
papers a “teaser” advertise- 
ment of the sale, two columns 
wide and 6% in. deep, headed 
in heavy black, “Own a Good 
Used Car for 99 Cents.” This 
gave merely a sketchy notice 
of the forthcoming event, cal- 
culated to arouse further in- 


256 N. BROAD ST. terest and curiosity. On the 


Open Every Day and Evg. 











more, the 1927 license plate. 








As it was to be a “99-Cent 
and-Up Sale,” the attractive re- 
duction figure, 9, was to play a 
role that would have a favor- 
able psychological influence throughout. Furthermore, 
all prices were to be bona-fide, complete prices; that is, 
not merely down-payments. As the sale was to be in 
the nature of a prize award in low prices for the first 
few inside the doors after their opening, the later 
comers to pay on an ascending scale, or nearer the 
estimated value of the car, numbered tickets, from 1 
to 300, were printed for distribution in order, to persons 
attending the sale. 


The number of the ticket nwemnted the holder’s 
position in the line and it was arranged so that if any 
car was sold more than once, the purchaser having the 
ticket with the lowest number would get the car, pro- 
viding the credit were approved. As soon as a car 
was sold, the customer’s ticket would be fastened on it 
by a salesman. The ticket system, used for the first 
time in this way in Philadelphia, permitted the cus- 
tomer who might not be satisfied with his car plenty of 
time to look around to select another and yet retain 
his position in the line. It was stated on each ticket 
that it was not effective after 10 a. m. and that it was 
offered only as a protection. The ticket also announced 
that all orders must be in writing, accompanied by a 
suitable deposit. 


By way of making the public “think Hupmobile” as 
well as “Harper & Harper” and “Used Cars for 99 Cents 
and Up,” it was decided to exhibit all used cars in this 
group on the floor of the main showroom, at 720 N. 
Broad St., for two days prior to the event, where callers 
could inspect the latest models as well. 


The selected used-car group included: A Star sedan 
and a Standard touring 8, to go at 99 cents each, to 
the first and second customers respectively to enter the 
Broad St. door of the Used Car Department on the day 
of sale; an Essex coach at $9.99 to the third customer; 
other cars priced from $19.99 up; a Chandler touring 


column newspaper 


Here’s the preliminary 
advertisement that 
stirred the public’s curiosity and interest 


tenth, or the day preceding the 
sale, there appeared in other 
newspapers a three-column dis- 
play, 13 in. deep, announcing 
the “high spots” and details. 
And it was on the evening of the eighth that the fun 
began. 


Callers at the main showroom, where the selected used 
cars were on view, by that time were many and queries 
over the contest for “first, place and show” inside the 
doors were eager and varied. The urge of potential 
buyers of used cars were growing insistent. Early Wed- 
nesday evening, three youths, egged on by a side-bet 
of $50 and the “dares” of friends who had seen the 
Harper & Harper announcement, arrived before the 
Used Car Department door, burdened with three camp 
chairs, a table, two mandolins, food enough to stay their 
stomachs till door-opening time, three days distant, and 
several decks of playing cards. By 8.30 at night they 
were settled comfortably, with a game in full swing. 
Between deals, they would sing and strum the mandolin 
and naturally this attracted many and caused more pub- 
licity. Bravely the young men held their places. Friday 
morning a barber was called by messenger and the 
crowd watched and razzed while the barber razored the 
waiters. They turned down various offers of money 
from other young men who had hoped to buy their 
places in line at prices even many times the offered 
value of the first four cars. Friends brought the youths 
hot meals from time to time and helped them keep their 
places. 


When the doors were opened at 8 on Saturday, 300 
persons were in line—that is, when the three policemen 
sent for by Mr. Maucher could keep them that way. 
Tickets were distributed by the policemen as the pros- 
pects entered, so no one would lose his proper chance 
and 197 were passed out with amazing rapidity. The 
doors were opened to admit only 25 persons at a time, 
so there was no “traffic jam” on the inside. 


There were plenty of amusing incidents during the 
(Turn to page 38, please) 
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SEM, 


. / 
Alexander Winton, left, and | he 
Charles B. Shanks 2 


EAR John Cleary: 

My attention has been called to your July Calen- 

dar of historic events which appeared in the June 

30, 1927, issue of Motor AGE, wherein you credit 

Alexander Winton and the writer as having launched 

upon an overland trip “from Cleveland” in a horseless 
carriage on July 28, 1897. 

John! Where were we headed for?’ 

Aside from the fact that you indicated no destina- 
tion, and that the trip was launched on Monday, May 
22, 1899, instead of July 28, 1897, the historic reference 
is just about 100% correct. 

A recalling of the story may be of some interest to 
the men of the industry whose connection therewith 
goes back to the days of hose-pipe pneumatic (glorified 
bicycle) tires, and leather dash boards.* 

So here is some of it as I recall the facts: 

When I was an humble reporter on the Cleveland 
Plain Dealer, I learned that Mr. Winton, a bicycle manu- 
facturer out on the east end 
of the town, had been fussing 
with a horseless carriage and 
was sufficiently sure of his 





aw (> HARLEs B. SHANKS,“ 


who wrote the letter to 


37 


“Hold Your Trick 
Flat on, Chartte, 


We're Off!” 


ETHER or not 
Alexander Win- 
ton gasped these 
—_ words on the occa- 
“7 sion of the memor- 
able trip herein re- 
counted is not known, 
but he should have. 
Anyway, here is 
a letter from Charlie 
giving the _ inside 
story of the trip.— 
Ed. Note. 














By 
Charles B. Shanks 


his associates, Thomas Henderson and George H. Brown, 
allowed as how the proposed trip, if successful, would 
be a splendid thing for the embryonic industry. They 
unanimously “OK’ed the plan as proposed.® 

It involved making the trip a Plain Dealer enterprise 
and yours truly, as the P. D. representative, carried a 
message from Mayor Farley of Cleveland to Mayor 
VanWyck of New York. 

Newspaper men among the readers of Motor AGE 
will know what it meant to a kid reporter when I tell 
you that I syndicated my regular daily Plain Dealer 
telegraphic story to the leading dailies from coast to 
coast.* 

Bushels of newspaper columns resulted, and as the 
trip of the two “intrepid” horseless carriage riders 
progressed, the interest momentum along the route in- 
creased to such a point that schools and factories were 
recessed to give the populace a look at the first horse- 
less vehicle ever to travel through those towns and 
cities. It was the first horse- 
less carriage that most of the 
citizens had ever envisioned. 

Bells were rung, whistles 


product to put it on the roads 
for an endurance test of some 
character. 


I consulted my managing 
editor and sold him on the 
idea of allowing me to go to 
Mr. Winton and interest him 
in an overland journey from 
Cleveland to New York. No 
Successful long distance trip 
by motor car had been made 
in the United States up to 
that time. 


The doughty Scotsman and 








the editor on this page, is 
promotion manager of the 
Chilton Class Journal Co., 
publishers of Motor AGE and 
other leading automotive busi- 
ness papers. He was one of 
the early pioneers in the in- 
dustry. In the early days he 
set marks that publicity men 
have been shooting at ever 
since. Later, as Winton sales 
manager, he was the first to 
talk in terms of profit and 


De nem to dealers. 








ae 


blown and a good time was 
had by all. 


We covered 707.4 miles, ac- 
cording to the wheel odometer 
in an actual running time of 
47 hours, 34 minutes. We left 
the Cleveland Plain Dealer 
office, Cleveland, Ohio, at 6 
A. M. Monday, May 22, and 
arrived at the New York City 
Hall at 5.45 P. M. Friday, 
May 26.° 

When we landed at the City 

(Turn to page 40, please) 
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The Perfect Parts Man—66 Qualifications 


(Continued from page 25) 


the prices the customer has to pay when his car needs 
repair. 

A good parts man allows his buying to be dictated by 
—the boss, the sales manager and the shop foreman— 
yet never has his stock out of’ balance on any item. 

A good parts man can keep owners from patronizing 
outside garages, yet keep all the parts business of these 
same outside garages. 

A good parts man follows to the letter the procedure 
laid down by some factory expert, who never sold a 
part at retail, three thousand miles away. 

A good parts man accepts all communications from 
the factory as absolutely correct. 

A good parts man knows, and tells the customers, 
that the factory uses the very highest grade material 
in their cheapest cars. 

A good parts man, never doubts the quality of a fac- 
tory part, and knows, without investigation, saat all 

“pirate” parts are not good. 

A good parts man never grumbles about satis a 
weekly ten-page price change letter from the factory. 

A good parts man never objects to working overtime 
without pay, and expects to be docked when he is sick. 

A good hundred-and-fifty-a-month parts man finds 
great pleasure in spending his spare time and money in 
studying so he can instruct the three-hundred-a-month 
salesmen in things they don’t want to know about the 
cars they sell or compete with. 

A good parts man keeps a chest of first-class tools to 
lend to people who never bring them back. 

A good parts man always gives a customer what he 
needs regardless of what he orders. 

A good parts man can buy tires and accessories of 
standard make and worth and meet mail-order and cut- 
rate prices. 


A good parts man should have the ability to succeed 
in a higher class job except for some minor fault large 
enough to hold him in the parts room on small pay. 

A good parts man never lies to a customer and never 
contradicts what a salesman or mechanic has told the 
customer. 

A good parts man must be a good buyer. 

A good parts man must be a good salesman. 

A good parts man must be an accessory expert. 

A good parts man must be a good mechanic. 

A good parts man must be a tire expert. 

A good parts man must be ready to serve customers 
at all hours of the night cheerfully. 

A good parts man must be a good executive. 

A good parts man must be diplomatic with every 
sort of customer. 

A good parts man must be truthful. 

A good parts man must be cheerful. 

A good parts man must be honest. 

A good parts man must be industrious. 

A good parts man must be single and live cheap as 
h --1. 

A good parts man never says anything that reflects 
on his company or the cars his company sells. 

A good parts man is satisfied to work for half the pay 
a salesman gets for accepting used cars and notes in 
exchange for new cars. 

A good parts man is glad to tell a shade tree meehanic 
how to repair a $3,000 car with a hammer, wrench and 
pair of pliers. 

A good parts man buys every new line of accessories 
the sales manager sees, but never has out-of-date ac- 
cessories on his inventory. 

A good parts man will be looking for another good 
job when my boss reads this. 





Call Out the Troops! 


(Continued from page 36) 


sale. For instance, one enthusiastic young ticket-holder 
rushed into the salesroom flourishing a $10 bill and 
demanding a Hupmobile 6 sedan marked $999. What 
he should have purchased with his tenner was a pair 
of good eyeglasses. 

There were seven women in the long line of waiting 
persons when the doors were opened, but only one of 
them became a customer. She bought the Chandler 
touring car offered at $59. The sixth car sold brought 
$499. 


While the buying was going on inside with the long 
queue waiting at the doors, the throng of sightseers 
on each side of the thoroughfare was swelled hourly by 
more folk trickling from offices, stores and side streets. 
Had the crowds not been orderly, due in part to the 
presence of the three active policemen, the natural ques- 
tion for newcomers to ask would have been, “What’s 
the riot about?” 

And so the stunt was “put across” satisfactorily from 
the standpoint of quick returns and clearance. The 
cumulative effect—for there always is one in connection 
with spectacular publicity backed by genuine values in 
merchandising events, even in the case of-used cars sold 
at unusually low figures—is yet to appear. 


Once Upon a Time 
(Continued from page 33) 


When Butcher began to kill Ox, and Ox began to 
drink Water, she didn’t fold her hands compla- 
cently and sit on the Stile, trusting to luck. 

Instead, she saw to it that Water began to 
quench Fire; Fire began to burn Stick; Stick be- 
gan to beat Dog; Dog took a mouthful of Pork, and 
Pig did exactly what the Old Woman planned it 
should do. 

She knew what she wanted to do; figured out 
the best way to do it. And then did it. She al- 
lowed nothing whatever to swerve her from her 
determination to get home that night. 

She planned the work, then worked the plan. She 
acted on the principle that two-thirds of promotion 
is motion. She did not believe in starting a plan 
going and then sitting on the stile hoping the plan 
would continue on its own momentum. Her pro- 
cedure was an example of the perfect follow-up. 

By following that example, dearly beloved, you 
can make your sales promotion successful with just 
as much certainty as the Old Woman of the fable 
achieved her purpose. 
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Motor Vision Commission Begins - 
National Campaign for Uniform 
Standard of Visual Competency 
to Reduce Automobile 
Accidents 


By H. L. Cobb 


UNIFORM standard of visual competency 
A for operators of motor vehicles in every 

state in the Union and uniform traffic 
regulations that will compel every applicant 
for a permit to drive to meet that standard 
is the ultimate object of the National Advisory 
Commission on Vision for Motor Drivers, better 
known as the Motor Vision Commission of the 
American Optometric Association, according to 
Dr. Edwin H. Silver, of Washington, D. C., chair- 
man of the commission. Dr. William S. Todd of 
Hartford, Conn., Dr. William B. Needles of Chi- 
cago, Dr. John F. Hill of New York City, and Dr. 
Robert N. Walker of Winston-Salem, N. C., are the 
other members of the commission. 

Less than three years old, the Motor Vision Com- 
mission has already begun to obtain results through its 
activities. The District of Columbia, New York State, 
Maryland, Connecticut and New Jersey now have an 
eyesight test as part of the examination of applicants 
for permits to operate motor vehicles, and the state of 
California has recently passed a law requiring a gen- 
eral physical test of applicants, which includes eyesight 
as part of the examination. 
Pennsylvania is preparing to 
enact legislation calling for an 
eyesight test for drivers and 
Other states are taking the 
question under consideration. 

The Motor Vision Commis- 
sion is an outgrowth of the 
Hoover National Highway 
and Safety Conference, at | 
which various methods of 
making the highways more 
Safe in the face of increasing 
traffic were discussed. 

That the work of the com- 
mission is just getting well 
Started and that the next few 
years will find every state in 








TATISTICS furnished the 

American Optometric Associa- 
tion show that approximately 95 
per cent of the automobile acci- 
dents are attributed to the human 
element. The consensus of the as- 
sociation is that automobile manu- 
facturers have more than kept 
abreast of the safety trend, that the 
car as manufactured today is “fool 
proof,” and that automobile engi- 
neers have practically eliminated all 
dangers except the human element. 
The association will strive to curb 
the dangers laid to this element. 


39 





Dr. Edwin H. Silver, 
chairman of Motor 
Vision Commission 


the Union considering the importance of eyesight tests 
for motorists was the prediction made by Dr. Silver, 
who paid a tribute to the research of the manufacturer 
and declared that the automobile engineers of the coun- 
try have “practically eliminated all dangers except that 
of the human element which is responsible for more 
than 95 per cent of all accidents.” 

“In all parts of the United States,” Dr. Silver said, 
“traffic officials are awakening to the large number of 
automobile accidents that can be traced to defective 
vision on the part of the 
driver. The least defect may 
place an approaching object a 
few feet from where the driv- 
er thinks it is and when that 
approaching object is a fast- 
moving automobile weighing 
a ton or more, the probable 
results can be easily esti- 
mated. 

“The manufacturers have 
awakened to the danger of 
obscured vision and the newer 
designs of cars are mostly 
equipped with the narrower 
front posts to eliminate, as 
far as possible, the ‘blind spot’ 
that has always been the bug- 
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aboo of the driver changing from 
the open to the closed car. If these 
manufacturers are willing to 
spend millions to eliminate this 
danger, is it not fair that the | 
traffic authorities should spend a 
little time to see that there is not 
a greater post in the prospective 
driver’s eye than could ever be 
built into an automobile? 

“Recent statistics show that 
there are more than 22,000,000 
motor vehicles in operation in the 
United States. This vast increase 
in the number of vehicles on the 
highways of our country means a 
vastly increased chance for acci- 
dents, and poor vision on the part 
of the driver is one of the surest 
methods of increasing these acci- 
dents. 

“To drive a locomotive, which 
runs on a track and is guided 
without effort, an engineer has to 
serve years as a fireman, learn his 
engine thoroughly, pass a strict 
physical examination and a strict eyesight test, includ- 
ing a test for color, before he gets a place at the 
throttle. And yet we allow an ordinary citizen with a 
week or so of training, to pilot an automobile around 
our streets and roads, and there are no tracks to guide 
that car safely by one approaching from an opposite 
direction. 

“To combat these conditions, the Motor Vision Com- 
mission is outlining some very definite plans. 

“We expect, within a few months, to have a definite 
standard of visual competency worked out for the bene- 
fit of all the states. This we expect to accomplish by 
having noted scientists, of nation-wide reputation, con- 
duct exhaustive research work, studying the effect of 
visual stimuli on the behavior of the driver and evolv- 
ing the necessary percentage of normal eyesight essen- 
tial to safe driving. 

“Efforts will then be made to have legislation passed 
in every state, providing that every applicant for a 
permit to operate a motor vehicle must have vision equal 
to or better than the standards set by this scientific 
research. 

“Constantly 


vey are: 








denied P 


increasing manufacture and sale of 





UESTIONS which will 
be answered by the Mo- 


tor Vision Commission’s sur- 


What should be the mini- 
mum deficiency in eyesight 
for drivers before a permit is 


Should an eye test be re- 
quired every few years be- 
fore a permit is renewed? 


What percentage of drivers 
have defective eyesight? 


What percentage of drivers 
participating in accidents had 
defective eyesight at the time 
of the accident? 
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automobiles is bringing con- 
stantly ine easing traffic problems. 
And the iucreasing number of ser- 
ious and fatal accidents is arous- 
ing a sen’’ nent against the auto- 
mobile. ‘re are all kinds of 
remedies. } csed, from a law 
compelling vu. - factories to equip 
each car with a governor limiting 
its speed, to demands for speed 
laws that would have been a joke 
to a good horse in the old days. 

“We do not believe that speed 
limits should be lowered. We be- 
lieve that traffic must get faster 
and faster, under careful regula- 
tion, as the number of cars in- 
crease and people move farther 
and farther from the cities, if con- 
gestion is to be relieved. But as 
the traffic speeds up, there is go- 
ing to be more and more need to 
make certain that a steady hand 
guides the wheel and that a clear 
eye, capable of seeing danger 
ahead and avoiding it, is possessed 
by the driver of every automobile. 

“Eventually we look to see a physical test and per- 
haps a mental one as well, as part of the examination 
of a prospective automobile driver, but the need for the 
eyesight test is imperatively at hand right now. 

“Until such a test is general throughout the United 
States, any driver who ventures on the highways, no 
matter how carefully he drives, is going to be in con- 
stant danger from drivers who think that they see 
perfectly—and don’t.” 

A nation-wide survey to determine the relativity be- 
tween automobile accidents and defective vision of 
motor vehicle operators will be begun at once as a result 
of action taken at the recent convention of the Ameri- 
can Optometric Association. The necessary funds were 
voted to open up and maintain a research bureau. 

It is the purpose of the association to make the 
answers to these and similar questions available for 
whatever use they may be to safety and traffic bureaus 
throughout the country. The work of the association, 
it is explained, is without any thought of financial gain, 
but as a contributing factor in Secretary of Commerce 
Herbert Hoover’s Safety Conference work. 





“Hold Your Trick Hat On, Charlie, We’re Off!”’ 


(Continued from page 37) 


Hall, we presented the Cleveland mayor’s letter in which 
reference was made to the fact that the culmination of 
the “hazardous” trip would signalize the first successful 
long distance journey by horseless carriage ever made 
in the United States, and that our successful trip would 
open up the possibilities for the speedy development of 
the horseless carriage idea. 

While the letter was being presented, it appeared to 
me that the entire plaza in front of the old New York 
City Hall was filled with cameras and newspaper men. 

On the entire journey we had no tire trouble, despite 
the fact that not a mile of the route outside of the cor- 
porate limits of the cities was other than dirt road. 

The car was a single-cylinder affair, with make-and- 
break ignition, having an automatic advance. It was 
equipped with wet (glass cell) batteries. The water 


cooler was carried under the back deck and looked like 
a glorified candle mold. Steering was by tiller. The 
transmission had friction disk clutches with two speeds 
forward and one reverse. 

Our average was 15.5 miles per hour. Maximum speed 
about 35 miles per hour.*® 

Them were the days! 





1 Darn those artists who omit editor’s copy! 

2 Not forgetting the whip socket. 

8’ With the provision that, if the car broke down on the way, 
Charlie would return to Cleveland by ‘‘Shank’s mare.” 

Where do you get that “kid reporter’’ stuff, Charlie? The 
camera doesn’t lie. 

5 What were you two young fellows doing the other 60 hours, 
11 minutes? Tell us that, Charlie. 

6 Now we know the exact date when tourists began to lie about 
their speed on long trips. 
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Body: Refinements Hffected by 





Careful Attention 
is Given: to the 
Color Scheme in 
Both Exterior and 
Interior Which is 
So Worked Out as 
to Blend Into a 
Pleasing and Ar- 


tistic Combination 
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Cadet type visor distinguishes the Royal Four-Door Sedan 





A 


Mechanical Im- 
provements Made 
Are of a Minor 
Character — Full 
Line Includes 25 
‘4 Body Styles on 
the Three Chassis 
With Royal Mod- 
els Outstanding 


a 











showing a special exhibit this week of the 
Moon and Diana models as developed for 1928. 
The line is most complete, including a total of 25 dif- 
ferent body styles on three chassis models. The new 
Royal models constitute the outstanding feature in the 
new line. These cars show evidence of great attention 
to appearance and detail. The color scheme in both the 
interior and exterior has been carefully worked out so 
as to blend into a pleasing and artistic combination. 
The Royal models on the 6-60 chassis include the Royal 
roadster, cabriolet roadster, two-door sedan and four- 
door sedan. 
The Royal roadster is distin- 
guished by its pillow type, pig- 


Mie DEALERS throughout the country are 


finish. Other equipment includes silk shades, silk as- 
sist cord and robe rail, dome light, rear vision mirror 
and automatic windshield wiper. The instrument board 
and interior trim are of walnut. 
All of the Moon 6-60 models have crankcase ventila- 
tion, air cleaner and thermostat as a regular equipment. 
Mechanically this model remains substantially un- 
changed except for a number of minor improvements. 
The series “A” line has been augmented with a col- 
lapsible top cabriolet roadster priced at $1,795 added 
to it. 
A four-door sedan special at $1,545, a Royal roadster 
at $1,395 and collapsible top cabriolet at $1,795 are 
other new models in this line. 
Like the 6-60 models, no outstand- 


skin leather upholstery and, par- 
ticularly, its color scheme in which 
the body, fenders, lamps and 
splash aprons are all lacquered to 
match. The fenders are of the 
new, plain crown type. 

This car is equipped with a trim 
hand-tailored top with natural 
wood bows, aluminum rails on the 
rear deck, fully upholstered rum- 
ble seat, nickel door pads, mirror 
and automatic windshield wiper. 
The wheels are of the stub spoke 
variety in natural finish. Illus- 
trated herewith is the Royal four- 
door sedan with its distinctive 
cadet type of visor. 

One of the interesting develop- 
ments in this car is the new and 
patented swing type of wind- 
Shield, which is operated by a reg- 
ulator handle. The front pillar on 
this car has been kept as small as 
possible to assure good visibility. 

This model is available in a 
number of attractive color combi- 
nations, all of which are equipped 
with hardware with Butler silver 





Moon Line for 1928 


SIX-SIXTY 
 icncinsndnus ghuwn dene $995 
Standard roadster ........... 995 
Two-door coach ............. 1,045 
Two-door std. sedan ....... 1,145 
Four-door std. sedan ....... 1,245 
Std. cabriolet roadster....... 1,195 
SO WIR FORGCCOE cccccccscces 1,095 
FUOWEE FORGGCOP ccccccccccccce 1,195 
Royal two-door sedan ...... 1,195 
Royal cabriolet roadster..... 1,295 
Royal four-door sedan ...... 1,295 

SERIES “A” 

PE. onnendkereneneeneceand $1,195 
PROVE! FORGGCOP 2. cccccccccccce 1,395 
Two-door sedan ............. 1,395 
POUP-GCOP SOGAM ..cccccccces 1,545 
Four-door sedan spec. ....... 1,545 
Cabriolet roadster ........... 1,795 
DIANA 
Phaeton, 5-pasS. ........ce0- $1,595 
Phaeton, 7-pasSs. ............ 1,695 
PROVE! FORGSCOP .ncccccccccece 1,695 
Palm Beach roadster ........ 1,795 
Two-door sedan ............. 1,695 
Cab. roadster (perm. top) ... 1,995 
Four-door Sedan ....sccccece 1,995 
Cab. roadster (collap. top)... 2,295 





he 








ing mechanical changes have been 
made. 

A collapsible top cabriolet road- 
ster selling at $2,295 has been 
added to the eight-cylinder Diana 
offerings. All of the Moon and 
Diana models are equipped with 
four-wheel hydraulic brakes. 

The Diana cars are equipped 
with straight 8 engines of 3 in. 
bore by 414 in. stroke. The piston 
displacement is 240 cu. in. and the 
rated h. p. 28.8. 

Moon cars, of the Series A 
classification are powered with 
engines of 344 in. bore and 4% 
in. stroke. These _ six-cylinder 
engines have a displacement of 
196 cu. in. and are rated at 23.4 
h. p. 
Model 6-60 Moon cars have 
engines of 185 cu. in. displace- 
ment and are rated at 19.8 h. p. 
These six-cylinder cars have a 
bore of 2% in. and 4% in. stroke. 

The wheel base of the Diana 
is 125% in., the Series A 113, and 
the model 6-60, 110 in. 





Electrical Data on the Wolverine 
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and ignition equipment is stand- 

ard on the Wolverine, which 
has recently been added to the Reo line. 
The equipment consists of the following 
units: 


NJ =a EAST starting, lighting 


Type 6394 Generator 

15850 Cutout 

6304 Starting motor 

15380 Starting switch 

10820 Ignition time distributor 
17232 Ignition coil 


The generator cuts in at 600 r.p.m. 
and delivers its maximum output at 
1300 r.p.m. Following are the output 
values at 8 volts at various armature 
speeds. For a higher or lower voltage 
than this there will be a corresponding 
increase or decrease in the Amperes. 


R. P. M. Amps. Cold Amps. Hot 
800 8.5 5.0 
1000 15.0 11.5 
1200 17.0 14.75 
1400 17.0 15.0 
1600 16.0 14.5 
1800 14.5 ‘13.5 
2000 13.25 12.5 
2400 11.0 10.5 


The cut out located on the generator 
field frame, should close at 6.75 volts 
and open at 5.75 to 6.00 volts. The 
contact gap should be between .020 in. 
and .025 in. 

The starting motor is mounted on the 
left side of the engine and employs 
Bendix drive mechanism with an out- 
board bearing. It is of the two-brush 
type and has four field coils. The 


spring tension at the brushes is about 
3 lb. On tests the Type 6304 starting 
motor should deliver a stalled torque 
of 12 ft. lb. at 510 amp. and 3.4 volts. 
Running free it draws 160 amp. at 5.3 


volts and turns up 1600 r.p.m. The fol- 
lowing specifications may be used when 
testing the starting motor on a test 
bench. The starting switch is mounted 
through the toe-board and is of one- 
piece-contactor type. 


R.P.M. Amperes Volts Torque 
Stalled 510 3.4 12 
300 420 3.85 9 
600 356 4.2 7 
900 280 4.55 5.4 
1200 215 4.9 4 
1500 164 5.2 2.75 


The ignition unit is mounted on top 
of the engine between cylinders 3 and 4 
and is driven by a vertical shaft and 
coupling from the engine camshaft. It 
is of the semi-automatic advance type. 
The direction of rotation is counter- 
clockwise. The manual advance pro- 
vides 20 deg. of spark advance in addi- 
tion to the 22% deg. provided by the 
automatic advance mechanism located 
in the breaker-box. This gives a total 
range of spark advance of 42% deg., 
as measured on the engine flywheel. 
The automatic advance begins to 
operate at 400 r.p.m. and reaches its 
maximum advance at 2000 r.p.m. of 
engine speed. 

The firing order of the engine is 
1-5-3-6-2-4. When fully separated the 
breaker-point should have a gap of .020 
in. The ignition is timed with the 
spark retarded and No. 1 piston on the 
firing position. A plug is provided over 
No. 6 cylinder to aid in determining 
when No. 1 piston is on top center. 
This point can be determined more ac- 
curately, however, by removing the 
cover from the timing inspection open- 
ing in the top of the flywheel bell- 
housing and bringing the mark “UDC” 
on flywheel directly in line with 





the reference mark on the housing. 

When this position has been located 
the clamping screws on the manual ad- 
vance arm can be backed off and the 
breaker-box turned until the distrib- 
utor-rotor is in position to make con- 
tact with the lead from No. 1 spark 
plug. At this position the breaker con- 
tacts should be just separated. Tighten 
the clamping screw and check the set- 
ting by rocking the distributor-rotor 
back and forth. If the setting is cor- 
rect the contact will open and close as 
the distributor-rotor is rocked. This can 
be determined with greater accuracy 
by watching the ammeter, when the 
ignition switch is on as it will go to 
“discharge” as the points close and will 
return to zero as the points open. The 
ignition coil is of typical North East 
iron-clad construction using a closed 
magnetic circuit. It is mounted on the 
engine side of the dash. 

The care of this equipment is rela- 
tively simple, as the generator should 
be oiled at 2000-mile intervals, using 
only a few drops of good medium 
grade oil, applied through the oilers at 
each end of the machine. The starting 
motor requires no lubrication as its 
bearings are of the oilless type. The 
timer distributor should be lubricated 
about every 1000 miles, by applying a 
few drops of good medium grade oil 
through the oil cup in the automatic 
advance compartment. In addition, the 
distributor-rotor should be lifted off and 
a few drops of oil applied to the felt 
oil pad in the hollow breaker camshaft. 
Just enough grease should be applied 
to the sides of the breaker-cam to pro- 
vide a very thin coating. Except for 
the places mentioned, all oil and grease 
should be kept out of the ignition 
mechanism. 
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$2,075-© 


Popularity Contest 
tor Wr hotesale Salesmen 


Help Your Favorite to Win a Part of the Big Prize Award 
to be Divided Among 27 of the Automotive Industry’s 


Most Efficient and Popular Wholesale Salesmen 


N the Motor World Wholesale contest for popular 

| salesmen every ballot cast will be a boost for that 
worth-while man who regularly calls upon you in 

the interest of his jobber employer. 

Every retailer—dealer, garage owner and service 
station proprietor—is entitled to vote. Voting cou- 
pons are in all issues of Motor Age, Automobile Trade 
Journal, Commercial Car Journal and Chilton Cata- 
log and Directory, beginning June 30 and ending Oct. 
6, 1927. 

Each of the nine trading zones in the U. S. will have 
its separate contests. 

The three most popular and efficient salesmen in 
each zone will receive cash prizes of $100.00, $50.00 and 
$25.00, in accordance with the number of votes awarded 
them. 

And there will be a master prize of an additional 
$500.00 to the zone first prize winner who receives the 
most votes of any wholesale salesman in any of the 
nine zones. Hence this lucky man will win $600 in 
cash. 

In event of tie vote in any zone, or for the master 
prize, the tieing candidates will receive maximum 
prizes to which their votes entitle them. 

Use the coupon on this page. Fill it in and send it 
promptly to the Contest Editor of Motor World Whole- 
sale. 


HERE ARE THE ZONES: 

NEW ENGLAND: Maine, New Hampshire, Vermont, 
Rhode Island, Massachusetts, Connecticut. 

MIDDLE ATLANTIC: New York, New Jersey, Penn- 
sylvania. 

SOUTH ATLANTIC: Delaware, Maryland, District of 
Columbia, Virginia, West Virginia, North Carolina, 
South Carolina, Georgia, Florida. 

EAST NORTH .CENTRAL: Ohio, Indiana, Illinois, 
Michigan, Wisconsin. 


EAST SOUTH CENTRAL: Kentucky, Tennessee, Ala- 
bama, Mississippi. 

WEST NORTH CENTRAL: Minnesota, Iowa, Miss- 
ouri, North Dakota, South Dakota, Nebraska, Kansas. 

WEST SOUTH CENTRAL: Arkansas, Louisiana, Ok- 
lahoma, Texas. 

MOUNTAIN: Montana, Idaho, Wyoming, Colorado, 
New Mexico, Arizona, Utah, Nevada. 


PACIFIC: Washington, Oregon, California. 


—Use This Coupon— 








MOTOR WORLD WHOLESALE 
Popularity Contest for Wholesale 


Salesmen 
Contest Editor 


Motor World Wholesale . 
Chestnut and 56th Sts., Philadelphia 


In the wholesale automotive salesmen’s popularity 
and efficiency contest I vote for: 


Name of salesman 
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Name of his firm 


Pee eee eee eee eee eee eee eee ee eee eee eee eee eee eee ee eee eee eee eee eee 


His firm’s address 
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Your signature 
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M. A., July 7—This ballot is for ONE vote. 
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betes undoubtedly do not remember 
that two years ago I personally 
called at your office and you helped me 
with the laying out of the building I 
am in at present. 

Am now submitting a rough sketch 
of a piece of ground on which I hope to 
have built a building for the same kind 
of business I am now in, but which will 
give me a greater floor area. It is my 
aim to so arrange my pits, etc., so as 
to allow as much room as possible for 
storage. 

To give a synopsis will say that 
we want to reserve practically the full 
length of the east® side of the building 
for production wash rack. We’ prefer 
the lubrication pits to be placed as 
near the entrance doors as possible in 
order to take care of at least three cars 
at one time and yet not interfere with 
the storage facilities, as this will be a 
very important branch of our business 
during the winter months. At that 
time we will discontinue our produc- 
tion wash rack, utilizing that space for 
storage and allotting a three-car space 
at the rear of the building which will 
not be on production basis but rather 
on hand rack order. 

It is my intention to have a fair- 
sized office, small accessory display, 
stock room and ladies rest room on the 
main floor built substantially enough 
so that the upstairs would accommodate 
our barreled oil supply, which would 
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feed by gravity through pipes to the 
faucets on the floor level. 

Could you give me the approximate 
cost of constructing such a building, 
using steel factory windows, cement 
block sides and rear and brick front? 

I have on hand estimated costs from 
local contractors which I think exceed- 
ingly high for this kind of building and 
would like your idea on costs, say, in 
Chicago. If you could give me an esti- 
mate of the number of cars that could 
be stored in this size of a building 
without interfering with the washing 
and greasing, it would greatly help me 
in deciding on the plans for my build- 
ing.—Michigan Service. 


y= we do remember your call and 
think the last time we saw you you 
were going out to find the manufacturer 
of a turntable and only had about an 
hour to do it before train time. We 
have often wondered if you found the 
turntable and how it worked out. 

From your sketch we are not posi- 
tive as to whether the south or the 
north is the front. At any rate the lay- 
out will show the principle we are try- 
ing to illustrate and the drawing could 
be reversed if the front is at the other 
end. The building will be just wide 
enough so that you can extend your 
wash rack along one side as you have 
indicated and still leave room for two 
rows of cars with aisle space between. 
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The wash rack will receive plenty of light on one side but skylights will be necessary to light the side away from the window. 





We will not attempt to give you any 
information regarding the wash rack 
as you probably know more about this 
line than we. It can, however, be ap- 
proached from either end, from the 
doorway in front or from the center 
aisle at the rear. It will be well to 
leave considerable open space at the 
front of the building so that cars will 
not have trouble driving on to the 
greasing rack, but if storage space be- 
comes all filled small cars may be 
placed in front as indicated by the dot- 
ted positions without very seriously in- 
terfering with the cars on and off of 
the rack. 

We are suggesting either pits with 
floor level runways for your greasing 
arrangement or some sort of lifting de- 
vice rather than elevated racks with 
incline, since these latter take up too 
much space. The new hydraulic lift 
variety would be ideal for this installa- 
tion as it could be turned slightly to 
allow the car to drive on. The light 
that could be obtained on the hotel side 
through the 3-ft. passageway would be 
so insignificant that skylights are ad- 
visable. 

Regarding the cost of a building such 
as yours is to be, we know of one that 
cost $2.85 per square foot. This would 
make the building cost approximately 
$25,000. We believe, however, that you 
could build this in your town for be- 
tween $2 and $2.50 per square foot. 
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4 New Accessories and Devices 





has two separate motors of the univer- 
sal type and sells for $140 regardless 
of voltage. 


Bonney Socket Sets 






Triotone Chimes 


‘-TRIOTONE CHIMES, a_ warning 
signal, having a pleasing but pene- 
trating note, is one of the new products 
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A NEW Bonney chrome vanadium 
socket wrench set has just been 
announced by the Bonney Forge & Tool 


Works of Allentown, Pa. This set con- 
sists of ten chrome vanadium hexagon 
sockets from 7/16 in. to % in. inclusive, 
and the following “CV” handles: 
ratchet, sliding “‘T,” 13 in. brace of the 
speeder type, 5 in. extension, 10 in. ex- 
tension and universal joint. 

The entire wrench outfit is neatly 
packed in a convenient and substantial 
black enameled steel carrying case 
equipped with a leather handle. This 
set sells at $19 with attractive dis- 
counts to mechanics and dealers. 





Improved Black & Decker 


Valve Refacer 


AYALVE refacing machine very sim- 
ilar to the No. 45 refacer, has just 
been introduced by the Black & Decker 
Mfg. Co., Towson, Md. This new piece 
of equipment is known as the “% in. 
Universal.” 
The main difference in this equipment 
is that the work head is so mounted 
that it can be set to any desired angle. 





‘d of E. A. Laboratories, Inc., of Brook- 
” lyn, N. Y. A unique feature of the 


Triotone chimes lies in the fact that 
the three brass chimes which blend 
into one harmonious note, are operated 
by a small air compressor run by a 
small electric motor. The motor is 





available in either 6 or 12-volt wind- 
ings as desired. The length over all 
of the complete chime is 15 in. 

The motor case is black enameled 
with the chimes finished in heavy nick- 
el plate. A Universal bracket is fur- 
nished by means of which it is possi- 
ble to mount this warning signal in 
any convenient place. The Iist price 
is $17.50. 





Brake Drum Truing Tool 


}* is now possible to reface brake 
drums with speed and precision with- 
out removing the wheels from the car, 
by means of a brake drum truing tool 
that is being marketed by the Duo 
Manufacturing Company of 6578 Ep- 
worth Blvd., Detroit. 

By means of a simple adjustment the 
tool can be used on a brake drum of 
any size and will turn both internal and 
external surfaces. As shown by the 
accompanying illustration, this tool con- 
sists of a standard 5/16 in. lathe cut- 





screws are loosened and the tool holder 
is turned over. To provide for axles 
which have brake rods mounted below 
them, a differently designed support for 
the axle is furnished, having a cut in 


the center. This is interchangeable 
with the standard bracket support 
which is shown. The advantage of the 
refacing of brakedrums on the car is 
said to be that an absolutely true center 
with regard to operating conditions is 
obtained. When drums are removed 
from the chassis and refaced on a lathe 
they are often not centered properly 
when remounted. Accuracy obtained 
with this tool is said to be in the neigh- 
borhood of .001 in. In design the work- 
ing parts of the tool are completely en- 
closed and are ground for extreme ac- 
curacy. 





Weidenhoft Bench Grinders 


OMETHING new in the Weidenhoff 
line has just appeared in the form 

of two electrically driven bench grind- 
ers, available in 6 and 8 in. sizes, with 
or without steel tube pedestal bases 
These grinders go under the trade 
name of Whirling Wonder, and have 





ie ting bit mounted in a holding fixture 
e which is fed horizontally across the 
ee drum. The drum itself is rotated by 
os means of the engine power, with the 
Pe opposite wheel locked. In operation the heavy duty, fully inclosed dust-proof 
| rear end of the car is jacked up and motors with dust-proof sleeves on the 
the tool is placed under one end with shaft to protect the bearings which are 
the bracket supporting the rear axle. wool packed. 
There are sockets located at 30, 45 and This not only takes care of supporting Among other items in the Weiden- 
60 deg. points, into which a tapered the car, but holds the tool securely in hoff line are, electrical testing equip- 
plug drops in order to definitely locate place. The axle is then leveled by means ment, including test benches and 
& the head when grinding valves at these of a jack under the other end. The growlers, battery chargers, and practi- 
4 particular angles. This device elim- cutting tool is adjusted vertically to cally every piece of equipment neces- 
3 inates all chance of angular error. the desired height by means of the sary in handling electrical service work. 
x Stems up to % in. in diameter can be knurled screw which is shown. The Joseph Weidenhoff Co. is located 
a handled on this machine. This refacer To face internal drums, two lock- at 4354 Roosevelt Road, Chicago. 
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Questions and Answers on Dealers’ Problems 











Miller Front Drive 


Construction 


Will you please describe in detail the con- 
struction of the driving mechanism in the 
front drive Miller cars? I cannot see how 
the power is transmitted to the wheels and 
the manner in which they are connected to 
the driveshaft. Also, how is the differential 
constructed.—A. A. Updegraff, Ambridge, Pa. 


W are showing an illustration of 
the Miller front drive car that 
was entered at Indianapolis this year, 
with the transmission cover removed. 
You will notice that there is a decided 
forward sweep to the front axle. This 
makes it possible to have a relatively 
straight line for the driveshafts. 
There is a typical pinion and ring gear, 
the pinion being driven from a clutch 
immediately behind the assembly which 
we have pictured. To the left in the 
illustration is the transmission, and to 
the right is the differential, the latter 
being of typical construction, except 
that it is not surrounded by the ring 
gear. The transmission countershaft 
is directly in back of the transmission 
main shaft, instead of being hung be- 
low as is the custom in usual practice. 
The brake-drums are on the outside of 
the housing to the right and the left 
of the transmission and differential. 
Four universal joints are used. One is 
on each side of the transmission and 
differential assembly and one is at 
each front wheel. Notice the extremely 
large steering knuckles and the special 
construction of the axle. By this 
means it is possible to keep clear of the 
shafts which drive the wheels. These 
shafts transmit their power through 
universals at the wheels and into the 


wheel hub which is splined. This hub 


is carried on very large bearings at the 
extreme ends of the axle so that the 
driving members can pass through the 
bearing. If you look closely at the 
illustration you will see that the steer- 
ing knuckle is split at the top and at 
the bottom, and held together with bolts 
around a machined member that serves 


as a king pin. This makes it possible 
to split the knuckle and thus gain 
access to the wheel bearings. The 
splines on the hub which drive the 
wheel are clearly shown. 


Drilling Piston Oil Drain 
Holes 


Where is the proper place to drill Ford 
pistons to stop oil pumping? I have been 
drilling holes at the outer edge of the lower 
ring groove. One of my fellow mechanics 
drills holes right in under the ring and claims 
its the oil that works under the rings that 
causes the trouble. Where is the proper place 
to drill the piston?—Wisconsin Reader. 


Ts proper place to drill the piston 
depends on the kind of piston ring 
used. Your friend is correct about drill- 
ing the bottom of the lower ying groove 
in case special oil rings are used. Such 
rings either contain slots in the center 
or notches or some other construction 
which makes it easy for the oil to get 
to the back of the ring. Then it is easy 
for the oil to go through the holes pro- 
vided and drain back into the crank- 
case. If the lower corner of the lower 
ring groove should be beveled off and 
holes drilled through at an angle then 
an ordinary ring can act as an oil wip- 
ing ring. In this case it scrapes the 
oil down onto the beveled portion and 
the holes which are drilled at an angle 
let it drain into the crankcase. 








Essex Timing Data 
What is the complete valve and ignition 
timing on the 1925 six-cylinder Essex P— 


A. E. Hudson, The Park Garage, White Hall, 
Ill. 


"THE timing chain is installed with 

20 teeth between the sprocket 
marks. The engine is so timed that the 
intake valve opens at 7 deg. past top 
dead center. The exhaust valve closes 
at 5 to 7 deg. past top dead center. The 
ignition is set so that the points are 
just breaking with the piston on top 
dead center and the manual spark con- 
trol lever in the fully retarded position. 
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W ater in Exhaust Chemically 
Produced 


Will you please tell me what makes water 
come from the exhaust pipe of an automobile 
when starting the engine. I have noticed this 
particularly on a Pontiac and on a Nash 
Advance Six. I have looked for leaks in the 
head gasket and cylinder block but cannot 
find any, but still these cars keep shooting 
water for probably 5 minutes after being 
started.—Severance Motor Co., Severance, 
Colo. 


HE condition that you have noticed 

is not caused by any mechanical 
fault of the car. One of the products 
of combustion is water and until the 
engine is sufficiently warmed up to 
maintain this as a vapor you will notice 
water dripping from the exhaust pipe. 
The moisture is carried in the exhaust 
fumes but on striking the cold exhaust 
pipe and cold muffler it condenses and 
is blown out through the tail pipe. This 
is not a fault or characteristic of any 
particular car, but is common to prac- 
tically any car under certain operating 
conditions. 





Cause of Shimmy at Low 
Speed 


We have a 1926 Studebaker light six coach, 
which shimmys badly. We have bent the 
axle, lined the wheels, tightened the steer- 
ing knuckles, but it doesn’t seem to help 
very much. This shimmy is worse around 
20 to 25 miles an hour. It can only be 
stopped by speeding up considerably or stop- 
ping the car entirely.—Altamont Chevrolet 
Co., Altamont, III. 


HE axle on this car should not be 

inclined backward, but should be per- 
fectly vertical. We would suggest that 
you test this on a level portion of the 
cement floor, by using a regular car- 
penter’s square. The toe-in should be 
¥% in. Another possible cause of 
shimmy is unequal inflation of the 
front tires. If the front spring has 
sagged the front axle will have received 
a reversed caster which will tend to 
cause the trouble that you have men- 
tioned. 
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PLOWING GEAR (Intermediate) 











HIGH GEAR 


Reverse Idler Gear 
REVERSE GEAR 








Wear Increases Bearing 
Strains 


Can you tell me what causes the front 
bearing on the worm of a Fordson, on gear 
No. 343-B, to wear notches in the inner race 
or cone, about the same distance apart as the 
balls are separated? I have replaced this 
bearing in a tractor twice in a very short 
time, and am sure everything was done right, 
so far as I can see. I have tried two differ- 
ent makes of bearings already and they seem 
to wear alike.—Rosalius Repair Shop, Onarga, 
Ill. 

E are showing an illustration of 

the line of drive in the transmis- 
sion of the Fordson when in low, high, 
plowing or in reverse gear. You will no- 
tice that only in high gear is the drive 
directly through the gear No. 343-B 
which carries the bearing referred to. 
In all other positions there is a driving 
thrust on the bearings in addition to 
the downward thrust from the worm. 
You will appreciate that this throws 
an overload on the bearing. This over- 
load would not be serious if the trans- 
mission were in good condition, but we 
suspect that this transmission is in 
need of rebushing or a complete over- 
hauling. If the gears have considera- 
ble play in them, they get an abnor- 
mal leverage or thrust on the bearings, 
which is very destructive. Also, any 
misalignment would throw undue stress 
on these bearings. We would suggest 
that the next time you have occasion 
to replace this bearing that you check 
up the amount of play on the transmis- 
sion gear bushings and if they are very 
loose, have them rebushed. 





Jamming Clutch Parts 


One of my customers has a Chrysler 60 
which is giving trouble. If you drive at 30 
or 40 miles steady and release the clutch, it 
Sticks in the release position and you have 
to wait 15 or 20 minutes before it will en- 
gage again. On easy runs or short trips the 
action is perfect. This car has been in sev- 
eral shops with no improvement. One of 
these places went so far as to put a flexible 
tube on the throw-out bearing so it can be 
greased from the floor boards, so I don’t be- 
“ieve this trouble is cansed by lack of grease. 


I have examined it and adjusted it accord- 
ing to factory instructions, but with no bet- 
ter luck. Please tell me what I can do with 
it—R. S. Doughty, Hot Springs, N. M. 


[ is very likely that the clutch parts 
are fitted entirely too close and jam 
when expanded by heat. We would ac- 
cordingly suggest that you remove the 
clutch and if no broach is available for 
enlarging the bore in the clutch, we 
would suggest that you lap this into 
place on the clutch shaft by using 
grinding compound, being very careful 
to wash all of it off before assembling 
this clutch. 





Hudson Valve Timing 


Please tell me the valve timing on the 
1926 Hudson Super-Six.—C. W. Trich, c/o 
McKeesport Hospital, McKeesport, Pa. 


HE intake opens 7 deg. after top 

dead center and the exhaust closes 
8 deg. after top dead center. In check- 
ing this action the tappet clearance 
should be set so that there is .0025 in. 
on the intake and .0045 in. on the ex- 
haust when the engine is thoroughly 
heated. 





Connecting Oil Filter 


We have a Purolator oil filter that we 
wish to install on a 1925 Flint, Model 55. 
The Purolator has two connections, one be- 
low the sight feed and one above it. What 
would be the proper way to install the filter 
on this car?—P. L. Allison, City Hall Gar- 
age, Pacific Grove, Cal. 


HIS evidently is the type “A” 

Purolator. The inlet for the dirty 
oil is the upper connection, and the out- 
let from which the clean oil will flow 
is the lower one. 

We would suggest that you mount 
your Purolator on the right side of the 
dash towards the engine. It will then 
only be necessary to cut the oil line 
from the oil pump, bringing the con- 
nection from the pump to the upper or 
inlet connection of the Purolator, and 
attaching the outlet from the Purolator 
to the other end of the oil line. 


Oil Trouble on 1925 
Rickenbacker 


We have a 1925 six-cylinder Rickenbacker 
in the shop which has developed oil trouble. 
We have taken the engine out and have 
checked all bearings and oil lines and in- 
stalled a new oil pump and a new by-pass. 
When first starting, the oil pressure gage will 
show 30 lb. when running idle, but when we 
race the engine’ the gage instead of going 
up, will go back to zero. We also find that 
the gage will show more pressure with me- 
dium oil than with heavy oil.—New York 
Subscriber. 

hg looks as though your entire trouble 

is in getting the oil through the 
screen that is located on the gear-pump 
down in the sump of the engine. If 
this screen is partially clogged up, your 
pressure will drop when the engine is 
speeded up. The reason for it is this: 
The revolving crankshaft can discharge 
considerable oil, but the pump cannot 
draw the oil up fast enough due to 
the obstruction of the screen. Nat- 
urally, a heavy oil cannot get through 
this screen as readily as a lighter oil 
can. In the instruction book issued by 
the Rickenbacker factory it is recom- 
mended that an oil of the body and 
characteristics of Mobiloil “A” be used. 
The oil pressure should average 1 lb. 
per mile up to a car speed of 40 m.p.h., 
i. e., that at 20 m.p.h 20 lb. pressure 
should be shown on the gage. At 40 
m.p.h., 40 lb. pressure should be shown. 
The pressure, however, should not rise 
above 40 lb. Should the pressure be 
under that, it can be increased—assum- 
ing that the car is in good mechanical 
condition—by increasing the pressure 
on the oil by-pass spring. 





Paint Removal Suggestions 
We have installed a Pyroxylin paint out- 
fit and have on hand a Lincoln roadster to 
be refinished. Our experience along this 
line is rather limited and we would like to 
know what course to pursue in order to take 
the paint off of this body, which is alumi- 
num. We make this inquiry due to the fact 
that we do not believe it advisable to use 
lye or caustic soda on aluminum.—Hinton- 
Robertson Auto Co., Lumberton, Miss. 


the Lincoln car is already finished 
in lacquer it will not be necessary to 
remove the old finish. Any bruised or 
chipped spots should be thoroughly 
sanded and rubbed down so that there 
is no ridge whatever, and then the new 
finish may be applied right over the 
old finish. However, if the old finish is 
built up with varnish coats the ma- 
terial should be removed down to the 
metal. The name and address of con- 
cerns making suitable paint remover 
will be supplied by separate letter. 
Soda or other metal stripping solutions 
should never be applied to aluminum as 
the metal would be badly pitted. 


Sprung Shifter Fork 


We have a 1927 Hupp six sedan that has 
given a great deal of trouble in keeping the 
transmission gears in mesh. After the first 
1000 miles it failed to remain meshed in 
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high gear when ascending a hill. The Hupp 
people very kindly replaced the entire trans- 
mission, and now after 5000 miles it will not 
remain meshed in second gear when descend- 
ing a hill. We have tried all the ordinary 
methods of correcting this but have been 
unsuccessful. We would appreciate very 
much any information you can furnish us as 
to how to correct this and to know whether 
or not you have found this to be a chronic 
ailment of this particular car.—Pennsylvania 
Subscriber. 


E have looked into this matter 

very carefully and we have not 
found that this condition is chronic. 
One other similar case to this was 
found to have a sprung shifter fork. 
As a consequence, the transmission 
gears did not fully mesh and under 
certain conditions would come out of 
mesh. By ordinary methods of cor- 
rection, we presume that you mean that 
you have increased the spring tension 
on the shifter shaft plungers. If you 
have not done this we would suggest 
that you do so. 

To check for a sprung shifter fork, 
shift the gears in the customary way, 
having first removed the floorboards 
and then very carefully lift the shifter 
lever and transmission cover off of the 
transmission. Be extremely careful 
not to change the position of the gears 
in doing this. If the gears are not 
fully in mesh, you may be sure that the 
shifter fork is bent and should be 
straightened or replaced. 


This Job is “All Wet” 


We recently overhauled the engine of a 
1924 Chevrolet. It runs nicely except that 
after the motor is cool, it will not start. 
The reason that it cannot be started is that a 
drop of water forms on the points of the spark 
plugs. The spark plugs do not need clean- 
ing. The only difficulty is that water forms 
on them every time the engine cools off. This 
has baffled us for some time, and any suég- 
gestion that you can make will be appre- 
ciated.—Wm. K. Leverich Garage, South End 
of Clinton St., Ottawa, III. 


A* first we were of the opinion that 
the cylinder head gasket must be 
leaking. However, we are sure that 
you have checked up on this point and, 
also, if you had a leaking cylinder- 
head gasket it would be likely to: blow 
out when the engine was running. The 
only possibility seems to be that there 
must be a fine crack between the water 
jacket and the part of the intake pas- 
sage that goes through the head. This 
would permit the entrance of a small 
amount of moisture which might con- 
dense on the plugs when the engine 
cooled off. It may be that you will 
have to install a new head to stop this, 
although it is possible that the use of 
some of the special radiator compounds 
would plug this up if it cannot be 
reached with the welding torch. Pos- 
sibly you can bend the ground electrode 
of the spark plug up at a sharp angle 
so that a drop of water running down 
the center electrode will not get a 
chance to stop in a position that will 
short the center electrode to the ground. 





Adjusting the Pinion of 
Chevrolet Model K ~ 


Can the differential and pinion of a 1925 
Model K Chevrolet be adjusted without 
tearing down the entire rear end, and how? 
—W. Brunnick, 627 Potter Ave., Milwaukee. 


EMOVE the differential cover and 
wash the gears out thoroughly. 
Note exactly how far the pinion should 
be brought back in order to get full 
tooth contact with the ring gear. Pull 
the axle shafts, remove the differential 
adjustment and lift the entire differen- 
tial assembly out of the axle. By re- 
ferring to the illustration you will see 
a screw marked “Bearing lock sleeve 
screw.” There are three of these which 
should be removed. It will then be 
possible to bring back the bearing 
sleeve and place shims behind it. You 
have already determined the distance 
which you wish this brought back and 
that amount of shims should be in- 
stalled. These shims may be _ pur- 
chased from any Chevrolet agency. In 
putting this back, be very sure to get 
the propeller shaft bearing’ thrust 
washer, part No. 24043, back in place 
or the pinion will be 3/16 in, too far 
up in the torque tube. In installing 
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the differential leave back-lash of .004 
in. Then, before putting the differen- 
tial cover in place it will be worth your 
while to check the pinion and ring gear 
contact by lightly painting the faces 
of the gears with white lead. Then by 
running the rear axle with jacks under 
it and with the brakes slightly applied, 
the tooth contacts will be cut in the 
white lead. 


Overland Camshaft Service 
What kind of camshaft does the Model 92 
1926 Overland have? And, can this be re- 
newed without removing the engine or drop- 
ping the bottom pan?—F. E. Cederburg, 
Alpha, IIl. 


HE overland camshaft can be re- 

moved in a manner very similar to 
the manner outlined on page 47 of the 
June 16 issue of Motor AGE, telling of 
the way of replacing Ford camshaft 
bearings. Of course, it is necessary 
to relieve the pressure on the push rods 
and to hold them up out of contact 
with the shaft before attempting to 
pull the shaft out of the engine. Also, 
be sure that the set screws holding the 
bearings are removed before attempt- 
ing to pull the shaft. 
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Tracing the Burning Out of 
Ignition Coils 

I have an Oldsmobile six-cylinder 1924 
model in for repair and the trouble is that 
it has burned out several ignition coils in 
the last few months. I notice that with the 
switch turned on and the car running just for 
a block or two, the resistance or ballast coil 
gets very hot. What would be your sugéges- 
tion about this trouble. Willard Moody, Auto 
Dept., State School for Boys, St. Charles, 
Ill. 


6 Bren system is known as the closed 
circuit ignition system and it is 
just possible that the coils have been 
replaced with coils designed for oper- 
ation on an open circuit ignition system 
and are, therefore, drawing an excess 
of current. The proper replacement 
coil for this car is Delco No. 2178, 
and we feel that if you replace the 
present one with that type that you 
will have no more difficulty. Of course, 
another possibility is that you have 
high voltage in your system due to an 
overcharged battery, a generator that 
is charging too much, or a loose or cor- 
roded terminal somewhere in the cir- 
cuit between the generator and the 
battery. However, you would probably 
have noticed trouble from lights 
burning out if that were the case, and 
as you do not mention that also, we 
conclude that the electrical circuit is 
O.K. 





Ford Current Definitions 


Please define the current that is used in 
the Ford ignition system all the way from 
the magneto to the spark plugs.—Chevrolet 
Inquirer, Rock, Michigan. 


"THE current from the Ford magneto 

is called low tension alternating 
current. The reason for this is—that 
it is not of sufficient tension or voltage 
to jump the spark plug gaps. It is 
called alternating for the reason that it 
first flows in one direction, and then in 
another. That is, the terminal post of 
the magneto is alternately positive and 
negative, sixteen times for each revolu- 
tion of the crankshaft. The current 
from the magneto goes through the 
primary winding of the spark coil. 
Wound around the primary winding of 
the spark coil is a secondary of many 
times more turns of wire than is found 
in the primary. This coil serves as a 
transformer, and builds up the low ten- 
sion magneto current to high tension, 
or secondary current. This secondary 
voltage is great enough to cause the 
current to jump the spark plug gap, 
and for the reason given is called high 
tension or secondary current. 


Don’t Do It 


Please let me know if a tool grinder can 
be made from a Ford starting motor and used 





with 110 volt direct current successfully. 
Can this motor be made to operate on 110 
volt direct current?—Carlos Farris, Tilford, 


cr best advice to you is—don’t try 
it. We have seen shops get by 
by operating a starting motor with a 
grinding wheel from storage batteries. 
However, if any amount of grinding is 
to be done the cost of the current is 
prohibitive. Incidentally, to operate 
this starting motor on 110 volts you 
would have to actually throw away 104 
volts and on the remaining six it would 
consume so much current that it would 
probably take a special power line to 
operate the starter. Very satisfactory 
110-volt grinders are now offered on 
the market at such reasonable prices 
that it would be a waste of time and 
money for you to attempt to make 
your own grinder out of an old starting 
motor. 








SHOP KINKS 
Teas that have proved useful 


[N scraping a connecting rod 

cap I put the connecting rod in 
the vise and have the connecting 
rod bolts in place. I then lay the 
cap upside down and place both 
of the bolts through it, which 
holds it quite firmly so that it is 
easy to scrape—vValentine C. 
Petracca, Box 147, Flushing, O. 
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Readers of Motor AGE are invited 
to submit ideas that they have 
found useful in doing some particu- 
lar service job in the shop in a 
better or quicker way. For each 
one published $2.00 will be paid. 
Whenever possible the idea should 
be accompanied by a sketch or 
diagram from which a drawing can 
be made. 




















Ignition Camshaft Play 
Causes Missing 

I have a 1922 Hupmobile and wish you 
could please give me instructions that will 
make this car hit satisfactorily at 35 miles an 
hour or more. The motor runs very well at 
low speed. At 35 miles an hour the car be- 
gins to lack pick-up and misses badly. I have 
set the points and when I get on a pull it will 
skip a great deal. Please send me instruc- 
tions on setting these points, as I have located 
them according to instructions from the in- 
struction book, which states that they should 
have a clearance of .006 to .008 in. I am now 
running with the points set at .015 in. open- 
ing, which seems to give me a little better 
service than the closer setting.—Dayton Sub- 
scriber. 


WE suspect that your entire diffi- 
culty is due to looseness in the 
ignition camshaft. Due to the very 
small diameter of the cam user on this 
car, any looseness or side play in the 
igniter camshaft is sure to cause trou- 
ble. If there is any appreciable play, 
by that we mean .003 to .004 of side 
play, you should have this repaired be- 
fore checking further on your difficulty. 
With that taken care of, a setting of 
.008 in. to the breaker points will be 
found to be very satisfactory. We 
would also suggest that you check your 
valves and see that they are all given 
a clearance of .004 in. The setting 
of the spark plugs is very important 
and they should all be cleaned and ad- 
justed so that there is a gap of .020 to 
.022 in., between the center electrode 
and the ground. Your difficulty sounds 
to us also as though you were operat- 
ing with a retarded spark. To check 
for this, bring No. 1 piston to top dead 
center of the compression stroke and 
then set your distributor so that as the 
points break, the distributor arm is in 
line with No. 1 cylinder when the spark 
lever on the steering wheel quadron 
is moved 1/3 of thé way up. The re- 
maining 2/3 will then serve as addi- 
tional advance for use when the engine 
is running. 





Replacing Maxwell Front 
Bearings 

I WANT to tell you of the way that 

we go about replacing the front 
main bearing in the engine of the 
Maxwell and Chrysler four. So many 
mechanics remove the engine to work 
on this bearing that we thought the 
easy way should be mentioned. This 
bearing is a sleeve type one and can- 
not be adjusted, but can be renewed in 
about five hours time. All that is neces- 
sary is to remove the radiator at the 
front gear case and front engine sup- 
port, and jack up the front end of the 
engine and pull the bearing. I hope 
this information will be of value.— 
Dyche’s Garage, Muscatine, Iowa. 
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Properly Recorded Contract 
Valid in All States 


N or about Nov. 17, 1925, an 

automobile was sold in Florida 
on a conditional sales contract. On 
Jan. 29, 1926, we bought this car 
from the purchaser. The car was 
supposed to be clear and nothing 
on record against the car there and 
in Iowa. 

Will a conditional sales contract 
given in Florida, but not recorded, 
reach out and reclaim a car from 
Iowa? The purchaser brought the 
car to Iowa and registered it in 
his own name before selling it. 
His residence was established here 
at a local hotel. 

Have a letter from the clerk of 
circuit court of the county where 
he lived when in Florida saying 
there is no record of any mortgage 
against this purchaser on the car 
in question within the last two 
years. I did not ask about a con- 
ditional bill of sale as the letter 
received by us stated it was a 
mortgage. Would that mean the 
Same there?—Collicott Motor, 
Cedar Rapids, Iowa. 


The general rule of law prevalent in 
most states is that a conditional sales 
contract, like a chattel mortgage, must 
be recorded in the manner set out by 
statute in order to be valid against 
others than the parties to the instru- 
ment itself. Under this rule it is held 
that a subsequent purchaser or lien 
holder takes the property on lien there- 
in, for as to them the conditional sales 
contract, being unrecorded, is invalid, 
though good as between the parties 
who made it. 

Under the rule of comity between 
states it may be safely stated that if 
the contract of sale (whatever it be, 
whether it include chattel mortgage or 
is a conditional sale, reserving -title in 
the seller), is valid and the conditional 
sales contract or mortgage complies 
with the state law of Florida, such will 
be upheld in your own state. That is, 
if the instruments are valid according 
to the law of the state where entered 
into (as Florida) that contract, whether 
ynortgage or conditional sale, will be 
good in whatever state the buyer takes 
the car. In this sense it may be stated 
a law of one state will reach out and 
retrieve property carried into other 
states. 

That the purchaser brought the car 
to Iowa and registered it would not 
matter, if same was without the knowl- 
edge and consent of the seller. 


Obviously if the conditional purchaser 
had no title to the property, his claim 
of title would not change by having 


Answers by Wellington Gustin 


it registered, especially if this were 
done without the knowledge of the 
seller. 

It is the duty of the buyer to find 
out about the title of the property he 
purchases. If the state statute where 
a former transfer is made requires the 
instrument of transfer to be recorded, 
then a buyer is not required to look be- 
yond the proper recorder’s office. Such 
laws usually designate that recording 
be done in the county where the prop- 
erty is kept. 

It is the policy of a state to uphold 
its own citizens wherever possible, and 
it is a rule of equity that where there 
are two victims of fraud, as the case 
presented might be, the one who makes 
the fraud possible by his negligence 
should be the one to suffer the loss. 
And as you are lacking in information, 
it appears the case would warrant your 
holding the car and requiring the 
Florida claimant to prove his case by 
evidence. 





Wisconsin Uniform Sales Act 


Q.—What is the interpretation of 
the Uniform Sales Act prevailing 
in Wisconsin? 

This question is too general for any 
specific answer. The Uniform Sales 
Act as adopted in Wisconsin is alone 
several pages in length. The Act is 
uniform with that of several other 
states. The seventy-fourth provision 
reads: This Act shall be so interpreted 
and construed as to effectuate its gen- 
eral purpose to make uniform the laws 
of those states which enact it. Now 
there are volumes devoted to the inter- 
pretation and construction of the vari- 
ous provisions of this Act. 

Then there is also the Uniform Con- 
ditional Sales Act. The purpose of it 
and its interpretation are the same as 
stated above for the former Act. Your 
other questions obviously apply to this 
latter Act. Under this Act the seller 
seeks to retain title to property sold. on 
part payment down. He is permitted 
to retain title by complying with this 
Act. Filing of the contract is the basic 
element for retaining title. 


Q.—What procedure governs the 
repossessing of cars covered by 
sales contracts in Wisconsin? 


Procedure has a strict legal signifi- 
cance and I shall take your question 
as asking how to repossess cars sold 
under conditional sales contract. This 
Act is found in Chapter 122, Wisconsin 
Statutes, 1925, and the provisions bear- 
ing on repossessions are sections 122.16 
to 122.28. There are 12 long provisions 
here—too long for reproduction. 

Let me say that, in general, when 
the buyer fails to meet his payments as 


agreed in his contract, or defaults in 
performance of any other condition 
which the contract requires him to per- 
form in order to obtain the property 
in the goods, or defaults in any prom- 
ise made an express ground for retak- 
ing the property, the seller is entitled 
to repossess the goods. If the buyer 
should refuse to give up the property 
when requested by seller, the latter 
must retake by legal process. If the 
seller obtains goods without giving no- 
tice, the buyer may redeem within 10 
days on payment of amount due, and 
performance of all obligations. If the 
seller gives the buyer notice of inten- 
tion to retake by personal service or 
by registered mail not more than 40 
days nor less than 20 days prior to the 
retaking, and the buyer has not com- 
plied with the obligations in which he 
has defaulted before day set for retak- 
ing, then goods are taken without any 
right of redemption by buyer. 


Q.—If 50 per cent of the original 
purchase price has not been paid, 
the purchaser has no equity in a 
car taken from him, has he? 


Section 122.20 of Act provides that 
if the buyer has not paid at least 50 
per cent of the purchase price at time 
of the retaking the seller is not under 
duty to sell the goods as provided where 
over 50 per cent has been paid, unless 
the buyer serves upon the seller, within 
10 days after the retaking, a written 
notice demanding a resale, delivered 
personally or by registered mail. Sale 
after such service shall be within 30 
days. 

Now the seller may voluntarily resell 
the goods for the account of the buyer 
on compliance with the same require- 
ments. 

Where resale is made the proceeds 
shall be applied, (a) to the payment of 
the expenses thereof, (b) to the pay- 
ment of the expenses of retaking, keep- 
ing and storing the goods, (c) to the 
satisfaction of the balance due under 
the contract. Any sum remaining after 
the satisfaction of such claim shall be 
paid to the buyer. If there is a de- 
ficiency, when the balance due upon the 
purchase price is included, the seller 
may recover the deficiency from the 
buyer. Where there is no resale the 
seller may keep the goods repossessed 
as his own without obligation to buyer 
if the statute has been satisfied and the 
buyer is discharged from all obligation. 

You will see the buyer has an 
“equity” or right regardless of his pay- 
ments until the seller has complied with 
the statute in repossessing and selling 
where necessary. The buyer can force 
a resale, but in so doing lays himself 
liable to a deficiency judgment. 
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| Prices, Weight and Equipment of Current Passenger Car Models 
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j 8-77 “Spec. Six” 4p. Coupe....... 7600} 2/4700| Ceghjklmnp 
2-4p. Roaster.....] 1395} 2]... ./aeghmnrw 5p. Touring. ..... 1145} 4/2890jah rtx 
Sp. Touring. ..... 1445) 4]... ./aeghmnrw 5p. Sp. Touring.. .| 1295} 4/2940] Diw 6p. Limousine. ...| 8100} 4/5000|Ceghjklmnp EX 
2-4p. Cabriolet. ..| 1595}. .].... ; 2p. Coupe....... 1195] 2/3050)a rtx “‘Super Six 
dp. Sp. Sedan. ...} 1495] 4/3350/aeghimnr 2p. DeL. Coupe. .}| 1285] 2/3050/ah 2p. Speedabout $700) 2/2150/amnr 
p. Sedan........ 1695] 4/3390] aeghmnpr Sp. GOGOR........ 1295] 4/3270jah 4p. Speedster 785} 4/2230)amnr 
: Dp. Wand. Sedan..| 1745] 4/3390|aeghmnprv 5p. Sedan DeL. —} 1345] 4/3270jaht 2p. Coupe....... 735| 2/2340jahmnr 
| 8 “Std. 6” 5p. Coach........ 735| 2|2450|ahmnr 
_ 24p. Sp. Rdster. .| 1995] 2/3180|aeghmnprw_ || 5p. Touring...... 945] 4|2475|/ah 5p. Sedan........ 795) 4|2530jahmnr 
; 5p. Touring. ..... 2045} 4/3200] aeghmnpr 5p. DeL. Touring.| 1005} 4/2565\aiw 5p. Sedan Del... 895} 4/2490|ahmnru 
: 2-4p. Cabriolet. ..| 2095]..].... 2-4p. Rdstr.......] 1135] 2/2470jah DAVIS “92-27” 
op. Sp. Sedan... .] 2095] 4/3380]aeghmnprv 5p. Sedan........ 995} 4/2740|ah 5p. Leg. Tour. . . .|$1395} 4/2915] Dhmnr 
; Sp. Sedan........ 2195] 4/3450|aeghmnprv ‘|| 2p. Coupe....... 1035} 2]/2630|ah 5p. Sedan........ 1595} 4/3000] Dhmar 
5p. Wanderer. ...| 2245) 413450] aeghmnprt 5p. DeL. Sedan...| 1095]. .|2740jah 5p. Imp. Sedan 1795} 4/3055) Dghmnort 
147” W.B. 2p. DeL.. Coupe. .| 1125] 2]2630jah “94.27” FALCON- 
7p. Touring. ..... 2295) 4].... 5p. Roadster... .. 1245] 2|2350jdbr KNIGHT 
: 7p. Sedan........ 2595} 4/4200|aeghmnprt “Roy. St. 8” 5p. Touring. ..... 1285} 4/2500\dhr Roadster. .... $1045). .|2450 
. 7p. Touring...... 2195) 413645|ahjmnpwx 5p. Sedan........ 1285) 4/2570|dhr _ I NS a ee 
4p. Roadster..... 2195} 2/3435] Ahmnptwx 3p. Coupe....... 1285] 2)2375\dhr eae 995). ./2565 

i: 4p. Coupe....... 2195] 2/3610/ahmnoptx 5p. Imp. Sedan 1385] 4/2575] Dghmnort Laudau....... 1145]. .|2735 

4 3p. Ctry. Club 2195} 2/3610)ahop **98-27” 5p. Brougham... .| $995). .|2665 

3 5p. Sedan........ 195} 4/3760|)ahmnoptx 5p. Polo Rdstr. 1795} 2|3000) Dghmnt Sp. Sedan........ 1095} . .|2700 
i) 7p. Sedan........ 2295) 4/3870|ahmnoptx 5p. Touring. ..... 1795} 4/3050) Dghimns 
ee BUICK 4p. Coupe........] 1865] 2/3150) Dgmnr 
ie “115” 5p. Emp. Sedan. .| 1885] 4/3200] Dgmnort a 
ida ng Roadster.. . ./$1195] 2/2990|ahmnr 5p. Touring. ..... $1250] 4|/2750|aehmnrx 
Poe p. Touring. ..... 1225} 4/3040|ahmnr 4p. Spt. Rdstr....| 1350] 2/2885) Aehmnrw 
ae he Coupe...... 1195} 2/3110jahmnr 4p. Cpe. Rdstr...} 1395} |2890/aehmnor 
oe = >. 2d. Sedan 1195) 2|3215)ahmnr 5p. Sedan........ 1395] 4/3030|aehmnort 
- 4 4d. Sedan 1295} 4/3300/ahmnr 5p. Brougham... .} 1395} 2/3010|aehjmnor 
- amy — 1275) 4/3190|ahmnr DIANA “St. 8” “<g0” 
ne ra ne Coupe. .} 1275]. .|3190 CHEVROLET 5p. Phaeton... ... $1595; 4/3100j/agmn 120” W.B. 
ie p. ‘own Brom. .| 1375] 4/3305)ah “AA” 5p. Roy. Roadster} 1695] 2/2995|agmnw 5p. Touring. ..... 1450} 4/3245|aehmnr 
ae 4 — 2p. Roadster... .. $ 525} 2|1890\dr 5p. P.B. Rdstr...}| 1795} 2/2995|Bgmnw 4p. Spt. Tour.....| 1595} 4/3395|/aehimnrwx 
“e P od ee sip wilied 1465} 2/3800)ahmnr 5p. Touring. ..... 525) 4/1965)de 7p. Touring...... 1695} 4/3336/agmn 4p. Coupe....... 1795} 2/3500) aehmnorx 
b 3D my Sedan 1395| 2/3750|ahmnr 2p. Util Cpe... .| 625) 2)2090idhr 5p. Cab. Rdstr...| 1995] 2|3160/aghmn 5p. Sedan... ... ,.| 1850] 4/3625)aehmnortx 
* P og Sedan 1495) 4/3870|ahmnr 5p. Coach........ 595] 2/2190/dhr 5p. Cab Rdstr....| 2295) 2/3160/aghmn 130” W.B 
es 9.4 ~ p. Sedan........ 695) 4/2275|dhr 5p. 4d. Sedan... .| 1995} 4/3275)aghmnot 7p. Touring. ..... 1595} 4/3470\afhmorx 
m4 Ms p. Rdster. .} 1495] 2/3655 aghmnprw 2-4p. Cabriolet...| 715) 2/2135/dhr 5p. 2d. Sedan... .| 1695} 2/3170/aghimno TO. Geese: 050) 4/3780) aehmnortx 
i: sD ce Touring.. .| 1525] 4/3735 agjmnprw 5p. Land. Sedan..| 745) 4/2270/dhru 135” W.B **Z-18” 

a Pp. Loupe. ...... 1850} 2/3940/ahmnr Imp. Land....... 780} 4/2260idhu 7p. Sedan........ 2695| 4/3640/aghmnot 5p. DeL. Coach..| 895) 4/2580)aehknor 
= KEY TO SYMBOLS: 

Si A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 

Bs a—Wood wheels. _ d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 

a B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 

a b—Wire wheels. f—Front bumper. i—Spare tire lock. s—Spotlight. *—Overall length. 


g—Shock absorbers or snubbers. 
h—Automatic windshield wiper. 


SER: 


C—Optional wheels with - 


} m—Engine heat indicator. 
c—Type of wheels option 


t—Vanity and smoking set. 
n—Dash gasoline gage. 


§—Prices on application. 
u—Smoking set. 









Motor Age 


Prices, Weights and Equipment of Current Passenger Car Models 










































































































































































































































Passenger f= Passenger ‘i = Passengers ‘ i = Passengers , j = 
an = = &'co| Standard an ca . . & we Standard an oar ® ~| Sc! Standard an a - Pa &co/ Standard 
Model °. ~\8 ae Equipment | Model os a ae Equipment Model oe 2 => Equipment Model os & => Equipment 
FORD “‘T” “*J-1” 5p. DeL. Bro’m...} 2550 . {afghkmnrx “E-75” 
2p. Runabout. $360) 2)1658)a 4p. Playboy...... 1545) 2|2915)aghmnrx “8-80” 2p. Speedster.....} 3485} 2/4251/aeghInprx 
5p. Touring...... 380} 4/1732I/a 2-4p. Sp. Coupe. .| 1695) 2/3070|aghmnrx .. Spt. Touring. .| 2850 .jaeghkImnprt || 4p. Speedster.....| 3485] 2/4256/aeghInprx 
2p. Coupe. .-| 485) 2/1820\a 5p. Cus. Sedan. ..} 1695) 4/3200)aghmnrtx uvx 5p. Phaeton...... 3485) 4/4017}aeghinprx 
5p. Tudor Sedan..}| 495} 2/1950la 4p. Cus. Vict.....} 1695) 2)3200)aghilmnrtx ..Collap. Coupe.| 3000}. .jaeghkImnprt |} 7p. Tour. Speed. .} 3565] 4/4480]aeghilnprwx 
5p. Fordor Sedan.| 545} 4/2002/B | uvx 2p. Coupe Rdstr..| 3565] 2/4374/aeghInprx 
4p. Cus. Vict.....] 2495] 2/3470)aghimnrtx SS eee 2850] 4 .jaeghklmnprt || 5p. Town Coupe..} 3195} 2/4452/aeghlnprx 
5p. Cus. Sedan...| 2495) 4/3470)aghmortx uVvx 2p. Coupe........| 3485] 214373] aeghInprtx 
7p. BOGOR... 220s 3350 .jaeghklmnprt || 4p. Victoria...... 3485] 2/4346/aeghlnprtx 
uvx 5p. Brougham... .| 3565) 4/4525/aeghilnprtx 
7p. Sub. Sedan. ..} 3500). .jaeghklmnprt |} 5p. Sedan........ 3565] 4/4498]aeghinprtx 
uvx 7p. Sedan........ 3640] 4/4620laeghinprtx 
FRANKLIN **48” 5p. Cus. Sedan. ..| 3960f 41/4515|aechinprtx 
**11-B” 4p. Sportif....... § | 4/5030/afghjkirsx 7p. Cus. Sedan...} 4075] 4/4678]aeghInprtx 
3p. Spt. Rdster.. .|$2690) 2|3015)aeghkirx KISSEL ve d ...Roadster..... a = ie 7p. Cus. Limou...} 4175} 4|4718)aeghlnprtx 
5p. Touring. ..... 2635} 4/2975)aeghklprx 124” W | 7p. Touring...... § 4/5330] afghkirsx 
3p. Coupe....... 2490] 2/3105|aeghhklprx 5p. tg — $1685) 4/3020)ahmnr 7p. Tour Lim....| § | 4/5640/afghklrstx 
3-d5p. Coupe...... 2565} 2/3150) aeghklprx 4p. Speedster.....]| 1895) 2/3160jah 6p. Brougham....| § | 4/5464/afghkirstx 
4p. Victoria...... 2740) 2/3165|aeghklprx 4p. Coupe Rd....] 1895) 2/3483)ahmnr 5p. Vic. Sedan... § | 415600\afghkirstx 
5p. Sedan........ 2790) 4|3230)aeghklprx 5p. Brougham... .}| 1695} 2/3300|ahmnr 7p. Lim. Ene. Dr. § | 4/5868) afghkirstx 
5p. Ox. Sedan....] 2815) 4/3230|aeghklprx 5p. Spec. Bro’m. .| 1795} 2/3486j/ah 7p. Cabriolet... .. § | 4/5624/afghkirstx MOON ‘“‘6-60” 
5-7p. Sedan...... 2840} 4/3230) aeghklprx 5p. Bro’m Sedan..| 1895] 4/3440/ah “90” 3p. Roadster... .. $995] 2)2295ian 
5p. Spt. Sedan 2910) 4/3305|aeghikirx 5p. Conv. Bro’m..| 2295}. .|3378 4p. Sportif....... 5900} 4/4475laeghiklmnpr || 5p. Phaeton...... 995) 4/2340/an 
7p. Limousine. ...}| 2940) 4 3360| aeghklprx 131” W.B. tuvx 3-5p. DeL. Rdstr.} 1095} 2/2330idn 
7p. Touring...... 1785) 4/3660]ah 4p. Roadster... .. 5900} 2/4370}aeghklmnpr 3-5p. Roy. Rdstr..| 1195} 2)2330janw 
4p. Tourster..... 1895] 4/3225'ahmnr tuvx 3-5p. Roy. Cab...] 1295] 2/2575ian 
5p. Br’m Sedan.. .| 2095} 4/3596)/ah 7p. Touring...... 6000). .}....] aeghklmnpr 3-5p. Cab. Rdstr.. 1195 2}2575|dn 
cl 2295) . .|3770|ahmnr tuvx 5p. Coach........ 1045} 2/2420/an 
**8-65” 5p. Vic. Sedan... .}| 7300] 4/4842|afghimprtx 5p. 2d. Sedan.....} 1145] 2/2520/dn 
F 125” W.B 7p. Suburban.....] 7500] 4/4930)afghmprtx 5p. Roy. Sedan...} 1195} 2/2520/ahin 
GARDNER 5p. Phaeton...... 1885} 4/3240/ahmnr oe OE ME onees 7450]. .}... 4 aeghklmnpr 5p. 4d. Sedan.....| 1245] 4/2605idn 
**80” 4p. Speedster... . . 2095) 2/3155)ahmnr tuvx 5p. Roy. Sedan. ..] 1295] 4/2605jahn 
4p. Roadster..... $1395) 2/3030/amn 4p. Cp. Rdstr....} 2095] 2/3343|ahmnr 7p. Town Bro’m..| 7500] 4/4615|afghmprtx ~ 
4p. Rdstr. DeL...| 1495] 2/3030|aeghmnr 5p. Brougham... .} 1895] 2/3330|ahmnr 7p. Cabriolet... . . 7500} 4/4615)afghmprtx 5p. Touring...... 1195} 4/2560/dn 
5p. Bro’m Coupe.| 1695] 2/3375|amn 5p. Spec. Bro’m 1995} 2|3345)ahmnr ..Collap. Cab. ..| 7750]. .|..../aeghkimnpr 5p. Roy. Rdster. .| 1595] 2/2720idn 
4p. Vic. Coupe. ..| 1695) 2/3375|amn 5p. Bro’m Sedan. .} 2095} 4/3400|ahmnr tuvx 5p. Cab. Rdstr...| 1595] 2/2720/dn 
5p. Sedan........ 1695} 4/3370|amn 5p. Conv. Bro’m..| 2495}. ./3518/ahmnr Collap. Cab...| 1795}..]. .. 
5p. Sedan DeL....| 1795) 4/3370|aeghmnr 132” W.B. 5p. Sedan DeL....] 1395] 2/2710}dno 
5p. Bro. Cpe. DeL} 1795) 2/3375|aeghimnr 7p. Touring...... 1985} 4/3360)ahmnr > Sedan DeL....} 1545] 4/2860/dno 
4p. Vic. Cpe. DeL} 1795] 2/3375|aeghimnr 4p. Tourster..... 2095} 413155|ahmnr . Spec. Sedan...} 1545] 4].... 
**90” 5r. Bro’m Sedan, .| 2295) 4/3455jahmnr 
2-4p. Roadster...| 1995] 2 pees deghmnr 7p. Sedan........ 2495 Ojahmnr 
4p. Land. Rdstr...| 2295] 2|3475|deghmnr “8.75” 
5p. Brougham....}| 2295) 4/3690|deghimnrt 131” W.B. 
5p. Sedan........ 2295) 4|3730)deghmnrt 5p. Phaeton...... 2185} 4/322Q\ahmnr 
5p. Victoria...... 2295} 4/3690/deghimnrt 4p ter.. 2395} 2/3360)ahmnr MCFARLAN NASH 
4p. Cpe. Rdstr 2395| 2/3578lahmnr “Str. 8” “Std. 6” 
5p. Brougham 2195) 2|3565)ahmnr 4p. Roadster..... $3050] 2/3400) afghmrx 5p. Touring...... $865) 4/2275|Dhnor 
5p. Spec. Bro’m. .| 2295) 2/3671/ahmnr 5p. Touring...... 3180] 4/3400|afghmrx 2p. Coupe 875} 2/2310] Dhar 
5p. Bro’m Sedan..} 2395} 4/3760/ahmnr 4p. Coupe 180} 2/3650) afghimnprtx 5p. Sedan........ 895} 2/2440) Dhnr 
5p. Conv. Bro’m..| 2795). .|3863/ahmnr 5p. Sedan........ 3180] 4/3650\afghimnprtx || 5p. Sedan........ 995} 4/2475) Dhnr 
139” W.B. 7p. Sedan........ 3680} 4/3700|afghimnprtx || 5p Land. Sedan 1085} 4/2550] Dhnr 
HUDSON _ 7p. Touring. ..... 2285} 4/3630)ahmnr 7p. Sub. Sedan 3780] 4/3700) afghimnprtx ‘Speci 
“Super Six” 4p. Tourster..... 2395) 4/3335jahmnr 5p. Coach Bro’m..} 3180] 4/3650|afghlmnprtx 4p. Roadster. .... 1225} 2/2980) Dhnr 
“Std. Line” 5p. Bro’m Sedan..} 2595] 4/3755|ahmnr 5p. Town Car....| 4600] 4/3750|afghlmnprtx || 5p. Touring...... 1135} 4)2980] Dhnr 
5p. Coach........ $1285) 2/3505|aghjmnr 7p. Sedan........ 2795) 4/3975|ahmor “——" 4p. Cabriolet... . . 1290} 4/3070] Dhnr 
5p. Sedan........ 1385} 4/3620)aghjmnr 5p. Sedan DeL....| 2985] 4/3910|aeghimorvx 2p. Roadster..... 5400} 2/4000)Ceghjlmnorx || 2p. Bus. Coupe...} 1165] 2/3030)/Dhnr 
““Custom” 7p. Sedan Del... .| 3495) 4/4080]aeghimorvx 4p. Spt. Tour.....| 5600) 4/4600|Ceghjlmnorx |} 5p. Sedan........ 1215) 2/3150|Dhnr 
7p. Phaeton...... 1600) 4|3565|agmnr 7p. Ber. Sedan. ..| 3585) 4/4125|aeghimorvx 4p. Coupe........] 6720] 214900 “aed 5p. Sedan, 4d.....| 1335] 4/3250|Dhnr 
2p. Roadster..... 1500] 2/3480|agmnr ; “‘Advanced” 
4p. Brougham ...} 1575) 4/3660|aghjmnru 4. Tour. Sedan. . |6720 | 4/5200 Cfghilmnop 121” W.B. 
5p. Sedan........ 1750) 4/3755)aghmnru 4p. Roadster..... 1475} 2/3390) Dghnrx 
Ss 1850} 4/3870\aghmnru 7p. Tour. Sedan. .| 6810} 4/5200 Cfghjimaop 5p. Touring. ...+.| 1340] 4/3400] Dghnrx 
5p. Sedan........ 1425) 2/3550] Dghnrx 
6p. Sedan........ 6720) 4/.... Cfghjlmnop 5p. Spec. Sedan. -| 1545] 413650] Dehnrx 
LA SALLE rtx 4p. Coupe... -| 1775] 2/3580] Dghnrx 
2-4p. Roadster. . ./$2525} 2/3702|aeghlmnprx 7p. Sedan........ 6810) 4/.... Cighjimnop 127” W.B. 
4p. Phaeton...... 2495} 4/3716)aeghlmnprx 7p. Touring. ..... 1440} 4/3480] Dghnrx 
2-4p. Coupe...... 2585] 2/3834] aeghlmnprx 7p. Spec. Sedan...} 6810} 4/.... Cighilmnop 5p. Sp. Touring. .| 1540} 4/3500 
HUPMOBILE 2-4p. Conv. Cpe. | 2635) 2)... .|aeghlmnprx rtx 5p. Victoria. ..... 1595} 2/3640] Dghnortx 
“‘A-1” 4p. Victoria...... 2635} 2/3795|aeghlmnprvx |} 7p. Sedan Encl...| 7110] 4].... “sed 5p. Amb. Sedan. .| 1925] 4/3800 
5p. Touring...... $1325) 4/2620\cghnr 5p. Sedan........ 2685| 4/4063|aeghlmnprtx 7p. Sedan........ 1990] 4/3830] Dghnortx 
2-4p. Roadster. ..| 1385] 2|2660/aghnr 7p. Sub. Sedan. ..| 7110} 4].... Coghjimnor 
2-4p. Coupe...... 1385} 2|2800)cghnr 
5p. Sedan........ 1385} 4/2800|cghnr 7p. Town Car....} 9000] 4/5200 Cfghjlmnop 
5p. Brougham. .++| 1385] 2/2890|cghjn rtx 
5p. Touring...... 1945] 4/3300)eghnrx OAKLAND “‘6” 
7p. Touring...... 2045) 4/3360] beghnrvx LINCOLN “8” 5p. Touring. ..... $1025] 4/2500/ah 
2-4p. Roadster. ..| 2045] 2/3355] ceghnrvx 2p. Spt. Rdster. . ./$4600) 2/4930|aegkInp 5p. Sp. Phaeton. -| 1095) 4/2620)aehw 
Sp. Brougham... .| 2245} 2|3515]j 7p. Spt. Touring..| 4600] 4/4920 ~ ae > Sp. Rdster.. 1175} 2/2590|aehnw 
2-4p. Coupe...... 2345] 2/3465|dghrx 4p. Phaeton...... 4600] 4/4960] begjklnprwx 5p. 2d. Sedan.....] 1095] 2/2745lahu 
Sp. Sedan........ 2345] 4/3545laghrx 4p. Coupe....... 4600} 2/4910)aegkInprx 3p. Land. Coupe.. 1125) 2/2705\ah 
5p. Victoria. ..... 2345) 2)3525|aeghnrx 4p. Sedan........ 4800} 4/4920) aegiklnprx 5p. 4d. Sedan.....] 1195] 4/2855lahu 
BORER.» ccceed 2495| 4/3360/ehr 5p. Sedan........ 4800) 4|5030/aegkinprtx 5p. Land. Sedan. .| 1295 4) 2885|aehnou 
7p. Sedan Lim. 2595) 4/3360) aehnrx 7p. Sedan........] 5000] 4/5050jaegkinmprtx |} MARMON 
7p. Limousine. ...| 5200] 415180 aegkinprtx “Little” 
2p. Speedster... —_ 2|3019|aeghImnprx 
4p. Speedster... 1965} 4/2977|aeghlmnprx 
4p. Sedan........ 1795} 2|3039|aeghlmnpr OLDSMOBILE 
2p. Coupe... 1895] 2}3053|aeghlmnprx “30-E” 
4p. Brougham. . 1895}. .}.... 5p. Sp. Touring.. .| $895] 4/2490|ceghimnr 
LOCOMOBILE 4p. Sedan........ 1895) 4/30S2/aeghlmnprtx || 4p. DeL. Rdster..| 895) 2)2317|cehmnr 
JORDAN “R” **8.70” 2p. ons Rdstr..| 1995] 2|3054|aeghlmnprx 2p. Coupe........] 875] 21... 
4p. Blue Boy... ../$1745)..|.... 5p. Brougham. . . .|$1895| 4/3330|afghkmnorx 4p. Victoria. ..... 2595} 2|3116j)aeghimnprtx || 5p. Sedan 2d......] 875] 2 e 
4p. Spt. Salon... .} 1595) 2|2775jaghjmorx 5p. Sedan........ 1895; 4|3335\afghkmnrx 5p. Cus. Sedan. ..| 2595] 4/3119jaeghimnprtx || 5p. Sedan 4d......] 975] 4]... .le 
2-4p. Tomboy....| 1595) 2)... ./aghmnrx ..Collap. C’pe...| 1995). .]....Jafghkmorx 5p. Cus. Sedan. 2595| 4|3172\aeghlmnortx || 4p. Sp. Coupe....] 965] 212650|ceghmnru 
Sp. Sedan........ 1595) 4/2775|aghmorta ..DeL. Sedan...} 2550 ..jafghkmorx 4p. Town Cab.. 3125} 4/3040)aeghlmnprtx || 5p. Landau...... 1075| 4/2780) ceghimru 
KEY TO SYMBOLS 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. 
C— Optional wheels with s en g—Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. §—Prices on application. 
c—Type of wheels optional. h—Automatic windshield wiper. n—Dash gasoline gage. u—Smoking set. 
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; Prices, Weights and Equipment of Current Passenger Car Models 











































































































































































































ba ba ba On 
a Passengers c+ Passengers —.— Passenger c+ Passengers c+ 
J ae an ae s ee Standard an Belt eS Standard an a e 5 Boe Standard an oe S : ‘em Standard 
_ & Model oS 3 ae Equipment Model oe 2 => Equipment Model os & as Equipment Model os 2 => Equipment 
ee OVERLAND 7p. Limousine. ...| 2695} 4|3750j/aghlmnrtvx ROAMER 3p. Sp. Roadster..| 1195} 2}2945\deghklmnrw 
ie “4” Whippet op. DeL. Sedan... .| 2795} 4/3600|aeghlmnrtvx **8-78” 5p. D-Phaeton....| 1195} 4/3105)deghlmnr 
ea 5p. Touring. ...-. $625) 4/)1985lag 7p. DeL. Sedan...} 2995} 4/3700jaeghlmnrtvx || 2p. Roadster... .. $1495) 2/.... 7p. Cus. Tourer...| 1245). .|3090|deghmnr 
ox foe 9-4p. Roadster....} 695} 2/1930)agh “6-80” 4p. Coune........} 1495} 2]... 5p. Coach.. .| 1230} 2/3115}dehlmnru 
oe Qn. Coupe.. ..| 625) 2)2025\ag 5p. Phaeton...... 1395| 4/2850|aeghlmnrw 5p. Sedan........ 1795}. .}.... | 3p. Catry. Club. .| 1295] 2/2875/dehImnr - 
eo 5p. Coach.......- 625} 2|2075|ag 2-4p. Roadster... .} 1495] 2/3025|ceghlmnrw “8-80” : 4p. Cus. Vict... ..| 1325) 2/3165|deghlmnrv 
' i “ 5p. Sedan.......-. 725| 4/2185\agh 2-4p. Coupe...... 1565} 2/2975|aeghlmnrw 2p. Coupe... ... . ./$1985} 2/3410\ag _ Sp Cus. Sedan... 1335} 4/3235 deghlmnrv 
( 5p. Landau. ..... 755} 4/2230\agh 5p. 2d. Sedan.....]| 1395} 2/3000/aeghilnrw 5p. Brougham... .| 1985] 2|3440lag **Spec. 6” ' 
X ae “6” Whippet 5p. Std. Sedan... .| 1595) 4/3125/aghmnr. 5p. Sedan........ 1985} 4/3570lag 5p. Coach........ 1480} 2/3760/ahjlnru 
we 9-4p. Roadster...} 825] 2/2225jagh . Spt. Sedan....} 1795] 4/3100 “8-88” 6p. Brougham....} 1730) 4/3920)ahinru 
: ‘5p. Touring. . bee 765] 4|2270|agh 5p. Del. Sedan...| 1795) 4/3125|DeghImnrw || 5p. Tourer... . 2495] 413650|cg “Big 6” 
at 2p. Coupe.. .-| 795) 2/2305)agh 5p. Sedan........| 2985) 4/3880\eg 120” W.B. 
( ee 5p. Coach.......- 795) 2/2405)agh 5p. » Al ..++ | 1695] 4/2930)aeghlmnrw 7p. Sedan........ 3285) 4/3980)cg 5p. Du-Phaeton. . /$1445| 4/3700) Deghlmnr | 
' a Bp. Sedan........ 875] 4/2440\agh 2-4p. Roadster... .| 1695} 2|2960|aeghimnrw 2-4p; Roadster... .| 1495} 2/3400) Deghklmnrw 
5p. Landau. ..... 925} 4/2490/aght 4p. Coupe........| 1725] 2|/3050/aeghImnr 3p. Du-Roadster..| 1530] 2/3270 Deghimnr | 
4p  - 1895} 2/3150/aeghilmnr 5p. Club Coupe.. .| 1480} 2/3800|/Dghjlnru 
5p. Sedan........ 1895] 4/3200/aeghlmnrt 2p. Com’r Coupe.| 1545} 2/3395|deghlmnr 
5p. Landau...... 1995} 4/3250/aeghlmnrt 5p. Com’r Sedan..| 1585] 4/3570| Deghklmnr 
, “8-69” 4p. Com’r Coupe..| 1645} 2/3465|deghlmnr 
126” W.B. ROLLS ROYCE jj 4p. Com’r Vict... .} 1575] 2/3510) Deghklmnr 
5p. Coupe........| 2795]. .13810}egi **Si. Ghost” 127” W.B. 
PACKARD “6” 5p. Sedan........ 2995] 4/3875 re Open Models.....} § ...|Bfghjkmprtx || 7p. Du-Phaeton. .| 1845} 4/3720) Deghlmnrx 
126” W.B. 133)” W.B. Closed Models....|  § .|Bfghjkmprtx || 7p. Tourer....... 1845] 4]... .|Dehmnrx 
4p. Roadster... . . $2350} 2/3545) Deghlmnpx 2-4p. Roadster... .| 2995} 2/3650|Deghlmnrx “‘New Phan” 7p. The Pres’t....| 2245] 4/4050) Deghlmnrtx 
5p. Phaeton... ... 2250} 4/3590) Deghlmnpx 7p. Sedan..... .. 3095). . |3975\eg Open Models.....} § ...|Beghjkmprtx || 7p. Pres’t Lim... .| 2495} 4/4080) Dehlmnrtx 
5p. Sedan.....-.. 2250} 4/3925|Deghlmnprtx || 5p. Sedan........ 3495} 4/3950) Deghlmnrtx Closed Models... § ~~ - 
133” W.B. 7p. Sedan........ 3595} 4/4050) DeghImnrtx 
e: 7p. Touring. ..... 2785) 4/3790|Deghlmnprx {|} 5p. Ber. Lim..... 3795} 4/4100) Deghlmortx 
: 4p. Coupe .-| 2685] 2/3925) deghint 
5p. Club. qh -| 2725] 4/4015) Deghilmnpr STUTZ “AA” 
} tx 131” W.B. 
| 7p. Sedan.......- 2785| 4/4070) DeghImnprtx 2-4p. Sp’dster. . . .|$3150) 2|4058jaeghlmnprwx 
7p. Sedan Lim... .} 2885) 4/4130} Deghlmnprtx STAR ‘‘4” 4p. Speedster... ..| 3160) 4/4175jaegh}mnprwx 
“8” 2p. Con. Rdstr....} $550) 2/1850)a 2-4p. Coupe...... 3165] 2|4182|aeghlmnprx 
136” W.B. | PIERCE ARROW 5p. Touring. ..... 550] 4/1920\a 4p. Vict. Coupe.. .| 3175] 2|4176|aeghlmnprtx 
[oa 5p. Phaeton...... 3750} 4/4130) DeghkImnprx “80” 2p. Coupe........| 650} 2/1965}ah 5p. Brougham... .} 3195] 4|4334|aeghlmnprtx 
4p. Ne. .-} 3850] 2}4110| Deghklmnprx || 2p. Runabout. . . .|$2495} 2/3285lafghlrx 5p. Coach........ 675 |22/120 jah 5p. Sedan........ 3195} 4|4340|aeghlmnprtx 
| 4p. Coupe........]. 475}02/4475|deghimnpt 7p. Phaeton...... 2895] 413440lafghirx 5p. Sedan........ 765} 4/2200jah 5p. Land. Sedan. .| 3345] 4/.... 
5p. Sedan........ 750} 4/4430 ne 4p. Phaeton... ... 3095} 4}3300\afghirx “6” ’ 145” W.B. | 
5p. Brougham... .| 2495] 2|3470jafgkirtx 5p. Tourong......| 725] 4|2070)a 5p. Tour. Bro’m. .| 3685] 4/4566/aeghilmnprtx 
143” W.B. ai] 2p. Coupe........} 3100} 2|3405lafghlpr 2-4p. Roadster....| 885} 212140 aeghkmrw 7p. Sedan........ 3685] 4/4656/aeghImnprtx | 
7p. Touring... ... 3950} 4/4250}DeghkIlmnprx || 5p. Std. Sedan....| 2895] 4|3525lafghirtx || 2-4p. Cabriolet...| 915) 2/2260jaeghmr 7p. Sedan Lim... .| 3785) 4/4731|aeghlmnprtx | 
5p. Club Sedan. . .| 4890} 4/4550] Deghilmnp 7p. Std. Sedan... .| 3350} 4/3620\afghirtx 2p. Coupe... 795} 2)2145jahme “AA DeLuxe ' 
rtx 2-4p. Coupe... .. 3200} 2/3450|afghirtx 5p. Coach........ 845) 2|2265jahmr 131” W.B. 
: J eee 5000) 4/4660) Deghkimnp 5p. Club Sedan. .| 3300) 4/3565\afghir 5p. Sedan........ 925) 4/2340jahmr 2p. Speedster... ..} 3250) 2/4058|aeghlmnprwx 
rtx 5p. Club. Land....| 3400} 4/3570jafghlr 5p. Land. Sedan..| 975} 4/2335fahmrt 4p. Speedster... ..| 3260) 4/4175|aeghimnprwx | 
7p. Sedan Lim. 5100} 4/4700| DeghkIlmnp 7p. Enc. Dr. Lim.| 3450] 4/3680)afghirtx 2-4p. Sp. Coupe. .| 975} 2|/2295jaeghkmr 2p. Coupe... 3265] 2|4182jaeghinprtx 
rtx 4p. Coupe... .. 3250) 2/3420lafghirtx 4p. Vict. Coupe... 3275) 2/4176|aeghinprtx 
5p. Del. Sedan 3895) 4/3500/afghirtx 5p. Brougham. . 3320] 4|4334|aeghlnprtx | 
7p. DeL. Sedan 3995] 4/3600/afghirtx 5p. Sedan........ 3320] 4/4340/aeghlnprtx 
7p. Lim. Encl 4045| 4/3660/afghirtx 5p. Land. Sedan. .| 3470} 4].... 
“36” 145” W.B. . 
2p. Runabout. . 5875| 214560\afghirx 5p. Tour Bro’m.. .| 3835) 4/4566|aeghilmnprtx 
4p. Touring...... 5875) 4/4510/afghrx STEARNS- 7p. Sedan........ 3835] 4/4656/aeghlmnprtx 
PAIGE “6-45” 7p. Touring...... 5875] 4/4585 lafghirx KNIGHT 7p. Sedan Lim... .| 3910] 4/4731]}aeghlmnprtx 
5p. Touring...... $1095) 4)... ./aeghnr 7p. Sedan....... 5875} 4/4815 |afghirtx “*F.6-85” ““AA Custom” 
} 2p. Coupe........} 1095) 2|2525|aghnr 7p. Lim. Enel... .| 5875} 4/4870\afghirtx 4p. Readster..... $3250} 2\4252faeghklmnrwx }j 2p. Coupe........| 3915} 2/4182/aeghlmnprx 
4p. Cab. Rdster. .} 1295} 2/2615\aeghnr 3p. Coupe.. 6375) 2|4760 afghirtx 4p. Touring...... 3250| 4/4322}aeghjklmnrw || 4p. Vict. Coupe...| 3925] 2/4176jaeghimnprx. . 
5p. Brougham... .} 1095) 2|2660|aghnr 4p. Cpe. Sedan...| 6375] 2 4795 |\afghirtx x 5p. Sedan........ 3995} 4/4340|aeghlmnprtx 
5p. Sedan........ 1195} 4/2760|aghnru 4p. Sedan........ 6375) 4 4830|afghirtx 4p. Cab. Rdstr. ..| 3550} 2/4250jaeghklmnor 2-4p. Cab C’pe 3995] 2/4090|aeghImnprx 
“6-65” 7p. Ene. "Dr. Lan.| 6000] 4/4895/afghirtx x 
4p. Roadster.......{ 1495} 213055|aghmnrwz 7p. Sedan Land...| 6000} 4/4840 afgbirtx 5p. Cus. Sedan. ..} 3350} 4/4562|aeghjklmno 
5p. Brougham. .--} 1395} 2/3215/aghmnr 4p. Lim. Encl. ...| 6375] 4/4880/afghirtx | rtx 
5p. Land. Bro’m..}| 1395} 2|3115/aghmnr 4p. Sedan........ 6475) 4/4805lafghir 4p. Coupe........| 3450) 2/4257|aeghklmno 
5p. Sedan........ 1495] 4/3280/aghmnrux 2p. Coupe........| 6600} 2)4745 afghir rtx VELIE 
6-75” 4p. Sedan Land.. .| 6600} 4/4800/afghirtx 5p. Std. Sedan... .| 3450} 4/4572/aeghjklmno “Std. 50” | 
7p. Touring. ..... 1655] 4/3420|aghmnrx 4p. Encl. Land... .} 6600} 4/4880/afghirtx rtx 2-4p. Roadster. ...|$1165)..|.... 
4p. Cab Radster. .| 1995] 2/3540/deghmnrx 7p. Fr. Limou....| 7500} 4/4740/afghirtx 5p. Sedan Lim... .| 3700} 4/4650/aeghjklmno 3p. Coupe........]| 1165) 2/2730/aehkmr 
; Sp. Sedan........ 1695} 4|3550/aghjmnrux 7p. Fr. Landau...} 8000} 4/4865/afghirtx rtx 5p. Sedan........ 1165} 4/2810jaehkmr 
4p. Coupe... 1995] 2/3550/deghmnrx 5p. Cus. Sed. Lim.} 3700} 4/4650/aeghjkImno |} 5p. Met. Sedan...) 1325)..]..../eghk | 
See 1995] 4/3765|dghmnrtx rtx ““Spec. 60” 
7p. Limousine. ..-| 2145] 4/3805/dghmnrtx 7p. Sedan........ 3750) 4|4702|aeghkImno 5p. Club Ph’tn....| 1450} 4/3025/aehimnprx : 
**8-85” rtx 4p. Coupe........] 1585} 2|3260)aehmnrux | 
7p. Touring. ..... 2295] 4/3570)aeghmnprx 7p. Sedan Lim... .| 3950} 4/4800jaeghkimno 5p. Spec. Sedan...| 1585] 4/3335 oo | 
dp. Sedan........ 2355} 4/3700|aeghmnprux rtx 5p. Royal Sedan. | 1635| 4/3350/aehmnrux 
4p. Coupe.. ..| 2655] 2/3700jaeghmnprx “*G-885” | 
4p. Cabriolet... . .12655 |231690a eghmnprx PONTIAC ‘‘6” 4p. Roadster. .... 3950} 2|4448|aeghklmnrwx 
7p. Sedan........ 2655/43 /910a|eghmnprux 2-4p. Roadster... .| $775} 2|2160}ah 4p Touring...... 3950} 4|4633|aeghjklmn | 
7p. Limousine. .. +} 2795} 4/3950/aeghmnprux || 2p. Coupe........| 775] 2/2275\ah rwx 
5p. 2d. Sedan.....}| 775) 2|2375iah 4p. Cabriolet... .. 4550} 2|4717|aeghklmnorx WILLYS | 
t 4p. Sport Cab....} 835] 2/2345\a 4p. Coupe........| 4550} 2/4882 ~~ KNIGHT | 
a 5p. Land. Sedan..| 895) 4/2460l/ah **66-A” 
ie 5p. Del. Landau.| 975) 4/2510/aeh 5p. Sedan........ 4650} 414934 = oo 2p. Roadster... .. $1850) 2/3645/aghnrx 
rtx 5p. Touring...... 1850} 4|3684/aghnrx 
7p. Sedan........ 4750} 4/5027)aeghklmno 2-4p. Cab C’pe...| 1995} 2|3700|aghnrx 
PEERLESS rtx 4p. Foursome... ..| 2095} 4/3975|aghnrtx 
**6-60” 5p. Sedan Lim....| 4950} 4 aeghj)klmno 5 a 1995} 4/3975|aghnrtx 
2-4p. Roadster... .1$1295] 212600 rtx 135” W.B 
2-4p. C’pe Rdstr..| 1345} 4/2725 7p. Limousine. ...| 4850] 4]... ./aeghklmno 7p. Touring. ..... 2495). .}.... 
5p. Sedan........ 1345] 4/2895|a REO “A” rtx 7p. Sedan........ 2850] 4/4075/aghnrtx 
“6-72” 2p. Roadster. .....|.$168/5 |2...|aeghnr 7p. Limousine. . . .| 2950). .|4075 
12672” W.B. ...Brougham.....| 1595] 2]... ./aeghinr **70-A”’ 
op. Coupe... 2295} 2/3400|aeghjlmnrtx {| 2p. Sp. Coupe....| 1625] 2|....laeghnr 2-4p. Roadster... .} 1350} 2/2965laghnr 
op. Sedan........ 2395) 4/3475|aeghlmnrtvx 4p. Victroia...... 1845] 2|....j/aeghnr 5p. Touring. ..... 1295} 4/2900/aghnr 
13314” W.B. 5s IL beeen 1845) 4/3700/aeghnrt STUDEBAKER 2p. Coupe........| 1295) 2/2815/agbnar 
7p. te. ere 1995} 4/3175|aeghlmnrx ...DeL. Sedan...| 1995} 4). .../aeghnrt *“Std. 6” 5p. Coach... ..... 1295} 2|3010\aghnr 
} 2-4p. Roadster 2195} 2/3300/aeghlmnrtwx **Wolverine” 3p. Du-Roadster. .|$1160} 2}2880\deghmnr 2-4p. Cab Coupe..| 1495] 2/2880/aghnr 
_ (p. Sedan....... 2595) 4/3675|aeghimnrtvx 5p. Brougham ...} 1195) 2/2960/aehine 5p. Cus. Tourer. .| 1165}. .|3080}deghmnr 5p. Sedan........ 1495| 4/3105/aghnrt 
E —— 
: KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w— Windshield wings. 
3 B—Wie he with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Cloe 
‘ b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. Overall length. 
os C—Optional wheels with spare. —Shock absorbers or snubbers. m—FEngine heat indicator. t—Vanity and smoking set. §—Prices on application. 
ae c—Type of wheels optional. — dnteneatie windshield wiper. n—Dash gasoline gage. u—Smoking set. 
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verybody. 
Everywhere 


With eight beautiful passenger car models 
to offer, Chevrolet dealers have a body type 
for every driving preference—a alle 
everybody, everywhere. 


The family seeking an all-purpose automo- 
bile—women and men who require pet- 
sonal cars of unquestioned smartness—the 
business man who demands combined 
economy, utility and fine appearance— 
owners of high-priced automobiles who 
wish to enjoy the advantages of additional 
transportation without sacrifice of quality 
or prestige— 


—all find in Chevrolet exactly the car that 
meetstheirneedsata price whose lownessre- 
flects the economies of gigantic production! 


As a result of this wide adaptability and ex- 
traordinary value, Chevrolet sales in every 
section of the country are reaching new 
and spectacular heights —with Chevrolet 
dealers everywhere enjoying an increasing 
volume of sound, profitable business. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 
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Where the weather 
strikes hardest 





use 
+v ERBRIGH? 


PONTOP 


to withstand the summer sun 


LOSED CAR DECKS that keep their looks — that’s 
what the public wants. 





Glossy—showy—proud-looking decks—that make cars look 
well groomed. 


The kind that can be had by using Du Pont Everbright 
Pontop. It is proof against the weather—against both sun 
and rain. It holds its lustre. It keeps on looking new. 


And being made of rubber, it is permanently waterproof— 
pliable—easy to tailor—economical in production. 


E.I. DU PONT DE NEMOURS @ CO., INC., FAIRFIELD, CONN. 


Canadian Manufacturer—Canadian Fabrikoid Limited, New Toronto, Ontario 
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In Response to 


Dealer Demand 
W. L. Velie Announces the 


“The most significant sales factor in the automotive indus- 
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try in recent months is the luxurious small car. The === 


y Metropolitan Sedan 2 


Metropolitan Sedan, built on Velie’s Standard Six === 


==} Chassis, is certain to find a wide vogue among to- === 
==} day’s motorists. It is equipped with Velie’s === 


=== specially engineered Airplane Type Motor, em- = 
== bodying full force-feed lubrication and a wide === 
= margin of over-strength. LL. 


eam 





== Special Features 
== Metropolitan Sedan 


— Seventeen-inch Steering Wheel, Wheels Painted to ——= 
= }_ Match Body, Acorn Head and Cowl Lamps, Six-piece == 
== Instrument Panel, Rear-quarter Curtains, Chase 
Velmo Mohair, Stromberg Snubbers, Three-bar =—= 
Bumpers, Metal Door Panels, Metal Back Body, =——~= 
———- 30 x 5.25 Tires, Assist Cords, Gas Purifier, =—o> 











mt 


The Metropolitan = Arm Rests, Oil Filter == 
Sedan includes =} Velie offers a full line of cars on two === 
costly car fea- == _ chassis, price range $1165 to $1635 = 
tures not found in men = 
any other fully =—— VELIE MOTORS CORPORATION =—~= 
equipped 6-cylin- —_— Moline, Illinois = 


dei, Four-door 
Sedanwith 56-inch 
tread at the price 
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DEALERS AND 
DISTRIBUTORS: 


Never before has 
the Velie Franchise 
been so valuable. 
Sales are increas- 
ing from 47% to 
61% compared with 
1926. If your ter- 
ritory happens to 
be open,investigate 


Standard Six 


Metropolitan 


Sedan 


$1325 


Re) F.O. B. Moline 
- Fully Equipped 
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CURTIS COMPRESSORS, HOISTS, CRANES, CAR WASH SYSTEMS, PORTABLE COMPRESSOR UNITS 








Curtis Accuracy 


The longer life and lower up- 
keep cost of the Curtis Com- 
pressor are due to two things: 
(1) distinctive design; and (2) 
precision manufacture. 

As an example of the latter, 
the illustration shows a Curtis 
crankshaft being ground from a 
drop forging to .001”’ accuracy. 
From the selection of special, 
seasoned pig iron, in our own 
foundry, until the completed 
compressor is given the final 
Compressed Air Society tests, 
standards of quality and pre- 
cision are employed such as 
would do credit to an automobile 
manufacturer! 


Such practices might lead you 
to expect high prices, but again 





CURTIS PNEUMATIC MACHINERY COMPANY, ST. LOUIS. U.S.A. 


© 





Curtis Style ““v” 
Compressor 


for garages, filling sta- 
tions and industrial 
uses. 


The world rides on 
Curtis air! If you should 
drive in for ‘‘free air’’ in 
Singapore or Valparaiso 
you would be quite as 
likely to find a Curtis 
Compressor at work as 
you are around the cor- 
ner from where you live! 


Curtis Compressors 
are used the world over 
for supplying air for 
tire inflation, car wash- 
ing, materials handling, 
rock drilling and the 
operation of machines 
and tools of a thousand 
kinds in factory, field 
and work shop. 


When you buy a Cur- 
tis Compressor you buy 
something more than 
fine raw materials put 
together with meticu- 
lous care — that some- 
thing is experience! To 
be sure of reliability, 
every compressor you 





the advantage is on the side of 

the Curtis. The enormous pro- 

duction of Curtis compressors 

makes the price as low as you 

would pay for an ordinary ma- ever buy should bear 
. the name “Curtis—St. 

chine. Louis.”’ 


With nearly three-quarters of 
a century of manufacturing ex- 
perience, this company has de- 
voted 30 years to the perfecting 
of compressed air machinery. 
Its contributions to engineering 
and design have been notable, 
but not more so 
than the ability /~""<._ 
it has developed |! wwe 
to place quality 1 
manufacturing Z 
on a low-cost } 
basis. 
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It’s marching ahead to bigger profits 
with NORTH EAST products 
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NORTHEASTERS 





The horn with the smart vibrant tone 
that makes driving safe 


NORTH EAST 
Speedometers for Fords 





NORTHEASTER “75” $1750 


non pn ae aed NORTH EAST A real speedometer for Fords. Dependable, 
NORTHEASTER “50” 00 °4° : accurate, good-looking—up to the North 
Without equal for the price $52 Magneto-Base Ignition Unit East standard in every respect. New pat- 


—— er oe ar-wheel drive with enclosed gears 
Efficient ignition—hot spark for starting; right ented rear-w! 8 
T TER * ; ee i 
NORTHEASTER “50-S” $52 spark at all speeds. Dependability—mechan- ~ clogging with mud nhg Ghee 
Short projector for outside mount- ically superior; long life. Ball Bearings—all troublesome swivels or shaft strains. Accur- | 
ing on Motorcycles, Cabs, Trucks wear reduced to a minimum. Automatic spark ate at all speeds. Fully compensated for | 


‘ temperature changes. Easily read day or 
NORTHEASTER “50M” $ 500 spark. North East Battery Ignition means better night. Dashlight can be mounted on speed- 
Motor driven horn for all around performance and lower maintenance cost. 6 and 


ometer itself, 
use 12 volt types—4-cyl. $45.00—6 cyl. $48.00. Complete with application parts $1500 


advance far better acceleration than with set 


























Genuine North East Parts mean playing square with your customers. They eliminate “come- 
backs.” They assure you of a steady, reasonable profit. Available from more than 1000 
Authorized Service Stations who will be glad to give you accurate technical information con- 
cerning their use. Consistent use of GENUINE ParTs and adherence to the NortH East 
POLICy puts any repair station in line for official recognition as an authorized representative. 


Neary East Exectnic Co. NoatH East Seavice Inc. 
anufacturers of A utomotive Equipment ; Official Service and Sales Distribution . 
and Electrical Appliances For NORTH EAST Products’ ~ 
Rochester -- Atlanta -- Chicago -- Detroit 
rancisco 


Starters -- Generators -- Ignition -- Horns 
: : . KansasCity -- NewYork -- SanF 
Electric Drives for Typewriters The Equipment That fasts cates ~> Paste -* Toronto . 



















edometers -- Fract. HP Motors 
Rochester, N. Y. Authorized Service Stations the world over 
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The One Line 
fc Everybody Knows 








“What-kind of bushings did you 
put in those springs?” 


When your customer asks that it 
saves a lot of talk if you are able 


to say “Bunting Phosphor 
Bronze.” 


: Bunting Bushings are the only 
| bushings that the general public 
knows anything about. For years 
they have been preferred and 
specified by the manufacturers 
} of the cars you sell and service. 


Jobbers in your market can sup- 
ply you with Bunting Phosphor 
Bronze Bushing Bearings for all 
replacement needs. 


PO ENT GEE ETT MT 
OE AR. CNS BE OI SI IELTS PE EO 
s ‘ 
liom 


THE BUNTING BRASS & 
BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK CHICAGO BOSTON 
276 Lafayette St. 2015 S. Michigan Ave. 36 Oliver St. 
‘ Canal 1374 Calumet 6850-6851 Hancock 0154 
PHILADELPHIA SAN FRANCISCO EXPORT OFFICE 
1330 Arch St. 198 Second St. 276 Lafayette St. 
Spruce 5296 Douglas 6245 New York 











UNTING 


PHOSPHOQR BRONZE 


USHING BEARINGS | 


. PATENTED 
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THE CORE THAT ENDS 
all Radiator Troubles 


REPLACE leaky radiators with 
new STANDITALL cores and put 
an end to all radiator troubles 


STANDITALL Radiators are UNDAMAGED by boil- 
ing or repeated freezing. The core expands to take care 
of freezing and when thawed out all parts resume their 
normal position. | 


Imagine the results if you tell this to your trade. And 
not only tell them, put in a STANDITALL 
Core and PROVE it tothem. Replace leaky 
radiators, instead of repairing them. There’s 
more profit for you and more satisfaction for 
your customers. 


STANDITALL Radiator Cores are available 
for every car, bus or truck, and complete 
radiators for Fords, Chevrolets, Dodges and 
Maxwells. 


wn 


Damage-proof due to boiling. 
Damage-proof due to freez- 
ing—even freezing solid. 
Old-fashioned dummies of 
ordinary cores. practically 
eliminated. 

Freer circulation makes for 
greater cooling ability. 
Wider distribution of the 
water raises boiling point. 
After freezing, when thawed 
out again, all parts resume . 
normal position. 

Built to last 10 years or 

more. 

Tested in 20 pounds air 

pressure, 5 times more than 

ordinary. 


Made for all cars. 


Pe ee 


truant 





Your favorite jobber can get them for you if 
he does not carry them at present. On your 
next order give them a trial. A complete 
description of exclusive STANDITALL 
features will be mailed on request. 


J.C. Black Mfg. Co., Inc. 


Factory and Executive Offices: 


| Oil City, Pa. 
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IMPORTANT ANNOUNCEMENT 


by a Division of General Motors 


* * > ¢ 
G as a new motor car will be announced by a 


division of General Motors. Its coming will 
change a lot of value standards now existing in 
the industry. For this new car embodies elements of 
mechanical quality, beauty and style never before 
presented in a car of its price. 





No need to wonder how reliable it will be, for it has 
undergone the punishment of pitiless testing on 
General Motors Proving Ground. No need to question 
its beauty and style, for its bodies were created and 


built by Fisher. 


This new General Motors car is so priced that dealers 
who handle it will operate in the largest and most 
profitable bracket of the entire automotive trade. If 
you would like to know more about this car and how 
you can acquire the franchise, address 


Manufacturer, North End Station 
BOX 126, DETROIT, MICHIGAN 
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OTHER BOSCH 
AUTOMOTIVE 
NECESSITIES 


BOSCH ELECTRIC 
WINDSHIELD WIPER 


—ee  i‘nenes 









Double vision, two arm, electric , 

windshield wiper, uneffected by 

engine speed. Gives fair weather , 

vision when it storms—all 
can see all. 


BOSCH 
TRAFFIC-TUNED 
HORNS, Electric 

aaa 


Four sizes and 
types of instanta- 
neous warning 
signals with dis- 
tinctive tones and 
eficient warning. 


BOSCH 
SPARK PLUGS 





Gas-tight, heat resisting 
Bosch Spark Plugs give 
big, tibbon-like sparks for 
cold weather starting. 


= 
= 





BOSCH 
SHOCK ABSORBER 


Correct control 
for all makes and 
types of cars. 
Three point con- 
trol for Fords. 





BOSCH UNIVERSAL 
IGNITION COIL 
* 


Replaces igniticn coils 
on all makes of cars and 
trucks. Gives Bosch 
standard of depend- 
able performance. 





BOSCH MAGNETO 


AND GOVERNOR 
FOR FORDSONS 


Automatic 
control for 
Fordsons. 
Saves in oper- 
ation and im- 
proves the 
performance. 
Saves its cost 
in a season. 


BOSCH AUTOMATIC 
GAS SIGNAL 

















Entirely electrical in operation. 
Accurately records gasoline in 
tank and automatically flashes 
warning before tank is empty. 








MOTOR AGE 








BOSCH 
RADIO 


receivers are noted for their tonal quality, beauty 
of appearance and simplicity of operation. Wide 
range of selection is had in 5, 6 or 7-tube receivers, 
two-cone type reproducers anda range of power units. 
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The profitable logic of giving 
the people what they want is 
daily demonstrated by hundreds 
of dealers selling Bosch Type 
FI-600 Ignition for Fords. 


Bosch Ignition gives automatic spark 
control—a popular feature with all 
drivers—it eliminates bucking. and 
stalling in city traffic—it gives Fords 
big car steadiness and ease of operation 
and quick get-away, and the power to 
climb steep grades with little use of 
low gear. It’s a gas saver, too! 


Bosch Ignition is continually adver- 
tised. It is an excellent automotive 
necessity to feature at this season of the 
year. Precision built by Bosch, it 
always satisfies. Your accessory whole- 
saler or nearest Bosch Branch can 
supply you. Price $11.80. 


American Bosch Magneto Corp. 
Main Office and Works: Springfield, Mass. 


Branches: New York Chicago Detroit San Francisco 
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“The | the Way to New 
~— Hutto Kit) «| and Greater Profits 
opens | Fe Seri gincaingt amas 





does not cease with the sale 
of its products. It is the 
policy of this company to 


The Way ice | give its patrons first aid by 
New an d showing them how to in- 


crease their business and 


‘Greater Profits profit from the daily grind. 


Therefore, the HUTTO KIT 
of merchandising ideas has 
been prepared for you, con- 
sisting of newspaper adver- 


tisements, letters and a series 
of direct by mail pieces, 
backing up the HUTTO 
PROCESS of refinishing cyl- 
inder bores, with a resultant 
increase in business for you. 





The HUTTO KIT will 
be first aid in producing 
a largervolume of business 
—itis yours for the asking. 
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HUTTO ENGINEERING COMPANYINC. 
515 LYCASTE AVE. DETROIT 
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* mae an Having the cylhoder bores of your 

1 serous problem uf mower cohomhed by the *HUTTO 
sutororile +e part PROCESS is an assurance of longer lite. 
ee ee treedum trom oll pumping and other 

ded favup f cnagine ailments The *HUTTO PRO 

ee‘? ~e Jt paved CESS makes cy lander bores velvet smouth, 

“Hie he aggonnr a straigh«, round aad as accurate as is 

ie, evened attained by maautacturers whoa Hutto 

srasgbt aad rownd Ground tn producuon—plus a sCusviie as 

mn A few hours uth morcor 

sat takine th 
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wa thoroughly seasoned 


shomkape of the metal in a green block 
v9 become distortod 
causing blowbys. cosuluoy of 


presen, loss of pe 


Have Jur 
*HUTTO PROCESss — NOW — aad 


cOpoy perfect Muto. satiytact OO 


HUTTO ENGINEERING COMPANY INC DETRO?II 


—4) — = —s 
peedabil 
ibility of your Car to speed up 


ids largely upon the condition 


mush of your cylinder walls 


with cylinder bores finished by 
HUTTO PROCESS have Uc 
iy to speed up—for the walls 
clyvet smooth, straighe and 
i — reducing piston friction 
ninimum, making good com- 
won possible 

n your engine needs overhaul: 
nake sure your cylinder walls 
refinished by the *HUTTO 


CESS — we are specialists in 






condoned, toc che LA ork—bring your Car in today 


sarantee our work. 
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Merchandise your Service 


Investment in shop equipment must return a profit— 


get the HUTTO KIT and Pr 


Grind. 


ofit From the Daily 


Advertising must be backed up with service. Mer- 


chandise your Service. 


Ring your cash register with a HUTTO GRINDER— 
guarantee a factory job—the real basis of a satisfactory 
reconditioning job. 


Write for booklet 


Lo 


‘‘How to 


Get Profit From the Daily Grind’’ 


JeNGINEERING Company Inc. 


Avenue 


y 


Detroit, Michigan 
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ACCESSORIES List Cest PROFIT & 
Bumpers . $ 25.00 $15.00 $10.00 Q U ; " IT 
Step Plate 3.00 1.89 1.20 I [ 

Tire and Tube . 18.00 i2.00 6.00 
Tire Cover . 2.00 1.05 95 
Clock... , 12.00 7.20 4.80 
SpotLight . . . . 10.00 6.00 4.00 Or 
Cigar Lighter . ; : ; 5.00 3.00 2.00 
Heater . : ; ; ; 5.00 3.00 2.00 
Tire Lock . ; ; 3.00 1.80 1.20 
Chains... | i 5.00 3.00 2.00 
Moto Meter. ,; ; , 5.00 3.00 2.00 re a er CO ~ 
MonocraM Locking 
Gear Shift Ball , , 2.50 1.50 1.00 
MONOGRAM : 
Ornament No.3 . 3.00 1.80 1.20 
MONOGRAM Junior 
Locking Cap ._.. ) 6.00 3.60 2.40 | 
Average Totals $104.50 $63.75 Wh i <8 eS 








Ornaments — $3.00 \I . 
to $7.50. Style above \ NA 


Monogram 
$5.00 Caps—3$4.00 Onyx Gear 
to $15.00. Style of Shift Bal!s 
cap priced in chart is are in 
Jr. Wing or Jr. Reg. 


Three Styles 
$2.00 to $5.00 


Sell More Accessories 


R. CAR DEALER: What will be your net 
profit at the end of the year, after deducting 
your used car losses? 
Your own National Automobile Dealers’ Associa- 
tion tells you that accessories (dollar for dollar) 


But You Can Make— 26% if you buy from our 
jobbers. If you do not know a MONOGRAM Jobber 
in your locality, write us. 


Every time you sell a new (or used) car without 





g 


will give you more than five times the profit that 
you can get from car sales. 


The figures and items in the above chart are average 
and show the car dealers’ average profit to be made 
from accessories. 


See What These Figures Mean to You 


Net profit per dollar on car sales, 1.6% Your 
j Association 
Net profit per dollar on accessories, 11% Figures 


extra accessories you are taking good money out of 
your own pocket. MONOGRAM Radiator Caps, Ra- 
diator Ornaments and Onyx Gear Shift Balls insure 
you a much greater profit than 11% and help you 
put over many car sales. 


Four radiator caps, three gear shift balls and five 
DeLuxe radiator ornaments give you a balanced line 
to choose from for any car or pocket book. Ask us 
for Monogram literature. 


WATCH FOR OUR BIG DIRECT BY MAIL CAMPAIGN 
THE KINGSLEY-MILLER COMPANY, 600 W. Jackson Blvd., Chicago, Ill. 
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Announcing 
Delco~Remy 


HYDRAULIC 


Shock Absorbers 


Distribution through 
United Motors Service 


Lovejoy Hydraulic Shock Absorbers occupy their present 
position of leadership because of the exclusive features 
of design which they employ. The hydraulic principle 
for checking spring rebound is acknowledged to be 
superior to any other type. The consistent and unvarying 
performance of Lovejoys has won them wide public 
preference. 




















United Motors Service adds many distribution advan- 
tages to the Lovejoy Shock Absorber franchise. These 
include strategic location of large stocks in twenty-three 
United Motors Branches and a more extensive adver- 
| tising program to further stimulate consumer demand. 


The Delco-Remy 
Lovejoy Hydraulic 
Shock Absorber 





At present there is an efficient Lovejoy Distributor | 
organization operating in the principal centers. | 








Detco-Remy Dealers—write for name of nearest 





love joy Authorized Lovejoy Distributor. 
The sign of official UN ITE D Morors SE RVICE 
Delco-Remy GENERAL OFFICES, DETROIT, MICHIGAN 


Lovejoy Service al 
_ Official Service Organization for 


DELCO-REMY + KLAXON + HYATT + NEW DEPARTURE +, HARRISON + JAXON * AC 


Branches in Principal Cities 





ATLANTA DALLAS LOS ANGELES PHILADELPHIA 
BOSTON DENVER MILWAUKEE PITTSBURGH 
BUFFALO DETROIT MINNEAPOLIS ST. LOUIS 
CHICAGO NEW ORLEANS SAN FRANCISCO 
CINCINNATI INDIANAPOLIS NEW YORK SEA 


TTLE 
CLEVELAND KANSAS CITY OMAHA TORONTO, CANADA 
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Hows y your air 


ANY times, regular and prospective customers ask 
this question, and your answer has an effect on 
your profit-and-loss statement. 


SRP.’ . —™® 
< S : 
” > Spe 
nw Se i 
Sa ee oy 











| When you are without air for tire service, you send the 
customer to your competitor, but when you can answer 
“‘“Good,’”’ and show him a modern Brunner installed and 
maintained for his convenience, you pave the way for 
sales and profits. 


And tire inflation isn’t all you can do with a Brunner 
Compressor. Spray painting, touch-up and complete re- 
finishing, cleaning motors and oiling springs are but a few 
of the jobs that ring up the cash register. 


An interesting booklet, ‘‘Air Profits,” tells you how. 
Ask your jobber salesman or write us. 


Brunner Manufacturing Co. 


Utica, N. Y. 
Kansas City, Mo. San Francisco, Cal. Toronto, Can. 
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BRUNNER 
Model 300 
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20 Million 
Motoring 
Minds 


N addition to manufacturing a 

product of highest quality—brake 

lining made of the best materials 
obtainable, factory-controlled from 
raw material to finished product— 

In addition to providing the retailer 
with Dealer Helps of infinite variety 
and 100% usefulness— 

In addition—Multibestos backs the 
retailer with National advertising that 
reaches 20,000,000 or more _ readers 
whose minds are interested in motor- 
ing, most of them actual car owners. 

On the opposite page is an example 
of the Multibestos 1927 advertising. 
A full page in color, appearing during 
April, designed to appeal to this motor- 
ing public. Your trade is seeing this 
advertising. It will pay you to follow 


it up. Write for the Multibestos : 3 Ne oa 
Profit Proposition. eter 927 . ua tae cory 
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MULTIBESTOS COMPANY 
Walpole, Mass., U. S. A. 


MULTIBESTOS 


REG. U. S. PAT. OFF. 





BRAKE LINING 

















25 Cents 
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Mysteries 1 Can Not |: 
Explain—»y Stewart Edwurd White 
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Wyoming, along famous 
Rocky Mountain Highway 
By Ewing Galloway, N. Y. 


OU can never enjoy to 

its fullest the pleasure 
of visiting beautiful scenes; 
or meet with confidence the 
driving problems presented 
in reaching them, unless you 
know for a surety that your 
BRAKES are safely shod. 
Multibestosis theSafe Brake 
Lining from its first moment 
of service to the time when 
it has worn to wafer thinness. 
Your brakes are always— 


Sa oe in the rena of 


pe: 
(| yy) 
“e ‘ 


| Mave IN U.S 
=. 


TIBESTOS COMPANY 
WALPOLE, MASS., U.S. A. 
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PEERLE 


is areal money make€ 


HE Peerless sales plan is built on profit to the dealer. 

Prices are so inclusive that there is literally a Peerless 
for every purse. There is no price class from $1295 up that 
the Peerless dealer can’t sell. 


You know what a line like that means—backed by a name 
of Peerless standing—supported by a live, progressive 
factory organization— 


The new Six-60 car has gone over with the public in a wonder- 
ful way. Sales have exceeded our fondest expectations. 


This all means profit for our dealers. It means an opportunity 
for you also. , 
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Roadster-Coupe 
4-door Sedan 
2-door Sedan 


f. o. b. factory 


Ye 


The Six-60 
4-door Sedan 


RLESS - HAS : ALWAYS 
{EN + A+ GOOD : CAR 
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ERLESS 


ill has open territory 


RITE, wire or phone for details of the Peerless 
franchise. You’ll find the entire proposition 
intensely interesting. Let us tell you something of 
Peerless plans—something of what the Peerless dis- 
tributing organization is doing in the field. 


This new low-priced Six-60 has greatly extended 
Peerless sales opportunities. Today there is still room 
for a good distributor or dealer in many localities. 
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Get in touch with us at once 














upe Phaeton ee 
in Roadster 
in | f. 0. b. factory 

Me 


The Six-60 
Roadster 
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PEERLESS MOTOR CAR CORP. - Cleveland, Ohio 


Manufacturers of the famous 90° V-type Eight-69, 
the Six-72, the Six-80, the Six-90 and the Six-60 
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EVER RUN ON A 
TIRE REPAIR ACCESSORY 











. 5S spe - e . gs 
cane) Ome 


. = ee im | Biper® ; ; “ - wet - 
a Sh EY Fe in 
Pe he i : . ode 
: . Bs * ; a ee ae — a, 
; ai ix BS wo ae 
h e f 4 i NC Re s It cant ‘ wt XD we 
Make this Test! eanlin WET ) 


iste naxc Secale «bts Vulcanized 
Shaler Chemists, work- — oN 
ing with the experimental e e 
departments of two of the Ad 
largest tire companies, per- vertisin 
fected this new Shaler 
Patch tostand the constant 
flexing of Balloon Tires. 


Take your pliers and try 
to loosen an improved 
Shaler Patch. It can’t be 
done without tearing a 
piece out of thetube. A fine 

emonstration to make for 
your customers! 


S MINUTE VULCANIZER 














DS like those shown above are to appear all 
summer in The Saturday Evening Post, 
Liberty, Country Gentleman and Popular Science. 
Powerful ads with a punch, that strikingly put 
over the idea of “Welding in Rubber” —Vulcan- 
izing! 5,500,000 copies each month stressing the 
importance of a Vulcanized Patch on balloon tires. 


Shaler Vulcanizers and Shaler Improved Patch- 
&-Heat Units will move as never before—and last 
year over 65 Million punctures were permanently 
repaired the Shaler Way. Tie in with The Greatest 
Repeater in the Accessory Business—NOW! 


New and bigger discounts plus the positive fu- 

ture increases in Shaler sales mean greater profits 

65 Million Shaler Patch-and-Heat for you. Be sure you have your Shaler stock in 
nea shape and a supply of Shaler dealer helps. 


Ask your jobber’s salesman 
The SHALER Company 207 Fourth Street 
Waupun, Wisconsin, U.S. A. 








Reg. U. S. Pat. Office 


World’s Headquarters for. Tire ery Se 
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Add a Lasting Thrill ta any Motor 
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Bohn Products include Ring True Bearings—Bohnalite Castings, 

semi-permanent, permanent mold and sand, Nelson Bohnalite 

pistons; we also supply the government with replacement pistons 
and bearings for the Liberty engine. 





LIGHT ALLOY PISTON WITH A STEEL: BACKSONE 



































There was a time when the bulk of auto- 

The Backbone of mobile buyers could be turned away from 

Steel or Strut the quick-get-away car—preferring dur- 
Special alloy steel struts are ability and long life. 


cast in, to control expansion 
and maintain satisfactory 


shenenndes.titeiiw call jaan Today NELSON *BOHNALITE Pistons are 


operating conditions. The standard in cars which combine swift get- 
struts are the backbone of 


piston endurance and long life. away, speed, smoothness, great power, 


minimum vibration with durability and 
long life. 


BOHNALITE, the alloy from which 
this piston is made, should never 
be confused with any other light 


alloy upon the market. Every . . ° 
aay Sele rede <o ag  anke Nelson Bohnalite Pistons are already being used by manufacturers 


treated for uniformity, strength of cars, for which they claim unprecedented performance—a list 
and hardness. of them will be gladly furnished upon request along with a book- 
let which further describes the design of this outstanding piston. 


BOHN ALUMINUM & BRASS GORPORATION 
EAST GRAND BOULEVARD, DETROIT 
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ANTI-KNOCK 


COMPO 


GASOLINE | 
PORATION | 


NEW YORK. 


UNOS 


USA 


Get the benefits of high compressio 


UTOMOTIVE engineers 
have long known that the 
efficiency of gasoline engines 
increases as their compression is 
raised, 


The compression of the present 
day automobile is as high as the 
limitations of ordinary gasoline 
permit. Gasoline is not a perfect 
fuel. It explodes too soon (i. e., 
“knocks” and loses power) when 
compressed beyondcertainlimits. 


That is why automotive re- 
search devoted many years to the 
development of “ETHYL” fluid, 
which, when mixed in very small 
quantities with motor gasoline, 
eliminates its knocking tenden- 
cies and makes it a high compres- 


sion fuel. The fuel so mixed is 
Ethyl Gasoline. 


Ethyl Gasoline has brought the 
benefits of high compression — 
greater power and flexibility, 
faster pick-up, reduced gear- 
shifting —to hundreds of thou- 
sandsof motorists. This is because 
carbon deposits raise the com- 
pression of your engine beyond 
the point at which it was designed 
to perform efficiently with ordi- 
nary gasoline. 


Try Ethyl Gasoline to-day. En- 
joy a driving satisfaction and 
engine performance that you have 
never before experienced with 
your car. The “ETHYL” trade- 
mark shown above identifies the 
Ethyl Gasoline pump. 


ETHYL GASOLINE CORPORATION, 25 BROADWAY, NEW YORK CITY 


ETHYL GASOLINE | 


What high compression 
means to you 


HE principle of high compres- 

sion is readily understood. The 
tighter you pack the powder charge 
in a muzzle loading gun, the greater 
the force given the bullet. Similarly, 
the tighter gasoline vapor and air are 
compressed in the combustion cham- 
ber (the space between the head of 
the cylinder and the topof the piston) 
before ignition, the greater the power 
derived from the explosion. 


Increasing compression therefore 
simply means decreasing the size of 
the combustion space, which may be 
accomplished mechanically or 
through the formation of carbon. 


Higher compression means a more 
powerful and flexible car, less gear- 
shifting, faster pick-up. In short, a 
performance impossible with lower com- 
pression and the use of ordinary gasoline. 
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A history an 


The giant 45-acre Pierce-Arrow factory . . . 
the daylight buildings containing 1,400,000 
square feet of floor space ... the type of 
men... their tools, the materials and how 
they are tested—all provide sales material 
for the Pierce-Arrow dealer which only he 
can use. 

For here are standards that permit no 
hurrying or skimping. Here men, some of 
whom have been with the company all of its 
twenty-six years, work with the painstaking 
mastery that always marks the highest 
achievements. Only where standards like 
these have become fixed, traditional habits 
can they be applied as a practical working 
policy. 

Countless Pierce-Arrow sales have been 
influenced by this story. Whenever it is 
told by a salesman it emphasizes, in the 


d a tradition 
that mean sales and profits 


mind of the prospect, a long-standing re- 
gard for Pierce-Arrow unlike that accorded 
any other product. 

That Pierce-Arrow, while building this 
public esteem, has never lost sight of the 
progress and prosperity of its dealer organi- 
zation is evidenced by an increase in dealer 
representation of nearly four hundred per 
cent in three years. 

Now, with the lowest prices in Pierce- 
Arrow’s history—with the field virtually 
doubled and the demand for Pierce-Arrow 
stronger than ever—dealers in small as well 
as large cities are profiting as never before. 
Where Pierce-Arrow is not now adequately 
represented negotiations will be entered into 
with people of standing and responsibility. 
Write or wire. THE PIERCE-ARROW 
MOTOR CAR COMPANY, Buffalo, N. Y. 
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® 1927, AC Spark Plug Co. 
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Lindbergh ~ Chamberlin 
Acosta ~ Byrd 


One for all and all for one 
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BYRD 
! )North Pole 
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LINDBERGH 





“T" HERE are no Service Stations along the route 
* of a trans-Atlantic or polar flight. 


In such a test, failure of a single spark plug might 
spell the difference between triumph and disaster. 


In that first successful non-stop flight across the Atlantic, 


Colonel Charles A. Lindbergh placed his firm faith in 
AC Spark Plugs. 


For his historic flight from New York to Germany, 
Clarence D. Chamberlin relied upon AC Spark Plugs. 


Acosta and Chamberlin, in 51 hours of continuous fly- 
ing above Long Island, established a world’s endurance 
record with AC Spark Plugs. 


Commander Byrd, in his daring flight to the North Pole 
and return, marked up still another clean score for AC 
Spark Plugs. 


If you should ask Lindbergh, Chamberlin and these 


000 407 le ae 
* vere, Sd te was even 
A. Tet POR: a; 





other great flyers what plug they recommend, they 
would tell you AC—the plug on which they staked 
their lives. 


Dealers. tell your customers AC is the plug used 
by Lindbergh, Chamberlin and other great flyers. 


Tell them you can give them the same kind of AC 
Plugs—same insulation, same quality of electrode, 
same basic design, that made possible these record 
breaking flights. 


If you tell these facts, you can sell an even greater 
volume of AC Spark Plugs. 


AC Spark Plug Company, FLINT, Michigan 


AC-SPHINX Makers of AC Spark Plugs AC-TITAN 
Birmingham AC Speedometers—AC Air Cleaners Levallois-Perret 
ENGLAND AC Oil Filters— AC Gasoline Strainers FRANCE 


Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 


/ 


AC SPARK PLUGS :AUu SPEEDOMETERS 


AW AIR CLEANERS A\Wl OIL FILTERS 
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G Dependable p 
e Products ma 
Arrow Head’s most com- 
plete and fiexible up-to-date 
line assures quick service on Boe 
the 4000 most-called-for - 
fits and applications, in- j 
cluding practically “all a 
motors, all years, all ; 
models.”’ ; 





“Thin Stocks-—Quick Turnover; 
Yes, even on Pistons and Pins” | 


“I know what you mean,” one motor maker told another at the 
Automobile Show; “I can still see those piles of pistons and pins 
that we used to run for service—dead stocks accumulated on the bet 
that we would need a certain quantity in future years to service our 
motors. On one model we would run too many, and on the next 
we would have to set up and make a high-cost re-run.” 


“I have changed all that. I discovered that Arrow Head has been 
working for years to make itself piston and pin headquarters for the 
motor industry. I discovered that they have done that one thing 
better, and recognized its economic importance. So I turned our 





| 
piston and pin requirements over to them. They supply equipment 
and service pistons and pins to meet our requirements and the 
emergencies of our dealers from their important factory branches all 
over the country. Our capital is released for better use; and we areona | 
truly economic basis, with thin stocks,a quick turnover and no grief.” | 
You too may utilize Arrow Head service as piston Ls 
and pin headquarters. Full information on request. | 
ARROW HEAD STEEL PRODUCTS COMPANY 
Bufialo MINNEAPOLIS, MINNESOTA Chicago 
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Pistons Piston Pins Axle and Drive Shafts 


Boston Cleveland Dallas Kansas City Los Angeles New York San Francisco 





eo Atlanta 
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a Bethlehem Tilt-Wing 
i Cap 

ae An attractive, finely fin- 
an q ished cap opened by rais- 
ae oo a ing one wing. Water-tight 
pe — ie 2 : é and steam-proof. Cap and 
ae nen eT ger af . staan Sena motor meter can be securely 
i 2 (22. aa id , . aa, een eeeaecmemee: locked against theft. In 
be a a « by - om se an We ee : two sizes. List prices, 


large $5.50, medium $4.50. 












a e Bethlehem De Luxe Cap 
An improved cap with decagon bars. Special 
line ot radiator Caps hinged latch keeps cap closed. Depressing latch 
opens cap. Water-tight and theft-proof. List 
prices, for large cars $4, for small cars $3. 
for all cars... 
EVERY radiator cap on the Bethlehem line is an 
| attractive, useful accessory that has a ready appeal 
to the motorist. 
| The Tilt-Wing and De Luxe models are finely 
made, richly finished caps that go well with the 
| appointments of the finest cars. 
| The Bethlehem Utility Cap and the Snappy Cap 
are durable, low-priced models for small cars. 
All these caps are made with a quick-filling “  . 
fant del aeanel es Bethlehem Utility Cap 
| eature—every model opens conveniently withou A well-made, quick-filling cap of new design and 
| unscrewing from the radiator. Secon Yes gee elses easel 
; Ast price ay 4 
| Splitdorf-Bethlehem products are sold through . 
ES regular jobbing and automobile accessory chan- 
E nels. Splitdorf Electrical Company, 392 High St., 
Ee Newark, N. J. Subsidiary of Splitdorf-Bethlehem 
Electrical Company. 
<CSPLITDORF > 
’ Reg.U.8. —" Established 
: Pat. Off 1858 
Q The Snappy Cap 
F. A popular, low-priced, quick-filling model, Cap snaps 
3 open when trigger is pulled.’ Either inside or outside 


thread. List prices: All-black $1; black-and-nickel 
$1.25; all-nickel $1.25. 
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JOHN N. WILLYS 
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The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
shonest advertising of 
dependable products. 
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OHN WILLYS-—outstanding American manufac- 
turer and merchandizer—says: “The commodity must 
be at least two-thirds sold before the salesman closes 


the purchase.” 
t+ ok * ok x 


This publication is a part of that essential selling job 
that means the ultimate order. 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 
and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 
material selected from the best of the present, its advertis- 
ing pages, the paid announcements and descriptions of the 


- output of businesses made to serve you as yours is run to 


serve others. 


July 7, 
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AKE the fellow whose car starts hard, 
whocomplains of a balky, hit-or-miss engine, 
who always is chasing in for help. 


The trouble may, or may not, be spark plugs— 
but at any rate, install a set of Moto Meter self- 
adjusting Spark Plugs next time he rushes in. 
Nine times out of ten you have solved his 
“ignition trouble”. 


You profit two ways: you’ve won a good cus- 
tomer and made a liberal return on your in- 
vestment. 


Tough jobs or easy jobs are all alike to Moto 
Meter plugs—give them the most severe test 
you know: many dealers have convinced them- 
selves this way. 


THE MOTO METER COMPANY, Inc., Long Island City, N. Y. 
THE MOTO METER CO. OF CANADA, Ltd., Hamilton, Ontario 


The name Moto Meter is the registered trade mark and 
exclusive property of this company. 






> toughest 
job .---- the car with. 
chronic ignition trouble 





ee 







The “self-adjusting” spark gap is exclusive with Motc 
Meter plugs: the starting gap should always be set cold 
at .015"—the heat from the first few explosions opens 
the gap to .030", its maximum expansion. This means 
a proper small gap for quick starting and ideal wide 
gap for smooth running. 





Moro METER 


SELF~ADJUSTING 


SPARK PLUG 


For Fords 75c Other cars 90c Buses & Trucks $1.00 
(Heavy Duty) 
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VALVE FACE GRINDING MACHINE 


— 


7 ss } 
No. 650 es —— * aie 


Patent applied for 


Close up views of the New 
Sioux Roller Chucking / 
“Ss iil 
Systerr mill 
Soe > ee : 
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/ BETTER Work, Bigger Profits and 
SA Speedier Service on valve jobs are yours when 
K( 


j you have this modern speed tool. Your customers will be de- 
lighted with the power, speed and pick-up of their cars when their valve-grind- 
ing jobs are done the “Sioux way.” It turns out work beyond criticism. Used 
valve faces are usually burnt or pitted. Only by refacing them with this method 
can you recondition them tothe original degree of accuracy Youcan make extra 
money refacing valves for other shops. 


The Sioux Roller Chucking System makes possibie the amazing efkc- 
iency,speed and accuracyof the Sioux Valve Face Grinding Machine. It issimple. 
handy,“fool-proof” in operation,—self aligning—guaranteed accurate within.001 
inch. Refaces valves with stem diameters of 5-16’ to 41-64" diameter, inclusive. 
ALBERTSON & CO., : - + SIOUX CITY, IOWA, U.S.A. 
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Here’s a Simple and 

Convincing Demonstration 
of the 

LEPEL CONVERTER 


that can be made on any car! 


te, 











f 
| 


Do This: 


Detach cable lead from one spark plug, clip 
device into cable, and then attach Converter 
to plug. Start motor — place point (CUT) of 
tester on spark plug terminal. See the FLASH 
—compare it with the normal flash! 















Converter 











Now: 


Remove tester — place it on another plug without 
the Converter. Note the difference in flash! 











*% * * 
| With The comparison between the two effects shown 
| Converter gives you an eye-picture of the beneficial action of 
\ the Lepel Converter. The strong flash is due to 


utilizing the entire energy in a shower of initial sparks, 
giving a Hotter Spark—Sure Firing—Less Fouling 
—Easier Starting—Lower Idling Speed—Quicker 
Pick-up—Better Acceleration—Improved Ignition 
Performance! 


The Lepel Converter has nothing in common with 
the so called Spark Intensifier Gap. 


This Lepel Pocket Demonstrating Device is now 
available for all dealers. Get in touch with your 
jobber —_ NOW! 


Rae ee 





LEPEL IGNITION CORPORATION 
117 WEST 63rd STREET - NEW YORK CITY 
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Twelve months  in- 
vestigation among 
users of Paige cars 
proved to us the 
worthiness of this 
product. 


LP Trakaw 
J | 
] 
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A sound foundation 
for Knight-engined cars 


Each month shows an increase in the sales of 


cars powered by the famous Knight sleeve- 
valve engine. 


Popularity of this type of motor is building on a 
sound foundation of public appreciation for the 
economy, long life, and smooth, quiet performance 


of the Knight engine. 


Falcon-Knight dealers are selling in a market 
that will continue to expand at a rapid rate for the 
next five years. 


Falcon-Knight is the first six-cylinder Knight- 
engined car in the $1000 price field. 


FALCON MOTORS CORPORATION, - DETROIT 


Falcon-Knight 
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Every drill you need 
where you can find it 


T= first job of a drill is to stand 

the gaff—and Alvord-Polk drills 
have the stamina to do it. But, next 
to working with poor drills, the worst 
annoyance is having to hunt them. 


Alvord Straight Shank Drills—in sets 
—are the answer. Set No. 428-S 
holds Wire Gauge Drills, 1 to 60. 
Another Set No. 426-S, contains job- 
bers’ Carbon Drills, 1/16th inch to 
4 inch by 64ths. Both sets complete 
with stand. 


The stand is made of aluminum and 
the holes are so accurate they serve 
as gauges. 


Good drills, arranged in a time-sav- 
ing manner! These sets should be 
working for you. Write us for the 
name of nearest Alvord-Polk Jobber. 


Alvord-Polk Tool Co., Millersburg, 
Pa. 


ALVORD - POLK. 
Cc * Tools for Kepair Shops Pa 9 
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0 rt-o-'Vac 


Provides a real 
business building 
service. 


iy VERYONE appreciates a 
thoroughly cleaned car. 
That’s why Port-o-Vac builds 
business for every user. 


Port-o-Vac cleans thoroughly, for 
it is powered with a full size % 
H.P. General Electric Universal 
motor. Yet it is portable—light 
and easily operated with one 
hand. The telescoping tube ex- 
tends to 32” in length and is in- 
terchangeable with a flexible 
hose and brush for the hard-to- 
reach places. 


Install this goodwill builder to- 
day. Be the first to offer this 
new cleaning service. The price 
is $39.50 list, less your usual 
discount. If your jobber can’t 
supply you, order direct. 









































Johnson Hub Bearing LUBRICATOR 


One of the season’s fastest 
selling items—sales more than 
doubled this year. High pres- 
sure lubrication in two min- 
utes. Equipped with genuine 
Alemite fittings. Packed in 
handsome counter display car- 
ton. 

Fords 80c, Chevrolet and Pontiac 85c 
Complete with fittings installed 










ob WORE SPO GT 


Johnson Motor Products Co., Dept. 99 
308 North Sheldon St. Chicago 


Please ship one Port-O-Vac at $39.50 less our usual discount and bill 


- 
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\. “The Right I Bearing © i 
es ‘ 


Inside The Differential 


B. C. A. Angular Contact Radial Bearings 


are well adapted for differential use. They 
take both the radial load and the thrust with 
an ample factor of safety. 


Our engineering Department specializes in 
solving difficult ball bearing problems. 


Detroit, Michigan Office 


Angular Contact 1012 Ford Bldg. 
Radial Bearing 


|THE BEARINGS COMPANY?/AM AME rie 
} 7 LANCASTER. PA. F 
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This shows Model M Storm- 
izing machine clamped on the 
clean face of a block out of 
the chassis. You can do the 
same accurate, square with 
crankshaft work with the 
block in the chassis. Model M 
is one of four Storm Models 


ACCURATE because 
the CUTTER HEAD | 
isRIGIDLY GUIDED | 


‘THE Storm Boring Bar is rigidly guided and held at positive right angles to the crank- 
bbw when the Storm Machine is clamped to the clean face of a block. This Boring Bar 
is keptin perfect alignment by two heavy bearings, with tapered adjustments tightly fitted, 
with noclearance. The UNWORN horizontal face of the block is used for a positive pilot 
for accurate alignment. 
As the patented six-blade cutter head on the end of the boring bar mills its way through each 
worn cylinder, anew bore is established that is not only perfectly round (the same from top 
to bottom) but also perfectly square with the crankshaft. 
Fully 90% of used motors in need of cylinder reconditioning have one or more cylinders 
with walls worn OUT-OF-SQUARE with crankshaft from the action of pistons on bent or 
twisted connecting rods. All self-aligning tools can and will follow the worn walls of cylinders 
to be corrected because they are NOT piloted from the face or base of a block and are not 
rigidly guided from above or below the cylinder. 
All of thisis fully explained in our booklet “STORMIZING as a Business and Process.” 
Write for a copy today. It’s free. 


STORM MANUFACTURING CO. Inc. 


MFRS. OF 
STORM RITEWAY CONNECTING ROD AND PISTON ALIGNER 
wie + ama 


HOG (A) Gth Ave. So. STORM HONES MINNEAPOLIS, MINN. 


STORMIZING 








THE ACCURATE METHOD OF CYLINDER RENEWING 
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By always keeping on hand a 
few yards of Vellumoid you 
get: 


QUALITY—A high standard 


maintained for many years. 


QUANTITY— Any size and 
shape of gasket required. 


QUICKNESS—A gasket with- 
out delay. Without worry. 


NELLUMO/p 


THE REAL 
REPLACEMENT GASKET MATERIAL 


—and for the makes of cars 
most often serviced keep on 
hand a supply of ready-cut Vel- 
lumoid Oil Pan and Gear Cover 
Gaskets. Accurately cut; do not 
shrink, stretch, crack nor break; 
always ready for use... Applied 
without shellac—easy on and 
easy off. 





Manufactured by the Vellumoid Co., Boston, Mass. 
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You Can Reach Easier with 


The New.DOVER FLEXO COMBINATION 
MEASURE and FUNNEL 


Conveniently reaches any 
oil hole or tank on any 
make of car. Quick, clean 
and easy to use. Tube un- 
screws and packs inside of 
measure. Made in 3 Ca- 
pacities: 1, 2 and 4 quarts. 
Prices: $2.00, $2.25 and 
$2.50. 


Dover Stamping & Mfg. Co. 
385 Putnam Ave., Cambridge, A, Mass. 


























The most successful 


merchandisers keep 
at it every week - - 
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When You See a Car Exhausting 
a Fog of Blue Smoke It’s a Sign 


it is Not Equipped with Genuine 
OSBORNE OIL CONTROLLERS 





i a 






Oi, CONTROLLER 








The Oil Ring that is taking the country by storm. 


Study its construction. Let us illustrate it with the 
ordinary tire pump valve. As the plunger goes up, 
the leather collapses to a smaller radius. As it goes 
down, it expands. Just so does this Ring function. 
This Ring should be fitted loose, say .015 clearance at 
the gap that it may become a smaller radius on the 
upstroke and gliding over the oil on the walls. As 
the chisel edge draws itself outward on the downstroke 
it collects the surplus oil which is delivered thru the 
lower ports to back of Ring groove and thus returns 


to crankcase. Dealers—wire or write for details and 
discounts. 


OSBORNE OIL CONTROLLER CO. 
220 Oak Grove St. 
Minneapolis, Minnesota 











A PROFIT- 
MAKING 
BUSINESS 


"[HE auto glass repair 
business makes nice, 
quick, easy profits for the 
man whose shop is equip- 
ped with Lange Glass 
Edging Machines. 

Millions of dollars worth 
of broken windshields and 
| body glass will be ground, 
‘| smoothed and polished on 
| Lange Edgersduring 1927. 
=| Why not secure your 
share of this business? 


HENRY G. LANGE MACHINE WorkKS 
166 North May St., Chicago 


Grevlock 


BRAKE LINING 



















































The Only Lining With The 
Braking Surface Ground Smooth 


‘*‘Its Life Is Double—With Half The Trouble’”’ 


UNITED STATES ASBESTOS CoO. 


MANHEIM, PA. 
Pittsburgh Chicago Detroit 








New York 








San Francisco 
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Made Especially for Garage Use 


IMPLEX 
“ALWAYS RELIABLE” 


MOTOR SPRAY CLEANERS Piston Rings 


give you six outstanding advantages: Stop oil 






Practical, durable and economical articles. pumping, stop piston slap, stop compression loss, ie 
he “AI Reliable” torch force cylinder lubrication, reduce wear and increase 
org Sen wee gl ann og A Pe oa power. Two Simplex Piston Rings to each cylin- ' 
and grades. Ask for catalog. der, installed by the Simplex Method, recondition ; 
; tl ord worn motors without resizing cylinders and install- : 
Most jobbers stock. Others will order. ing new pistons. 
Send for the simplex Method of reconditioning motors : 
OTTO BERNZ CO. INC., Newark, N. a without cylinder machinery, and make more money. 
Stocks a ems N. J., New York City, Chicago and The Simplex Piston Ring Co. 
San Francisco. Ma 
_ papel ang Offices in Newark, N. J., New York City. Chicago, of America, Inc. ; 
ade in qu ‘ er, na, Mont., San an- . 
pint sizes ~ cas easton, allie and St. Thomas, Ont. 1971 East 66th St., Cleveland, Ohio 









































FREDERICKS 


Rewinds 


New low prices: Rewinding or exchanging any 
two unit type of automobile generator or 
starter armature, $2.50. Any type of Ford 
armature $1.50. Special prices on Ford 
armatures in quantities. 


H. M. FREDERICKS CO., Lock Haven, Pa. 


CANTON 33. | 








Ui th Safety 
FRICTION BRAKE 


PAY FOR IT 
OUT OF 
EARNINGS 


When you pay $175 for a CANTON with 
Safety Friction Brake you get what will 
LAST FOR MANY YEARS. Used by Ford 
Dodge, Packard, White, etc. Ratchet and 
pawl type, $125 for the 2-ton size. 

The Safety Brake easily installed on new 
or old Cantons—$50. Meets all state safety 
codes. Locks load at any point. Load must 
be wound down. Ask about our Easy Pay- 
ments. Write for 48-page catalog. 


Fact D » Col 
CANTON FOUNDRY & MACHINE CO. | Canadian Distributors: Purser, Bull & Co., Ltd. 
CANTON, OHIO Toronto, Canada. 


Shop 
Equipment 


for Battery and 
Electrical Service 
4358 Roosevelt Road Chicago, Illinois 



















Here Is Something to Sell! 


A piston ring, on the principle of a packing ring, that gives 
remarkable results in service, is used in thousands by auto- ‘ 
mobile factory branches for replacement—and have a profit F 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 


2332 Michigan Avenue, Chicago 




















Holds Ford engine in a tight grip that steadies 
chassis; lessens danger of broken crankcase arms, sets 
permanently those already broken. 


a. ee 
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Write teday for dealer proposition 


The Brewer-Titchener Corporation 
108 Port Watson St. Cortland, N. Y. 



































OODRICH-LENHAR 


4 
CABLE KIT 
Dis s six starting, lighting, ignition, and radio 
— Puts them right where they sell with lit- 
tle effort. On spools—no loose ends. Also dis- 
plays actual eaten of full G-L line. | 
Kits are supplied through all G-L Jobbers. Write at your ; 


for price and name of nearest jobber! Jo b be 
‘ \a| Gets Both the Oval and the Taper - 


Goodrich-Lenhart Mfg. Co. Hamburg, Penna. 
R.1I.V. Means Quality 
in Every Language 
































Trunks, Trunk Carriers, Pumps, Bumpers, Jacks 
See our combination trunk, trunk carrier, spare tire ‘ 
carrier and bumperette. COMPLETE line for all 

cars. Write for prices and nearest jobber. 

250 West 57th Street 


New York City THE BELLEVUE MFG. CO. Bellevue, Ohio 






































The tire with the Gum Weld Cushion has 


become the most favorably talked about Every year more motorists 
heavy-duty tire in America. are ha cee 
So it pays to be an INDIA dealer. 

i by-4 6S BUDD 


WHEEL COMPANY 2 
Philadelphia + Detroit t 








INDIA TIRE & RUBBER CO., : AKRON, OHIO 
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It’s a Permanent Repair! 
Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 
be ready for the fellow who says he can’t 

keep his water-pump from leaking 
All sizes in one can. Stocked” with your 


Jobber 
1 Ib. can $1.75 per Ib. 
1.60 per Ib. 
Manufactured by 


5 lb. can 
prevent tHE CONNEAUT PACKING COMPANY 
This! Conneaut 




















TRADE MARK REG. 
Gas Gauge for Ford 


Chevrolet—Overland—Star 
Sells quick at $1.25 retail. Types 
“K” and “J” for 1926 Chevrolets 
and all Stars sell at $1.50. 


THE AKRON-SELLE CO. 





AKRON, OHIO 
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Bigler 
MOTOR BETT UILT TRUNKS 


Motor Trunks, Racks and Equipment exclusively. All types and _ styles. 
Genuine Duco finish, or bright black. A money-making line. Write. 


BIGLER MANUFACTURING Co. 
CHIPPEWA FALLS 





WISCONSIN 



































Now--5 Different Oversizes 


to every standard size and type of 
Piston Pin—in stock, waiting for 
your telegraphic order. 


THOMPSON 


PISTON PINS 
Defiance Ohio 








JOHNS-MANVILLE 
Asbestos Brake Lining 
































Does His Car Kangaroo? 


Simplex Shock Absorbers positively 
control Spring Recoil. The $9.50 
retail price provides a generous profit 
for you. Write for discount and full 
information. 


Simplex Shock Absorber Co. 


Sharon, Penna. 




















WIRE OR WRITE US FOR NEW OR USED 


TIRES—PARTS—ACCESSORIES 


IF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
SEE OUR NEXT DISPLAY IN MOTOR AGE 


STATE AUTO PARTS CORPORATION 
2011-13-15 S. State Street, Chicago, Ill. 




















Simplicit 


REBORER AND GRINDER 
A big money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 


SIMPLICITY MANUFACTURING COMPANY 
Port Washington 





Wisconsin 














Fostoria Fenders 


Repair Shops equipped with the 
Fostoria Fender Wall Chart 
can get immediate fender serv- 
amy from the nearby Fostoria 
Distributor. No waiting. More 
profit. Pleased customers. 
The Wall Chart is Free. Write 
for it t today. Dept. A-7. 


Fostoria Pressed Steel Co. 
Fostoria Ohio 
































Every Johnson Quality Bronze Bushing produced 
today must safeguard a mast enviahle reputation 


gained thru a quarter century of successful operation. 
Johnson Bronze Co., New Castle, P 


BUSHINGS -BARS 
“BEARINGS 























WE MAKE 


RADIATOR CORE MACHINERY 


Write for Catalog and Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO 





























CELORON 


TIMING GEARS 


Stay Silent Permanently 
THE CELORON COMPANY 
Division of Diamond State Fibre Company 
Bridgeport, Pa. 
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Orrville Spring Governors 
Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 


rebound and control the springs against ‘‘galloping’’. 


ORRVILLE SPRING GOVERNOR CO., INC. 
500 Brant Bidg. 








Simple in operation and easy to install. Check the 


Ask for illustrated literature and discounts worth while. 


Canton, Ohio 











CLASSIFIED ADVERTISING 
RATES 
Ten cents a word is the rate for all undis- 
Played advertisements set solid, regular want 
ad style; minimum charge $1 an insertion. 


Job. Very Fast. 


CLASSIFIED ADVERTISEMENTS 


FOR SALE—Fronty Racing Car. One Man 


Write R. W. Bogart, In- 
wood, Long Island. 


WELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere, If your dealer cannot supply you write us. 














C. L. PARKER 


Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 





All capitals, 12¢ a word; all capitals, leaded, 


SALESMAN—Sell 
© a word, Payable in advance. 














Widely Advertised Skat 
Paste Soaps, Toilet Soaps, Cleansers, Polishes, 
S etc. New allowance and commission plans in- 

sure success. Skat Company, Hartford, Conn. 


McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 




















The New Ames 


Test Bench 


For testing every step 
of piston and valve re- 
conditioning. 












































The only way to check 
bearings without pulling 
down the motor —or test 
gears without taking them 
apart. 


Hale 


st r 
“es < PRAN SS i 


x ¥. 


Checks up every knock in the motor 
or every hum in the gear assemblies. 
Proves the wear and shows what 
needs to be done. Helps beat the flat 
rate. 


Ask your Jobber or send 
for information about this 
new tool today. 


B. C. Ames Co., Waltham, Mass. 


B. C. Ames Co., 
Waltham, Mass. 
Send me complete information about the new Ames Test Bench 
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The Advertisers’ Index is published as a convenience, and not as a part 
Every care will be taken to index correctly. 


of the advertising contract. 


July 7, 1927 
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Do the Job RIGHT— 
It All Depends on You 


Your overhaul customer wants his car gone 
over so he can drive in all kinds of weather 
without any major trouble for at least 10,000 
miles. Check over his timing chain. If it 
breaks nothing in the world can make his 
good motor go. 


Replace his worn chain with a “Whitney” 
High Mileage Silent Chain’before it breaks. 
It’s a profitable service plus the assurance 
that your customer’s new chain is one of 
Durability and Quiet Timing—a chain that 
won’t skip the sprocket teeth—a customer 
that won’t “come back” complaining. 


99 






SILENT CHAINS 


Ask our distributor in any city, or mail 
the coupon below for the “Whitney” 
book of chain specifications. 


The Whitney Mfg. Co. 
Hartford, Conn. 


I want that book on chain specifications 
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Here’s What You’ve Needed to Sell Jacks 


OW you can sell jacks— intelligently, confidently and 

profitably—and with only afew dollars invested in stock. 
Walker offers youa Recommendation Chart that puts an end 
to all guess work—tells you instantly what jack to recommend. 
for any make or model of car—tells you whether the lift 
should be made under axle, spring clip or spring seat, either 
front or rear. By displaying and using this Chart you’ll sell : 
more jacks—and you'll sell the right jack every time. 
The Walker Recommendation Chart and a new Counter : 
Display Card are packed in each Walker Sampler—the new 
package containing one each of the three recognized leading 
jacks for balloon tires—the Walker No. 525 for large cars, 
the No. 520 for cars of medium weight and the No. 515 for 
light cars. Each jack comes complete with long turning-type 
handle. Each is built on the famous screw-within-a-screw 
principle. 
If you are not already selling Walker balloon tire jacks, order the 


Walker Sampler from your jobber today. If you are a Walker Jack 
dealer, write us for the Recommendation Chart. 


WALKER MANUFACTURING COMPANY , 


Racine, Wisconsin 


Walker Jac 


‘Dependable { $-)\ in Service” 
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Catalogue No. 901. ) 
Price $65. 





DOUBLE JAWS GRIP RIM AT TOP 
AND BOTTOM 


Because of the width of balloon tire 
rims, tire changers which only grip the 
rim at the bottom tend to distort the 
rim. The Manley Tire Changer is ar- 
ranged to grip the rim at both top and 
bottom at each of three points around 
the circumference. 









Combination of worm and sector 
and toggle action. (Do not confuse 
the Manley principle with the 
thread and nut method.) 


The worm and sector make 
the operation fast and the 
toggle gives a fast move- 
ment to the jawsin expand- 
ing them to the rim, and 
provides a constantly in- 
creasing pressure, so that 
the further the jaws are 
expanded, the greater the 
power exerted by the 
toggle. 





ALSO HANDLES DISC AND WIRE WHEELS AND SOLID RIMS 


Tires can be removed from solid rims, wire wheels or disc wheels, no matter how 


tightly they are rusted on. 


MANLEY MEFG.CO., --- YORK, PA. 



















The prosperity, loyalty and fu 
steady growth of the Buick dealer 
organization are the direct result 
of Buick’s sound and progressive 
dealer policy—a policy which 
has made the Buick franchise in- J * 
creasingly valuable, year after year. |” 


Those who desire the Buick franchise | Yo 
17 should have their names on file yy 


